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ONLY V&B MAKES ALL 3 


tubular -~,ll steel -- hickory 


TUBULAR STEEL (patent pending) with Vaughan’s ex- 
clusive 3-way inner hickory plug that keeps head and 
handle tight . . . adds strength at bottom of eye where 
it’s most needed . . . and absorbs shock and vibrations. 
Plus non-slip, natural rubber grip . . . plus V&B’s time- 
tested standard head on a tubular handle shaped just | 
like wood. ; al 








NEW ALL STEEL (patents pending) — Completely rede- 
signed. The only hammer of this type with a shock 
absorbing center to reduce fatigue . . . to eliminate 
vibrations irritating to the user. Solid steel spring- 

| tempered handle. Available with genuine leather grip or 
air-cushioned natural rubber grip. 


FAMOUS VAUGHAN'S VANADIUM — For over 40 years 
the accepted standard . . . and still preferred by thou- 
sands of carpenters. The handle of select second-growth, 
straight-grained white hickory is compression fitted and 
double wedged . . . stays tight under severest use. 





hammer with the eye appeal needed to increase sales. 





A CLAW HAMMER FOR EVERY MAN'S NEED ... al! with V & B's famous 
built-in balance to lessen fatigue. Stock ‘all 3" and watch your hammer sales 
zoom! All 3° are built by master craftsmen to the rigid V & B standard. Sell 
the V-& B standard of excellence recognized by all trades. Sell the standard of 
performance set by V & B for over 88 years. 


'AUGHAN & BUSHNELL 


IANUFACTURING COMPANY 
135 South LaSalle Street 
CHICAGO 3, ILLINOIS 


Everyone agrees ‘it always pays to buy a good tool’... like these Vaughan 
hammers : 





THERE’S STILL TIME TO REORDER 


POPULAR 


pa 


_ PLUS LOCAL COVERAGE WHERE IT ‘COUNTS. IN 


a 95 ‘Sunday Newspaper Supplements 


. November 30 and December 7 


| | Use this tie-in display 
Don’t miss out on sales of Weller to come—with Mickey Mantle as en your 
Tools because of depleted stocks. your star salesman! The Weller your counter! 
Remember, the biggest part of the Tools listed below will be featured. 
Christmas selling season is yet to They'll be the choice of thousands 
come! And the biggest impact in during the next few weeks. Get your 
Weller’s nationwide promotion is also share of this business. 


Model 8100 Model 8250A Model 8250AK Model 700 Model 700K Model 800 
Soldering Gun Soldering Gun Soldering Kit Power Sander Sander Kit Sabre Saw 


“5° ‘oT. *14°° 16° 18° $19°° 
Be sure you're ready to meet the demand! Contact your wholesaler now! 
WELLER ELECTRIC CORP. ¢ 601 Stone’s Crossing Rd., Easton, Pa. 
































LAWN-BOY REPORT + NOVEMBER 6, 1958 


Why distributor salesmen? 


In the last issue I talked about the valuable 
help you can have from trained factory 
representatives. 

Some of you may have been wondering, 
“If LAWN-BOY and other reputable manu- 
facturers take the trouble to send these 
top-flight guys around the country, why 
should I bother with the salesman from the 
distributor ?”’ 

There’s plenty of reason for you to pay 
close attention to the distributor salesman. 
And plenty of reason why his place in your 
selling picture can’t be filled by the man 
from the factory. Here again, I can speak 
only for LAWN-BOY, but what I'll say is 
generally true throughout big-ticket hard- 
ware marketing: 

It would be uneconomical — no, impos- 
sible — for us to achieve national distri- 
bution of a constantly-improving product 
without a strong network of reliable dis- 
tributors. We just could never make proper 
contact with our many thousands of re- 
tailers, presenting the same product story 
to each one at the same time. 

To overcome this vast communication 
problem, we use the best distributors in 
the country. In this way, we cut our own 
salesmen’s customer list down to just over 
a hundred top distributors — a workable 
proposition. 


So, in effect, your distributor salesman is 
a fully authorized LAWN-BOY salesman. 
He’s been given all the sales and promotion 
facts about LAWN-BOY at a meeting with 
our own salesmen — maybe directly by me, 
because I attend many of our distributor 
meetings. Since we choose our distributors 
very carefully, we can trust the distributor 
salesman who calls on you with our new 
program. When he reaches you, he’s full 
of information and ready to answer practi- 
cally any question you may have about the 
LAWN-BOY line and how best to sell it. He 
alone can outline the complete advertising 
and promotion package LAWN-BOY offers 
you. 

Now the man from the factory, on the 
other hand, supplements your distributor 
salesman’s aid with first-hand technical ad- 
vice on LAWN-BOY mechanics. Besides help- 
ing you with deep-down engineering facts 
that you need to convince some buyers, he 
brings back to the factory your suggestions 
and possible complaints which will make 
future LAWN-BOY power mowers even 
better. 

If you listen well to your distributor 
salesman’s story, you'll be getting the best 
possible preparation for “making money in 
power mowers.” 


ee. 


Ss > Sak Pe 


Sales Manager 





MAKING MONEY IN POWER MOWERS 





Lamar, Missouri. Division of Outboard Marine Corporation 
Makers Of ohasan and Evinreede Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 









LAWN©BO 


HARDWARE AGE, NOVEMBER 6, 1958 









New UNIVERSAL 


WITH 3-SPEED CONTROL 


Eeate 
pening 


ONLY 


$1995 


PLUS- FEATURED TO HELP YOU SELL! 


® Lubricated fo: 
life 


| et : * _ “t J e Unbreakable 
IN FOUR DECORATOR COLORS | - | » iS pean 
e YELLOW e PINK ; * | ’ e Weighs less than 
e TURQUOISE WHITE ; 


3 ibs. 
3-SPEED CONTROL AUTOMATIC EJECTOR STANDS ON HEEL 
Switch on top—easy One finger easily While adding in. © Long-life Nylon 
to see—easy to ejects chrome-plated gredients mixer can S®4@fs 
change speeds for beaters, 25% larger stand on base—drip- © Powerful 115 watt 
any type of mixing. than most mixers. pings go into bowl. srotee 


Here’s another brand-new sales leader 
for your Universal Electric Housewares 
line. All-new in design and in features, 
but with the famous dependable 
Universal quality and value known by 
every one of your customers. Get them 
up front on their self-selling display 
stand ... you'll find the new Universal 
Hand Mixer “beats everything” in sales! 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Acco attachments and fittings! 
They go with chain sales— 
they're the same" matched quality 
as other Acco products 


“It's easy to sell 








...and they'te profitable!” — 


e Nearly everyone who buys 
chain is a customer for chain attachments 
and fittings. So be prepared to boost chain 
sales and profits by stocking Acco attach- 
ments and fittings. When a customer buys 
chain, sell him an acco attachment or fit- 
ting to make his chain assembly complete. 
It’s a customer service he’ll appreciate and 
it will soon mark your store as “chain 
headquarters” in your community. 

acco chain attachments and fittings are 
designed and manufactured to the same 
high standards as all other acco chain 
products. As a result, when you feature a 
complete chain section of American Chain 





WELDED 
RINGS 


Made from 
steel in a wide 
range of sizes 
or diameters. 
Self-colored 

and hot galvanized. ym" 


SLIP HOOKS 
Drop-forged and 
sha 


chain to slip easily 

; through the loop. 

—_ Furnished natural 

finish. 9 sizes —for chain sizes 
through 1”. 


items, you can be certain you are selling a 
line of products with “‘matched quality” 
throughout. 


@ ACCcO attachments and fittings are 
“‘matched”’ in another way, too! Most of 
the items shown on this page come packed 
in individual cartons and boxes 
for greater ease in stocking, han- .. 
dling, and displaying. And to & 
make your selling job easier, § 
product labels list the correct 
chain size with which the item 
should be used for maximum 
safety. Sell the best ...sell acco 
Chains and Fittings! 


GRAB HOOKS 


For use on log and 

other utility 

chains. Drop 

forged. Grabs 

when hooked over 
link of chain. 9 sizes—for 
chain sizes 4” through 1’. 
Natural finish. 


to permit 








COLD SHUTS 

For joining 

large sizes of 

chain. Use one 

size heavier 

than chain size. %%" to \”. 
Natural finish. 





SWIVELS 


Made from malleable iron, de- 
signed to withstand the actual 
strength of the chain used 
with. 9 sizes—for chain sizes 
4” through % ”. 


ANCHOR 
SHACKLES 


threaded screw 

pin (shown) or 
plain round pin (not shown). 
Drop forged. 15 sizes—\" to 2’. 
Self-colored, hot galvanized. 





Mad ith 
cv Paw REPAIR LINKS 

An easy way of joining pieces 

of chain. Can be clesed cold. 

11 sizes—%%," x 1” to 4%" x 2%". 

Bright and hot galvanized. 





“S$” HOOKS 
Standard 


S-Hooks carried 
in 47 different 
sizes. Regularly 
furnisued bright 
finish. 





S— 


ROPE SWIVEL SNAPS 


Have welded ring for engaging 
rope. 2 sizes: 6 ga. x 1%" 1.D. 


SWIVEL SNAPS 


Eye of snap is left open for 
attachment. Match snap size 
to chain size. No. 3-4, 1-2, 
1/0-2/0, 3/0-4/0. Bright, 
bright zinc or nickel plated. 








CONNECTING LINKS 


Drop forged, for temporary 
or permanent repairs. 13 sizes 


—%i,” to 1%". %” size and 
larger have interlocking lugs 
and rivets. Self-colored and 


| hot galvanized. 








COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide choice of sizes. 











ORDER FROM YOUR DISTRIBUTOR 


Contact your American Chain 
distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 
log DH-176B and Price Lists R-957 
and R-758. 


Bridgeport, Conn. * Factories: 


*York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, ‘Wage 
*indicates Warehouse Stocks *Portiand, Ore., “San Francisco means ay 
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Editorial 


by W. A. Phair 


Why private brands .. . 


The use of private brands by wholesalers is rapidly expanding. 
Why? 


This is a question of much importance to manufacturers, espe- 
cially those with investments in national brands. The cumulative 
effect of private brands can depress the volume of national brands. 


There was a time, years ago, when wholesalers’ house brands 
were important factors in many markets. But changes in merchan- 
dising concepts resulted in a decline in private labels. A few have 
been kept active, but their influence has been limited and largely 
regional. But now house brand volume is rising again. 


The subject of house brands is complex and space doesn’t permit 
discussing all the reasons why a wholesaler gets into this activity. 
But, I do know from persona! experience that a primary reason for 
the current interest of wholesalers in private brands is to protect 
themselves and their dealers from the chaotic price conditions that 
persist in some hardware products. 


One large wholesaler explained his decision this way: “I don’t 
think our private label will ever have the acceptance of a national 
line, but at least we and our dealers will be certain of a profit in 
the items we do sell.” 


This all boils down, in my opinion, to the lack of firm sales poli- 
cies on the part of some manufacturers. The absence of practical 
sales policies has created conditions that force distributors to take 
action for the protection of themselves and their dealers. 


The switch to a house brand means that the marketing of the 
product is transferred from the manufacturer to the wholesaler. 
The manufacturer becomes simply a supplier. Today he may have 
the business, but tomorrow he may lose it because somebody else 
will make it for a nickel less. 


The selling of national brands has been a keystone in the growth 
of the independent hardware store. It is a sound, economical mar- 
keting procedure. I don’t think that wholesalers are too eager to 
get into private brands, because it puts additional burdens and 
expenses on their backs. 


It also invites the evil of duplicated inventories. Actually, no 
costs are eliminated in private brands. The normal costs of mer- 
chandising are transferred from the manufacturer to the whole- 
saler and dealer. In this transition, the power of advertising may 
be lost if the responsibility is transferred from the manufacturer 
to the wholesaler. 








Editorial 


continued 





It seems to me that the growth of private brands is a challenge to 
national brand manufacturers. It must and can be met by the adoption 
of sales policies that will return a degree of stability to those national 
brands that have been kicked around in recent years. 


We can see in the expansion of private brands the destructive conse- 
quences of discount houses. They have wrecked the retail price structure 
on many lines. They have taken the profit out of these lines for both 
distributor and retailer. So the wholesaler is turning again to house 
brands, largely in self-defense. And each time a private brand item is 
sold, one less national brand is sold. 


This is bound to have an adverse effect on national brand sales in some 
lines. Will discount houses continue to be interested in a line that is no 


longer being pushed and made “national” by independent retailers? I 
don’t think so. 


The discount house method of merchandising is not sound for a 
national brand manufacturer, and can never replace distribution though 
retailers at the local level who fulfill the responsibilities of retailers and 
who understand the value of the implied pledge of service and quality 
that go with a nationally advertised brand. 


What is badly needed right now in many fields is the establishment of 
sales policies that will assure all retailers of the opportunity to make a 
reasonable profit. This assurance, combined with the natural economies 
in production and promotion that accrue to a national brand product, 


will remove much of the causes that are leading to more and more private 
brands. 


Don’t get caught short .. . 


The way business conditions can change almost overnight is amazing. 
A few months ago we were all worrying about how bad business was. 
Today, we find people worrying about how many shortages will crop up 
this fall. We are not out of the woods yet, but there are certainly many 
signs that sales generally are improving. 


This improvement has resulted in a few shortages developing. Quite 
a few manufacturers and wholesalers permitted their inventories to level 
off this summer (the same thing that dealers did). Now, with business 
volume gaining, a few factories are getting behind in shipments. 


Wholesalers report an increasing number of cases of unusually long 
delays in getting shipments from factories. Incomplete shipments are 
also reported. 


This is by no means a serious situation yet, and everyone is making an 
effort to catch up. But from a dealer’s viewpoint, it does suggest the 
importance of anticipating fall and Christmas needs as early as possible. 
Otherwise, some shortages may be encountered. 


There is no need to over buy. That would be most unwise. But, at least, 
don’t depend on last minute rush orders as you did last year. You may 
be disappointed. 


After the hard job we’ve had all summer trying to keep volume up, it 
would be a crime to lose sales this fall just because needs were not 
anticipated. 
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Amazing Invention Obsoletes Any Mender or Coupling Ever Made! 


FRANKLIN KLAMPON 


RE-USABLE MENDERS AND COUPLINGS 
for plastic and rubber garden hose 


4 


THE ONLY TOOL YOU NEED 
IS YOUR THUMB 


NO PRONGS TO POUND 

NO THREADS TO TURN 

NO HOSE CLAMPS TO TIGHTEN 
NO WASHERS TO PUT IN 


Just insert hose and press lever down 














Nothing like KLAMPON has ever been seem before! It 
ushers in a whole new era in hose coupling and mend- 
ing, and opens up tremendous new sales opportunities. 


KLAMPON Mender mends hose instantly; a simple press 
of the lever gives a leak-proof, pull-proof, lifetime mend. 


KLAMPON Male and Female Couplings do the same 
kind of job; just insert the hose and press lever down. 


KLAMPON COUPLING (male) 
— converts a hose end into a 
male coupling instantly. 


Tha ™ To re-use KLAMPON, simply lift the lever. 
"ty # Durably made of solid, rust-proof metal, with tempered 
ei steel spring and lever. 


Here is the greatest thing that has happened in the mender 
and coupling field in generations. Don’t miss out on the 
sales and profit opportunities that KLAMPON offers! NO. 1989 KLAMPON MERCHANDISE UNIT 


includes the three popular sizes of Menders 
Ask your jobber or write us 


= , 
=“ ot tT | 


KLAMPON COUPLING (female) 
— converts a hose end into a 


and Couplings — 7/16", 1/2” and 5/8” — 
female coupling instantly. 


all mounted on VISTA-PAK Display Cards. 
Handsome metal display stand FREE. 


FRANKLIN IS REVOLUTIONIZING GARDEN HOSE ACCESSORIES — 


WITH 

ZIP-ON — the fastest 
“on-and-off” hose 
coupling ever in- 
vented. Made of new 
“miracle material” — 
Du Pont Zytel Nylon. 


Write For 1959 SPRING GARDEN CATALOG to FRANKLIN METAL & RUBBER CO., Hatboro, Penna. 


ja 
u 


WITH 

“INDESTRUCTO” 
Hose Nozzle, made of 
Du Pont Zyte!l Nylon. 
Strong as steel; 
tough as brass; in- 
credibly low in price. 
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WITH 
DIALOMATIC Hose 
Nozzle. No lever. No 
tiresome squeezing. 
Just dial your spray. 
Made of rust-proof 
metal and brass. 


WITH 

ROLLMASTER, a new 
patented Sprinkier 
that is new in prin- 
ciple, new in sprin- 
kling efficiency. Made 
of durable plastic. 





NEWS 


BY WASHINGTON 


Mortgage money tighter but pickup 
in new homes steady with FHA aid 


A slowdown in the current home building recovery 
is not likely, despite some tightening of money 
markets. 

Government officials are moving quickly to head 
off any problems the housing industry might suffer 
as a result of developing shortages in capital. 

In recent weeks, the government has taken several 
actions to reinforce the home building industry. Fed- 
eral Housing Administration officials are “stretching 
out” remaining home mortgage insurance funds until) 
Congress can provide more after the first of the year. 

In addition, down payment requirements on con- 
ventionally-financed mortgages have been cut in half. 

Through the summer and early fall months, home 
building activity remained strong, with starts up some 
28 percent. 


P outlook 


Figure on at least a 4 percent gain over last year in 
sales of builders’ hardware and other items connected 
with new home construction. Keep a close watch on 
Washington news this winter. If new housing pro- 
grams do develop, the increase will be even higher 
next spring. 


lf your corporation's closely held, 


new tax law may help save money 


Most closely-held corporations must decide before 
Dec. 1 whether to take advantage of new law per- 
mitting them to be taxed as partnerships. 

Firms with 10 or fewer stockholders, which have 
only one class of stock none of which is held by another 
corporation, have this option. The December 1 dead- 
line applies to operations for the year 1958. After 
that, an election can be made before January 31. 

Advantages to corporations of waiving corporate 


10 


BUREAU 


OF HARDWARE AGE 


income taxes include: shareholders will receive income 
free of prior tax; they may offset company profits with 
personal losses, and for the first year, they can sur- 
vey the entire year’s operations to decide which taxing 
method is best. 


P outlook 


If your business is a closely-held corporation, you 
should consider using the provision. Check with your 
accountant or tax advisor. See which method is best 
for you. File the election with your district Director 
of Internal Revenue on form 2558, attaching the con- 
sent of all stockholders. 


Railway Express is granted boosts 
averaging 15 percent on most goods 


Business will pay an average of 15 percent more for 
shipping merchandise via Railway Express. 

The railroad-owned Railway Express Agency, spe- 
cializing in fast door-to-door service, has received 
Interstate Commerce Commission authority to raise 
rates on most commodities and services by 15 percent. 
The ICC agreed with the firm that old rates did not 
produce enough revenue. 

The commission failed to approve the requested 
higher rate on goods shipped from stores to customers, 
and on a few specific commodities, such as fresh sea- 
food. 

It also refused to grant an increase in the agency’s 
$2.01 minimum charge, and disallowed a rate hike on 
full carload shipments. 


P outlook 


Much of the merchandise coming to your store by 
Railway Express will carry higher shipping charges. 
Make certain you allow for these increases in calculat- 
ing operating costs and gross margins. 
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THE RIGHT SPEED 


FOR EVERY DRILLING JOB 
AND ALL SANDING, POLISHING, 


SAWING ATTACHMENTS 


Model S$D-382 


Sells better because there’s so much more fo sell... 


2-SPEED 2.8 AMP. 3/s DRILL! 


NO OTHER DRILL HAS SO MUCH SELL! This new Shopmate outclasses all other drills .. . 
Powerful 2.8 amp. universal AC/DC fan-cooled motor! —— it's the only drill at anywhere near its price 
High speed (2000 rpm) for drilling wood, plaster, etc.! that Cuenges — instantly, electrically . . . at 
Low speed (1000 rpm) for heavy-duty applications! the flick of a switch! And both speed ranges develop 
Electro-mechanical transmission changes speed instantly, f ull arp for fast, efficient drilling under any con- 
electrically by flicking speed range selector switch! ditions! Nationally advertised in The Saturday 
Full power output at either speed! Evening Post, Popular Science, Popular Mechanics, 


Speed range selector switch interlocks with on-off switch for and other powerful consumer publications! 
maximum safety! 


Weighs only 6 pounds, perfectly balanced to eliminate fatigue! &  - PAA ABT e 
Precision geared chuck and key! 


Special spindle lock for easy SUGGESTED RETAIL mail to: George Weatherby, Sales Manager 
chad: uammercelll PORTABLE ELECTRIC TOOLS, INC. 


Multiple ball thrust bearing! 320 W. 83rd St., Chicago 20, Ill. 
Precision cut alloy steel gears! 
Handsome silver luster finish! 


Send me full details on the revolutionary new 
; J 


Shopmate Model SD-382 2-speed Driil! 
TE 


Name 
0 
Step PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street * Chicago 20, Hlinois 


HA-118 


Firm Name__ 

Address 

jG RR ES 
My Preferred Distributor 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


look out for You’re going to do at least 20 percent of your year’s volume in the 

rubber... next six weeks. This is par for the course each year. It means 
you can expect a flood of checks to cash, and crooks know it. You 
should take every precaution to dodge bouncing checks. And 
you’re not a banker, so don’t cash checks for the full amount. Make 
customers buy something substantial. Be alert, bad checks take a 
sizable bite out of profit. HA Recommendation: Ground rules for 
check cashing—Witness the endorsement and know the endorser; 
check strangers’ identification and don’t be afraid to say no if you 
aren’t satisfied; be extra careful on weekends when banks are 
closed; take no pre-dated or old checks; be just as careful with 
government and certified checks as the personal kind. 





check the Department stores expect sales to be from 24% to 4 percent above 

stock bins ... 1957 from now until the end of the year. Federal Reserve Board 
figures for the week ending October 11 show sales 4 percent ahead 
of the same week last year. But trade inventories are low, and 
the National Retail Merchants Association reports that depart- 
ment store profit margins so far this year are down to 2.8 percent 
of sales compared with 4.2 percent in 1957. HA Recommendation: 
The Christmas season accounts for more than 20 percent of your 
volume. Some dealers won’t be able to move this much merchan- 
dise with present low inventories. This, plus possible lower profit 
margins, make it desirable to build up inventories now, and at a 
higher level than in 1957. 





forecast: snow Loading up on the kinds of hardware that sell in the dead of 


ana colder rer winter can be a risky business, for it may not snow at all. This is 
unlikely over most of the nation, and some freezing weather can 
always be expected. Your customers justly expect to find cold 
weather needs in your store. You can’t let them down because you 
remember one winter when it didn’t snow at all. HA Recommenda- 
tion: If you haven’t laid in a supply of ice chippers, snow shovels 
and pushers, melting chemicals, sand, and similar supplies like 
tire chains you’d better call your wholesaler. If it doesn’t snow, 
store the stock until next year. But have it when it’s needed. 





the big About this time next week there will be many millions of dollars 

payoff ge in new purchasing money in circulation. Why? Each year around 
Nov. 10-15, hundreds of Christmas Clubs mail checks to depositors. 
HA Recommendation: Build window and in-store displays, and add 
a line to any promotions you have set to run in the next 10 days, 
with the theme “Here’s value for your Christmas Club dollars.” 
If you hurry, you may still be able to make up a sale ad and 
garner some of that Christmas Club money. 





... turn to p. 108 for more news on how’s the hardware business 
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“Faster glue sales are almost automatic with 
the Weldwood Floor Model Adhesives Center.” 


Joseph W. Sullivan, Ernst Hardware Co., 6th and Union St., Seattle, Wash. 


“The color-keyed selector chart makes it easy for 
our customers to find—and buy—the right glue,” 
says Mr. Sullivan. “No more lost sales because a 
salesman wasn't free to give immediate service.” 
The new Weldwood Floor Model Adhesives Center 
is compact, complete—stocks the 4 fast-selling glues 
that cover 95% of your market. Saves valuable 
shelf space, cuts inventory, steps up your turnover 


WELDWOOD’ ADHESIVES 


, x Presto-Set Give « Plastic Resin Giue 
Contact Cement*Waterproof Resorcino/ Glue 
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for faster profits. Also available: attractive new 
counter model for stores where space is limited. 


MAIL THIS COUPON TODAY 


United States Plywood Corporation 


Dept. HA 11-6, 55 Ww. 44th St., New York 36, N. Y. 
Please rush me my free Weldwood Adhesives Center (check 
model) complete with adhesive assortment, at special price 
indicated. 

|] Floor Model—$100.45 (Retail value $150.84) 

|] Counter Model—$40.16 (Retail value $66.94) 


Store Name 


Ee Se a 


i 
~ 





HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Heavy-duty power saw 


This 7% in. portable construc- 
tion saw is designed for profes- 
sional carpenters and maintenance 
men. The powerful unit’s blade is 
mounted to the left of motor for 
easier cutting lineup. Full year 
guarantee without charge to 
owner. Saw can be adapted to all 
types of cuts from long rip cuts to 
compound mitres. Can be used to 
cut iron, steel, marble, slate, etc., 


with Porter-Cable abrasive blades. 
Porter-Cable Machine Co. 


For more data circle No. 1 on postcard, p. 75 


Counter-top bracket mounting 


The Dazey Counter Boy is de- 
signed for vertical counter-top 
mounting. Its power-vacuum base 
holds to any non-porous surface 
by merely pushing lever down. 
Lever is flipped up to release. All 
Dazey products fit unit including 
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can opener (shown). The Counter 
Boy is finished in white with chrome 
trim and lists at $6.95. Dazey Corp. 


For more data circle No. 2 on postcard, p. 75 


Year ‘round screening 


Customers can leave this screen- 
ing up all year around and it won't 
rust, stain or corrode. USS Cy- 
clone Fiberglas screening, made of 
vinyl coated glass fibers, is also 
duvstproof and fire safe and fea- 


tures a weave permanently locked 
at every intersection. Comes pre- 
cut in 66 in. lengths in widths of 
26, 28, 30, 32 and 36 in. It is pack- 
aged in a self-service display avail- 
able free with 25 rolls. Cyclone 
Fence Dept., American Steel & 
Wire Div., United States Steel 
Corp. 


For more data circle Ne. $ on postcard, p. 75 


Precision blow torch kit 


Hobbyists, do-it-yourselfers and 
precision workers will be traffic for 











these blow torch outfits. Kits are 
fueled with cartridges. Each car- 
tridge gives a hot flame for % 
hour. $1.95 kit has blow torch and 
one cartridge of fuel. $2.95 kit has 
blow torch, two cartridges, solder 
and soldering tip attachment. Each 
is size of screwdriver, and both 
give pinpoint accuracy for close 
and delicate work. Kidde Mfg. Co. 


For more data circle No. 4 on postcard, p. 75 
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Want more information on these 
products? Then use free post- 
card on page /5 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





High power pruning shears 
These powerful Wiss pruning 
shears offer cutting ease and rug- 
ged strength. Green vinyl cushion 
grips prevent the user’s hand from 
slipping forward. There is a re- 
placeable brass anvil on one blade 
and adjustment can be made to cut 
everything from small slivers to 
full branches. These Hy - Power 
shears measure 7 in. and have a 


latch for one-handed opening. List 
price $3.25. J. Wiss & Sons Co. 


For more data circle No. 5 on postcard, p. 75 


All-purpose electric saw 


Designed to do everything a pat- 
tern or circular saw will do the 
Wen model 909 All-Saw will cut a 
6-in. board or a 6-in. log and also 
cut any pattern. It has conven- 
tional saw grip, auxiliary grip 
knob, cutting blade in line of sight, 
finger control trigger switch, heavy- 
duty hardened gears, heavy-duty 
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roller and Oilite bearings. Cuts all 
types of metals. List $44.95 with 
7 blades, rip guide, circle cutter 
and 45 degree tilting base plate. 
Wen Products, Inc. 


For more data circle No. 6 on postcard, p. 75 


Plastic tumblers, coasters 


Housewives who like modern 
style tumblers and coasters will 
want the Plas-Tex gold line tum- 
blers and removable coasters. Tum- 


blers offered in black or white with 
gleaming gold coaster. The six 15- 
oz tumblers and coasters can be 
washed in any automatic dishwash- 
er and are tarnish-proof. Gift- 
packed to retail at $5.98 per set. 
Plas-Tex Corp. 


For more data circle No. 7 on postcard, p. 75 


Powered snow removal machine 


Your home owner and commer- 
cial customers will be interested in 


this 2% hp hand propelled snow 
removal machine called Snow-Boy. 
The 2-cycle Iron Horse engine pro- 
vides plenty of power to move the 
blade through any type of snow 
in a 15 in. swath. A heat ex- 
changer at the carburetor provides 
even running. An adjustable turret 
chute directs snow discharge. Other 
features are: safety-slip clutca, 
self-lubricating chain drive, slip-on 
skis, adjustable handle and com- 

(Continued on page 72) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 75 


HELP YOU SELL MORE 





Blind fastener packaging 


Molly Jack Nuts are being pack- 
aged in a new metal edged display 


carton. The blind fasteners can be 
shown to best advantage in the 
two-color 5 x 4 x 6 in. box which 
contains 150 48, 50 6S and 25 8S 
Jack Nuts plus 10 friction wrenches 
and a supply of descriptive folders. 
Dealer price $8.80. Molly Corp. 


For more data circle No. 8 on postcard, p. 75 


Hacksaw blade display unit 


You'll find this permanent hack- 
saw blade merchandiser useful for 
building sales of Nicholson blades. 
The attractive all steel unit comes 
free with the purchase of 20 flexi- 
ble high speed (Molybdenum) 
blades and 60 special shatterproof 


r 


standard steel blades. Replace- 
ments can be ordered easily. These 
blades are part of a new line of 
Nicholson hacksaw and band saw 
blades and ground flat stock. Band 
saw blades include Magicut and 
Hook Tooth and Skip Tooth. Flat 
stock comes in 1,000 sizes. Nichol- 
son File Co. 


For more data circle No. 9 on postcard, p. 75 


Builders’ hardware program 


These two-sided displays for Cor- 
bin builders’ hardware are part of 
the Pacesetter Program. The pro- 
gram is a simplified system for 
operating a builders’ hardware de- 
partment and is described in Cor- 


bin’s Blueprint for Profits folder. 
The program includes six display 
panels or two self-standing displays 
and a simplified selling system plus 
catalog. The promotion will fit into 
existing inventories but also helps 
assist new dealers in setting up de- 


partments. P. & F. Corbin. 
For more data circle No. 10 on postcard, p. 75 


Pre-Packed putty knives 


Professional type putty knives 
and scrapers are packaged and 
priced in a glossy black and gold 
card and come with a written guar- 


antee. These Goodell putty knives 
and scrapers have tempered full 
length steel blades, held to durable 
laminated handle by brass com- 
pression rivets. Introductory pack- 
age includes 18 putty knives and 
12 scrapers with free wire display 
unit. Goodell Co. 


For more data circle No. 11 on postcard, p. 75 


Christmas lamp packages 


General Electric Christmas lamp 
packages include one with three 
new lamps, a lighted display and a 
special 14 - socket string set. 
Counter price cards are offered, 
too. G.E. Assortment Package No. 
226 contains 96 lighted ice lamps 
in assorted six-lamp packs; 10 five- 
lamp packs of D27 outdoor twinkle 


(Continued on page 98) 
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ARD-MAN 


POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. . such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manufacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 
learn why you should make the jump, too. 


YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 


YOU'LL SELL THESE SUPERIOR 
YARD-MAN FEATURES 


EXCLUSIVE SAFETY BLADE 
CLUTCH YARD-MAN 


SILENT YARD-MAN OPERATION 


No 200, — RUGGED STEEL DECKS OF 13 
Safety Clutch | ba GAUGE BRIDGE-TYPE DESIGN 


No. 2050 . 
Safety Clutch ree" INSTA-CONTROL HANDLE 
PRECISION CONSTRUCTION 


HANDLE MOUNTED MULCHER 
PLATE CONTROL ' 
Write Today for 


HAND ADJUSTED HEIGHT Your Free Dealer 
CUTTING CONTROL Booklet 


THIRTEEN TROUBLE -FREE, FEATURE-PACKED MODELS 


= ©. 3000, 
No. 1040, 18” Reel No, 2020, . No. 2030 " Riding Rotary 
No. 1010, No. 1050, 21° Reel 18° Direct Drive 21" Self Propelled No. 3010 


18” Hand Mower No. 1060, 18” No. 2060 


" "Riding Rotary 
Deluxe Reel 21" Direct Drive Direct Drive hb ag: 
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Exclusive off-center cover handle on this 
Cream City refuse can prevents jam- 
ming or sticking. A real sales feature! 


* a 
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CREAM CITY WARE 


...complete line, priced to sell! 


Cream City ware is a top seller across the country. Customers recognize the name; appreciate 
the modern design, sturdy construction, long life under hard use. And Cream City is now 
produced by J&L, a major integrated steel company, with complete quality control from 
ore to finished ware. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 


Lebanon, indiana 
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NEW! - 


~ 


Vikehe ROTO-SHINE 
ELECTRIC SHOE POLISHER! 





The Christmas gift for every family...and a sales 
builder to boot... a shining new star in the famous Ronson 
line of fine quality products! Now, for the first time, an electric shoe 
polisher that does all the work you used to do! Cleans shoes and 
buffs them, too. Ronson offers two brush wheels, one to spread the 
black polish and one to spread the brown polish that come with the 
set. And a separate buffing wheel that quickly clicks into place to 
bring shoes to a high shine. 


Designed for home or office, it makes an appealing 
Christmas gift for Moms, Dads, youngsters... 
anyone with shoes to shine. 


Ask About Ronson’s Liberal Co-op Advertising Pian For Dealers. 


RONSON 


MAKER OF THE WORLD’S GREATEST LIGHTERS, ELECTRIC SHAVERS AND HAIR DRYERS 
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Hurry! Place your order now and enjoy the 
extra Christmas sales that Ronson’s major ad- 
vertising campaign will bring. 


Kit includes: Shoe polisher, buffer & 5 extra 
pads, brown brush, black brush, tube of brown 
polish, tube of black polish. 


Suggested Retail Price $1] 995 
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NOW...MAKE UP 10 21.7% 
EXTRA PROFIT ON EVERY 
LIGHT BULB YOU SELL 


with New Westinghouse 
Eye Saving White bulbs 


HARDWARE STORE: “‘... sales of all bulbs are VARIETY STORE: “New 


Nation-wide sales figures prove it! New Shape Westing- 
house Eye Saving White bulbs are the biggest sales and 
profit-builders in light bulb history. Bigger sales— because 
consumers prefer their modern shape and built-in glare- 
protection. Bigger profits—because you make 21.7% 
extra profit on every 100-watt bulb you sell. For any 
dealer, that’s at least $3.00 more per case! 


Dealer demand is unprecedented, so order your stocks of 
60- and 100-watt bulbs now. Colorful cases, streamers and 
displays come free with your order. Call your local au- 
thorized Westinghouse Lamp Agent or write Westing- 
house Lamp Division, Bloomfield, N. J. 























FREE DISPLAYS: Specify the display of your choice when 
you order... giant pennant kit, counter display kit, 
illuminated demonstrator, floorstand merchandiser. 


up 80% since we put up our display”’ selling old style better than two to one.” new shape bulbs inthe first three weeks.” 
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you CAN BE SURE...1F iTS 


Westinghouse 


DRUG STORE: *“*. .. put new life in my light bulb business. WATCH “WESTINGHOUSE LUCILLE BALL-DES! ARNAZ SHOWS’ 
Now selling half again as many bulbs of all kinds.” CBS TV MONDAYS 
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Top-rate readership via appealing advertising in Reader’s Digest...Better 
Homes & Gardens...McCall’s...Ladies’ Home Journal. That’s Rubbermaid’s 
advertising coverage ... more than double the total of all competitors 
combined. It’s your one-source, complete, ° 
nationally-advertised line from the leader... - 


RUBBERMAID INC., WOOSTER, OHIO 
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meet your new moneymaker! © 


OOD- AIRE. 


Minstantly banishes unpleasant odors sprays away dangerous germs 
mw “cleans” the air you breathe! 





More efficient, more refreshing! 








SHULTON’s experts created two 
delightfully fresh scents, FLORAL 
and SPICE .. . added them to an 
amazingly effective new formula 
that instantly sprays away all 
odors ... kills airborne germs! 
Demonstrate it... you'll make 
the sale every time! 


TELEVISION! RADIO! 


CLEANS AIR MAGAZINES! NEWSPAPERS! 
BANISHES 





The largest advertising drive in 
: GOOD.-AIRE history breaks this Fail. 
SPRAYS AMWAY Order new GOOD-AIRE in this 
o4-1 handsome counter display—today! 


es BOQwE beacect 











tas s Cleans 


INTRODUCTORY OFFER— | oy 
2 FREE WITH STRIKING COUNTER DISPLAY! | 





.) 


<m 
APPROXIMATELY $8 PROFIT! i | : 


SHULTON 
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make this your biggest, busiest Christmas ever! 


Sell them SWING-A-WAY as gifts! For Mom there are many models and styles of can openers, 


and a wonderful new knife sharpener. Dad will go for the ice crushers and ice bucket. All are guaran- 


teed for 5 full years. Order early and keep your stocks complete all through the Christmas season! 


FIRST IN SALES SwinG:A:Way FIRST IN VALUE! 








AUTOMATIC-ELECTRIC CAN OPENER ’ 
AND KNIFE SHARPENER $27.95 AUTOMATIC CAN OPENER from $4.49 














PORTABLE KNIFE SHARPENER $1.98 PORTABLE CAN OPENER from $1.98 BUDGET CAN OPENER from $1.98 
SWING -A-WAY MANUFACTURING CO., 4100 BECK AVE... ST LOUIS 16, MO. e IN CANADA: FOX AGENCIES, PORT CREDIT, ONT, 
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Another great promotion 


REVERE 


No. 1442 2-Quart Double Boiler 
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Regular Price $11.75 


Featuring #1442—Revere Ware’s Popular e Colorful window streamers available on request 
2-Quart Covered Double Boiler 

Regular price $11.75—Sale price $8.88. Your 
customers save $2.87! 

Multi-purpose utensil. Double boiler—saucepan e@ Time’s running out fast! Offer closes November 
—mixing bowl—storage unit—ice bowl 30th. Cash in on this big profit-maker now! 


e Ad mats available on co-op plan. Ask your 
distributor for details 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York « Clinton, Illinois « Riverside, Calif. 
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Hurry, Hurry, Hurry, Hurry, URRY | 


GET YOUR CHRISTMAS ORDERS IN! 


AS ADVERTISED IN. The Taylor 4-color ad in the November 29 issue of 


awe §=6the Saturday Evening Post carries the sales wallop 
POS! 


of local newspaper advertising. Make it your ad by 
ordering and displaying the Taylor instruments featured here. Don’t 
wait till it’s too late. Today would be a good time to get your order in. 
Taylor Instrument Companies, Rochester, N. Y., and Toronto, Ont. 


% “Consul” Combination with STORMOGUIDE* New $5.00 indoor-Outdoor Thermom- % The New “Suburban” indoo;-Outdoor 
dial predicts weather, tells barometric eter. Single scale for compara- Thermometer shows outdoor and 
pressure, temperature and humidity. Gray tive readings. In White «5336, room temperature indoors, hu- 
plastic case (#2583) or Brown (#2584). Brown #5337. Taylor quality midity too. Mahogany case. Or- 
List price only $9.95. at the bargain price of $5.00. der * 5338. $10.95 list. 


%* “Navigator” Compass points the way on % Window Thermometer. In sturdy New Sabre Tip Roast Meat Thermome- 
strange roads or foggy waters. Compass aqua green Tenite case. Translu- ter tells when roast is done. Use 
rose and lubbers line for boat owners. cent back silhov sttes tube and scale for barbecues, poultry. Stainless 
Push-button, dry cell lighting. Order for easy reading. Order #5328. steel armor protects glass tube. 
#2957. List price $6.95. $3.25 list. Reg. U.S. Pat. Of. Order * 5937. $2.98 list. 


aylor Lnslruments MEAN ACCURACY FIRST 


Barometer shown is adjustable for altitudes to 3500 feet. For elevations 3500 to 7000 feet—add“HA’’ to Catalog Number. 


FA 











nae ome en an am a on 
“nn —— 
_ 4 
f IM “JOLLY” —the Taylor Reindeer. You'll \ 
- be seeing me in the Saturday Evening Post. | 
~ | can be on your counter too. Just i 
ask the Taylor folks for a “Jolly” j 


i easel-backed counter card. It's free. P 


~ Or 4 


~~ - 
ot nm awe 


*% Post Advertised Items 
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FREE... 


Get your BIG share of this 


Renting a floor sander is only the beginning! You start ringing up 
sales on sandpaper, cleaners, steel wool, shellacs, waxes, 
polishers. Sales just pyramid with the rental of a floor sander - 
and they make loyal customers. People appreciate how-to-do-it 
help and they will show it by buying all their materials from 

you. A few minutes, a Behr-Manning Floor Refinishing Folder 
and you have made a happy customer — and a long profit. 

To make your customers stop, look, and buy — simply get across 


the idea that vou are the Floor Refinishing Headquarters 


push-for-more Floor Refinishing and that you are ready to help them to make their old wood floors 


business. Behr-Manning traffic- 
stopping Display Kit .. . 
easel-mounted reproduction of 


our HOUSE BEAUTIFUL ad 


like new. It’s easy. Prominently display your floor sanding 


rental machines . . . offer FREE step-by-step illustrated 


and illustrated instruction folders instruction folders (supplied by Behr-Manning). 


on Floor Sanding. Ask your 
Behr-Manning: representative 
or write direct. 


BEHR-MANNING CO. je’, 


ASRtasives 
BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones * Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels * Grinding Machines + Refractories + Electro Chemicals 
In Canada: Behr-Manning (Canada) Lid, Brantford For Export: Norton Behr-Manning Overseas inc., Troy, N.Y., U.S.A. 


TROY, NEW YORK 
A DIVISION OF NORTON COMPANY < j 
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Meoro-nowen gives you the solid, sales-producing 


IMPACT of advanced styling . . 
engineering . . . quality construction 
preferred features . . 


. sound 


... Customer- 
. all based upon continuous 
research and field testing. In 1959, Moto-Mower 
catapults you into the competitive market with a 
line designed to sell, and built to keep customers 
sold. It’s the finest family of quality power mowers 
in 40 years . . . backed by a full l-year 


warranty and service after the sale. 


a complete line! 


a short line! 


—— a profit line! 

oe . tl. 

- seam <a. 

ot 5 OE BBB i «@ 8S = BRM. 
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VRB Amee See your Distributor or write... 
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BUSINESS IN 1959! 





TWO-FISTED SALES IMPACT WITH THE MOST 
COMPLETE. AND AGGRESSIVE PROGRAM 
IN MOTO-MOWER’S 40-YEAR HISTORY 


ot \ 
onc! 
Powertul National Advertising beamed 
at quality-conscious prospects — 162,538,000 


messages in leading magazines. The most aggres- 
sive of all Moto-Mower advertising programs. 


ot \ 
pA 
Big Key City Ads at the peak of the 
buying season—to tie you in directly as a 
Moto-Mower Preferred Dealer with the na- 
tional advertising. 


ot \ 
pact 
Individual Co-op Advertising to carry 
the Moto-Mower message to prospects in 
your shopping area and further identify you as 
a Moto-Mower Dealer. See your Moto-Mower 
distributor for details. 


ik 


yk 


Wie 


enact 
Colorful Display Materiais—to stop 
trafic and draw prospects into your store— 


inside point-of-sale “salesmen” to pull pros- 
pects to Moto-Mowers on your floor. 


pact” 
Practical Selling Aids—a full line-up 
of fact-packed literature and promotion ma- 


terials, plus practical sales presentations to help 
you close the sale. 


pact’ 

identification for Your Store — Yellow 
Page phone book headings, paid for by Moto- 
Mower, in cities 50,000 and over. “Operator 
25”°— Western Union will give prospects dealers’ 
names in over 21,000 communities. 


Plus Sensational “Early Buy" Bonus for Moto-Mower Preferred Dealers. Allows you to 





5 Advanced-Design Rotaries— 
18” and 21” ... including avtomo- 
tive-type self-propelled units—one 
for every purse and size of lawn. 








24” Roto-Ride . . 
of Riding Rotaries—with exclusive 
roller traction transmission-type drive. 
Climbs 20° grade. 


make up to double your normal profit, and meet any competition! See your Distributor for details. 


. The Sports Car 


MOTO-MOWER, Inc. svessiviary oF DETROIT HARVESTER CO., RICHMOND, INDIANA 
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iT PAYS TO BE A MOTO-MOWER PREFERRED DEALER 





22” All-New Trimmer Reel . . . th 
first mower designed to cut the finest 
lawns in all parts of the country 
with equal ease and precision. 
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AT LAST! FOR EVERY CUSTOMER WHO HAS EVER 


YOU ROLL THE FIRST ONE OUT 
to display it with the mowers — and then 
the action starts. Watch any customer 
who has ever lugged and tugged a con- 
ventional tank sprayer when he spots 
this modern piece of garden equipment. 
You'll see him lift the bright red handle 
to learn how easily it rolls on its rubber- 
tired wheels. You'll see him palm the ex- 
clusive pistol grip discharge valve at the 
end of the extra-long hose. And you'll see 
him reach for his wallet to take this 
cream-white beauty home. 


THERE ARE THREE EXCITING 
MODELS in the all-new Siroll’n Spray 
ALL PURPOSE Strol/l'n Spray features husky, six- line — each a beauty a behold and ae died 
gallon tank and over-size wheels for those big jobs to operate. Features include: @ Big top 
isle Milli melelsMm@a@eli Mic m@eMele\ 11a) *leeh, Iemma loka celia, opening for easy filling; * Bottom valve 
ee ven noe ee ee for convenient draining; e Extra-long 
oe hose for longer reach; e Exclusive pistol 
grip discharge valve for easy, natural 
handling; e Galvanized steel tank for 
durability; And for smart, modern ap- 
pearance — cream-white baked enamel 
finish with black trim, bright red handle 
grip, red wheels. 
INITIAL REACTION promises Stroll- 
’‘n Spray will be the hottest sprayer line 
ever to ring a cash register. Place your 
order now for a new high in profits. 


om FREE CATALOG just off the 

gaivens** | press shows al/ the Universal 

\ Wy sprayers, dusters and allied 

ECONOMY MODEL has all Stroll’n Spray features Fy _-—\ products in striking color. 
except Easy-Pump, yet actually sells for less than = I See your supplier or write us. 


many ordinary tank sprayers! 


UNIVERSAL METAL PRODUCTS CO. sx conan srocicrs, nc 


NEW “EASY-CARRY” MODELS! 2258 Union St. © Saranac, Mich. 


Universal line for ‘59 has striking 
new portable tank sprayers too! 
New oval design for better bal- 
ance, easier carrying. New per- 
manently coiled 5° hese of Du 
Pont ZYTEL nylon resin and exclu- 
sive new pistol grip discharge 
valve. Cream-white and black 


ae eondis aa YOUR COMPLETE LINE OF SPRAYERS BY THE 
i INDUSTRY'S MOST PROGRESSIVE MANUFACTURER 


gallon capacities. 


HARDWARE AGE, NOVEMBER 6, 1958 





3 


WRESTLED A CONVENTIONAL SPRAYER... 


NEW UNIVERSAL 


Mtr ll n 


* A new line — all new — 
in appearance and 
performance! a 

* No lifting, no carrying o— 
it rolls along on wheels! 


; 


‘% In modéls, sizes and prices 
for every customer! 


ye 











EASY-PUMP Stroll'n Spray requires no 
bending or stooping at all! Just a few 
strokes on the handle bar and pressure in 
the 3-gallon tank is up for perfect spraying. 
Special safety valve releases excess pres- 
sure, retains only proper, amount. 


NO .LIFTING TO MOVE NO BENDING TO PUMP 
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There’s a Puritan cord for every purpose! 


Quality cords to meet stiff price competition? Puritan makes them! 
Puritan manufactures the largest variety of cords of any manufacturer 
in the world. With Puritan as your one economical source of supply 
for every type of cord you save on freight . . . on handling ... on space 
and time. Fewer orders, larger tonnage and more variety mean 


greater profits for you. 


PURITAN CORDAGE MILLS, INC.* 1205 E. WASHINGTON ST. + LOUISVILLE, KY. 


SHIPPING POINTS: LOUISVILLE, KY. © ATHENS, GA. © HENDERSONVILLE, N.C. © JEFFERSONTOWN, KY. 
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ROTG-EDGER 


ROTARY LAWN SHEARS 


a ii HAS ALL THE FEATURES... 


Deluxe Fast repeating blade action based on rotary shearing principle. .. 


With Exclusive Me Self Sharpening . . . Adjustable blade tension. Works right, left hand, 

Three-Position | forward or back... Easy disassembly and parts replacement. . . Light, 

Shear Blade /eanbeaal Sturdy, Economical ... Top grade material . . . 48-inch hardwood handle 
} : | ... Rubber tires for traction. 


No. 20 s No. 10 
Universal 7 Standard 


FASTER, EASIER 
GRASS TRIMMING 
AND EDGING 


The Ames Roto-Edger trims and 
finishes edges lawn mowers 
can’t touch. There's no stoop- 

ing, kneeling, backaches or 
blisters. Every movement 
counts with the Ames Roto- 
Edger’s rapid, efficient 
blade action. 


a 
- 


« ; 


0. ABP ES co. PARKERSBURG, W. VA. 


® 








Ames also manufactures the famous line of Ames Maid metal household 
: furniture and Ames Aire casual furniture 


HARDWARE AGE, NOVEMBER 6, 1958 





i) od —5 O77.) 


Dealer Introductory -1080 
OFFER 


The Complete Line of 


LAW RENCE 


BAITCASTING 


DISPLAY PACK 


~ 


ight weight cluminum 
Construction. Luxurious Gold finish. 
RETAIL $7.95 


Lowes} Price anti-backlash Model. 
RETAIL $2.98 


Satin finish chrome, 4 metal 
rs. h running, Anti-back. 
sh contro}. 
RETAIL $4.95 


All meta! construct 


on. 4 
contro}, Plastic 3 
$3.98 arbor 
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Hardware Age 
feature articles 
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How to get more traffic at a 


dealer merchandise show 


Here’s a small wholesaler’s formula for doubling traffic 


WELCOME 


KRAUSE 
ARDWARE 


1254 
Tague day 


Here are president George D. Krause (from 
lett); Howard Baier, 50-year veteran aft 
Krause Hardware Co., and vice-president and 
purchasing agent; and James G. Krause, vice- 
president and general manager at opening 
of Krause dealer show. 
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at a yearly merchandise show 


A lot of hardware dealers within a 50-mile 
radius of Lebanon, Pa., are still talking about a 
wholesale show they attended in February at 
George Krause Hardware Co. 

The Lebanon wholesaler did some unusual 
things to improve traffic and sales. These ideas 
could help you, the next time you need a fresh 
approach for a merchandise show. 

The Lebanon Daily News story read: “More 
than 500 persons attended the opening of Krause 
Hardware Co.’s third annual dealer show at the 
firm’s sales rooms .. .” 

Sounds like a fairly ordinary event for a 
wholesaler. Yet, two things made this show out- 
standing: 

First, the event marked the 125th anniversary 
of the fuunding of the firm. There has been 
continuous family control, and fifth generation 
members of the family hold principal offices. 

Second, Krause engaged the public relations 
firm of Communication Services, Inc., Mechanics- 


aS 





How to get more traffic 


for a dealer merchandise show 
(Continued ) 


burg, Pa., to power up its sale. Krause wanted 
more traffic and more sales. It got both. 

Krause doubled last year’s show traffic and 
volume and, possibly more important, built up an 
atmosphere of prestige and admiration for a job 
well done among its dealers. It has already paid 
off in some new dealer accounts. 

Krause Hardware serves about 700 central- 
Pennsylvania dealers. Five Krause salesmen 
cover some 400 general accounts. One industrial 
salesman has about 200 accounts, and two spe- 
cialty salesmen cover 60 builders’ hardware and 
paint dealers. 

Krause has to keep on its toes, for wholesale 
competition in mid-Pennsylvania is not sparse. 
The company has fared well. In 1946 it had only 
two dealer salesmen, and two part-time industrial 
salesmen. 

How did Krause plan and execute its 125th 
anniversary sale? Here are some key details that 
should give you ideas for your next sale event: 


® Planning for the Feb. 5-6 dealer show began 
back in 1957, when the public relations firm was 
called in. 





® The sale theme was a natural, being the 125th 
year. 


© A four-pronged publicity campaign was set up 
to build interest on every level: first, among em- 
ployees; second, among dealers; third, among the 
local residents; and fourth, among suppliers. 


® Letters covering show details and special 
events went out to all dealers, urging family and 
employee visits to the show. Letters started a 
month in advance. 


© A follow-up postcard bearing a special invita- 
tion to dealers’ wives was effective. 


© Pep talks were given by Krause management 
to all employees, stockmen and executives alike. 


© A barrage of news releases went out to news- 
papers and radio and TV stations. 


© A fine gift was announced for every dealer 
who visited the show. 


® Manufacturers donated 76 quality door prizes, 
plus sale prices on staple merchandise. 


© A 25-Year Club was founded and presented 
during the show. There are nine charter mem- 
bers, one 50-year man, with a total of 330 years 
service at Krause. 


© A birthday party was announced as part of 
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Here is a multiple view of visitors to the 
busy Krause dealer show. 


the dealer show. Refreshments and prizes were 
publicized as traffic lures. 


® Some 40 manufacturers had representatives at 
display booths. 


© After the show, Krause mailed “thank you” 
letters to each manufacturer, and requested an 
opinion of the show together with suggestions 
for next year’s event. 


Dealers attending the show were enthusiastic 
about the way things were handled. They and 
their families had a good time. They bought 
heavily. For example, one or two seasonal items 
were selected by Krause as price leaders for 
dealers to offer their trade each month through 
November of 1958. Typical items: snow shovels 
for November delivery; flashlights for August; 
and aluminum folding chairs for June. 


Present officers of the company are George D. 
Krause, president and sales manager; James G. 
Krause, vice-president and general manager: 
Howard Baier, vice-president and purchasing 
agent; Allen H. Krause, secretary; and Charles 
A. Walter, treasurer and office manager. ® End 


This montage of postcards, dealer 
letters, reminders, name plates, and 
general promotional material will 
give you an idea of the many means 
Krause Hardware used to build traf- 
fic for its sales. 











HARDWARE AGE, NOVEMBER 6, 1958 


A Hardware Age 


Store Management Guide 


PART I 


Here are the facts about a new, 
fast-growing profit source... 


RENTALS 


Here are the facts that will show you how a good rental department 


adds to a store’s profits, builds traffic and encourages more tie-in 


sales. This Guide contains all the information you will need to set up 


your own profitable Rental Department. 


Rental departments are one of the fastest 
growing departments in hardware stores today. 
Dealers all across the country, facing a profit 
squeeze, are learning that a good rental section 
can add substantially in many ways to a store’s 
profits. 

This article is the first of a series that will 
give you the background to rentals and will tell 
you how you can start a rental department in 
your store. 

The information in these articles is based on 
special research conducted by HARDWARE AGE 
editors and on interviews with dozens of deal- 
ers who are now operating rental departments. 

Why is a rental department profitable? 


© In the first place, a rental department is 
one field in which dealers are likely to have 
very little competition. Big chains, such as 
Sears, Roebuck & Co., practically ignore rentals. 
So do discount houses. 


Why? Because a rental department requires 
personalized attention. Customers who rent 
tools often need advice, and hardware dealers 
are best qualified to give that advice. 


® Secondly, a rental department increases 
store traffic. The hardware store with a rental 
department attracts new customers. In addition, 
every customer renting a tool visits the store at 
least twice; once to rent the tool and again to 
return the tool. 


© Thirdly, a rental department brings in ex- 
tra profits. Four out of five dealers operating a 
rental department report rentals are profitable. 
Better than three out of ten dealers report an 
annual volume of $1000 to $5000 in rentals. 


© Fourthly, a rental department brings in 
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about $2 in related merchandise sales for every 
$1 collected in rental fees. A survey* of 1099 
Pacific Coast dealers bears this out. In one year, 
dealers collected an average of $860 in fees for 
renting out three floor refinishing machines. 
However, related merchandise sales for these 
machines brought in an average of $1542 to 





tion—do it right. Don’t play around with it. 
Don’t go halfway. Don’t start and then drop it. 
You’ll be wasting good money. 

Study these articles carefully, make a defi- 
nite plan, then follow through. 

Here are the seven basic steps to take in set- 
ting up a rental department. 


















each dealer. (1) Determining what tools to rent 


° Fifthly, a rental department increases (2) Derecting the rental tools 
sales of new tools. Customers who rent tools (3) Setting rental fees 
frequently buy similar tools for themselves. (4) Preparing bookkeeping forms 


® Sixthly, a rental department leads to the (9) a ssguabecchermasechie cies inc ' 
sale of used tools. Rental tools are often sold (6) Selecting a rental department location 
to customers who would not purchase a new (7) Promoting the rental department 
tool. 


How to determine what tools to rent 


The type of community in which your store 
is located will determine the tools that you will 
rent. 

A middle-income community, with lots of 
home owners, is the prime market for rentals. 
This is the group that makes up the major por- 
tion of the do-it-yourself market. These people 


Setting up a rental department 


Before you give any further consideration to 
a rental department, you should understand 
this fact: If you decide to start a rental opera- 










* Survey made by Holt Mfe. Co. 





Fig. 1—A guide to selecting tools to rent 


Here are lists of tools to help set up the inventory of a rental depart- 
ment. The first list is a basic starter list. The next two lists are for 
first and second expansions of the rental section as more tools are 
added. Lists must be modified to meet local conditions. 


LIST A LIST B 





LIST C 








Basic starter list 






First expansion of rental section Second expansion of rental section 

















Floor sander 


¥%-in. portable electric drill Lawn sweeper 


Floor edger 8-in. portable electric saw Power post hole digger 


Jacks 


Concrete mixer 


Floor polisher, waxer Lawn spreader 

Paint sprayer 

Drop cloth 

25 and 40-ft extension ladders 


Caulking gun 


l4-in. portable electric drill 


Sum um 

6-in. portable electric saw £8 Seed 

Linoleum roller 

Dise sander 
Rug shampoo equipment 

Orbital sander Power lawn mower 

a ee Power sprayer 

and polisher 

Belt sander lias teenth 

Wheelbarrow 

Wallpaper steamer 


Chain saw Garden tractor & roller 


Step ladder 


Hedge trimmer 


Plumbing tools Long-handle tree trimmer 


Post hole digger Rotor-cultivator 


Lawn roller Tank sprayer Electric paint peeler 
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RENTALS 





(Continued ) 


are continually improving and expanding their 
homes and have need for a wide variety of tools 
and equipment. 

Suburban home owners will be interested in 
heavy equipment such as concrete mixers for 
building patios, walks and driveways; post hole 
diggers for fencing; lawn rollers, and paint 
sprayers. 

Younger couples will need power tools for 
finishing off an extra room in the attic or build- 
ing a basement recreation room. 

A community of apartment dwellers won’t 
rent as much equipment. Maintenance tools 
and painting and decorating tools will be rented 
mostly in such an area. 

Tools won’t rent well in an area of upper- 
income homeowners because these people will 
rarely do any projects on their own. They hire 
someone to do it. 

Before setting up a rental department it’s a 
good idea to check competition. Find out who 
else rents tools in your area, what kind of tools 
they rent, and what their rental charges are. 


How to select tools to rent 


As a guide in starting your rental depart- 
ment, Fig. 1 gives you a list of tools that are 
most frequently rented. 

The first group of tools, in List A, is a basic 
starter list. These 12 tools are those most fre- 
quently rented out, according to a survey by 
HARDWARE AGE. 

These are the minimum tools you should have 
on hand in starting your department. 

As your rental business grows, you can add 
the tools in List B of Fig. 1. List C contains a 
further listing of good, rentable tools for the 
bigger rental operation. 

The items listed in Fig. 1 will give you a good 
guide to starting a department. Then as you 
get experience you'll learn wrkat items to add 
and what items to drop. 

The expreience of each store is different 
from all others. Use this list strictly as a gen- 
eral guide, and djust it to suit your own 
market needs. 

In selecting tools for your rental department, 
heavy-duty models make the best units for 
rentals. Customers will abuse the tools. You 
must expect this. 

“If you try to be a perfectionist in this busi- 
ness, you’ll go crazy,” is the way one dealer 
puts it. 

If you’re not sure, consult suppliers’ sales- 
men about which models are most likely to 
stand up better under the hard usage rental 
customers will give these tools. In the long run, 
models especially designed for rental service, 


or heavy-duty models, will keep down mainte- 
nance costs. 

In some cases, smaller tools and equipment 
can be rented from tools regularly used in the 
service department. For instance, a customer 
may ask for a pipe wrench that is not in the 
rental department. If these is one in the service 
department that can be spared for a day or two 
you rent it. Such occasional renting of small 
tools from the service department gives the 
rental department a bigger variety without re- 
quiring an investment in smaller tools until 
demand builds up. 


How to set up rental fee schedules 


Charging the right fee is important. If the 
fee is too high, rentals will be discouraged. If 
the fee is too low, there won’t be enough income 
to pay off the original investment, operating 
costs and to replace tools. 

There are two approaches to working out a 
schedule of rental fees, before checking against 
what competitors are charging: 

(1) The 10-rental formula. 

(2) The six-months’ formula. 

The 10-rental formula is used mostly for 
smaller, less durable tools. Under this formula, 
the rental fee for one day is one-tenth the 
dealer’s cost of the tool. This approach, in 
effect, recovers the original cost in the first 10 
rentals. Then the eleventh and following rentals 
bring in fees to pay operating and maintenance 
costs, and the profit. 

The second approach is to try to get back the 
original cost of the tool in six months, based on 
its expected frequency of rental. The net effect 
is similar to that of the 10-rental formula. 

Another factor, sometimes considered in set- 
ting rental fees, is the resale value of the unit 
as a used tool. Also by selling used tools, profits 
can be increased because the tools are replaced 
with new ones before the period of high main- 
tenance cost sets in. 

A guide for establishing rental fees is shown 
in Fig. 2. These are typical charges for tool 
rentals and are based on what other dealers are 
charging. Actual fees charged by each dealer, 
however, have to be based on factors in his 
own department, checked with fees generally 
charged in his community. 





The next article on Rentals will be 
published in the next issue of Hard- 
ware Age. This article will take up 
the other basic steps in setting up 
a rental department: bookkeeping 
forms, insurance, location of the de- 
partment, and promotions. 
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Fig 2—A guide for setting up rental fees 


Here are typical fees charged for tool rentals by hardware dealers. These figures are useful in 
showing you what other dealers charge. A rental fee takes into account the cost of the tool, how 
many times it will be rented, cost of upkeep, and then is adjusted for what competition in the 
neighborhood charges. The fees listed below ar2 for one day. Some dealers post hourly, week 


end weekly rates. 


Tool: Fee per day: 
Ruger, seabed, 66 fT .....c4eGi ee 50¢-$1.50 
pet. sewer, 196 Se . 6. eee re ss Ee $1.50 
meee: “Cee... i aa es bb vee ee 50¢-75¢ 
renee. eotewete . oo occeek so «tb babees $12.50 
purser, Weeds... eee eS $1.50 
Re PON so ess oo as pees $4.00 
es oaks week $1-$3.50 
a so ec ota 75¢-$1.00 
a eS , eee ee Oa 35¢-50¢ 
CARRORs WO. 36 60 a 0 6 us 0 Vee CET OE ET 25¢-$1 
EAU, GUN WO be cos tan oe cMeneaeinae $1.50 
eet, welier } fick . .  a ee ks 50¢-$1.50 
Sees We 2: Bt cis how's He ae $1-$2.40 
SPUR. ORE ete a ok is es 50¢-75¢ 
Digger, power post hole ............ $7.50-$12 
Bei, ames: SNORTED 6 fied ow vbwe'vdaews $1-$2.50 
Drill, %o-tm. electric . o.cs.cceccc ci $1.50-$3.50 
Bs Oe er er $1.50-$3.75 
ee OG CUNO iis eis ek 3. RS $5-$7.50 
POR ee Ms bs 600. Re bc cds dunk owen 50¢ 
Pam Geren: asi. BCR SS T5¢ 
FON Mie kin ss Scie os 4k babe $3.50 
PMG OO GORE 5 ww sc ha ee es kk cues 50¢-75¢ 
CO: CRE og oe cbs a eb ekks EER S IS 50¢ 
Pee. Gentiete: Lbs cekueks dea ek $4-$8.50 
pues Geen: os oS ks oes SE $1.25-$1.50 
Pe Es i's o kx bo tas a eas f 75¢-$1.00 
een, ee: OME. oo oe es ves ees 50¢-$1.00 
Ladder, extension, 25 ft. .......... $1.25-$1.50 
Ladder, extension, 40 ft. ............ $2-$4.00 
Bet WO a. ck Sa ak 50¢-$1.50 
Bae: GOONER |... wanes «¢ackeeeeee $3.50-$10 
Mower, power, electric .............. $2-$2.50 
Mower, power, gasoline ................ $3-$6 
Pemeer, Oban. Geetrle oi. ek ce cece. $1.00 
eee I oc os wa cok cok b cae os $1.00 


Tool: Fee per day: 
PU a ho es, ss ne eae ee ewes $1.75 
Pee Re os. sa ae vd ewe * 50¢-$2.50 
Ns SE i geass a as $1-$3.00 
Pe ec beaks & CaaS Cr eae wenea ss en oe $1.50 
PU SNS oaks vk Cees eka 0 4.045 $2-$4.00 
ee en a ae Sree eee 25¢-50¢ 
i I a i ne ae 50¢-$1.50 
ee Spe SEERA Ly mae 50¢-$2.00 
I. SS. Gp res bee web SUN Oe oO eee $8.00 
Reenier Bege 8s ce sabe sae Si $3.75-$7.50 
I ie 5 saw Oe hae $1.50-$3.50 
NR i ae Se ae $1.50-$3.00 
eee: Ge: s « oo aac ck eae $1-$2.50 
Shampoo, rug, equipment ............ $5-$7.50 
ewe. . ee. i... Cbaaee bw <n enka eee $7.50 
Dawe, CR, GROOUING Oak 6 v0 sen be ca tees $5-$12.00 
Saw, CRUD, WOOUEIID. 6.6 occ ces o~ cae $12-$24.00 
Saw, 6-in. port. electric ........... $2.50-$3.50 
Saw, 7-in. port. electric ........... $3.50-$4.50 
Saw, 8-ir. port. electric ............. $3-$5.00 
eee, CRE. oo sk be aes st es pees eae $6-$7.50 
OR DUE 6k 5 ox 0 aad 4a WON $2.50-$5.00 
i Fe aia sc hawk bas oe eel 75¢-$1.00 
SE wehbe cae 6 © 8.0 eae $5-$6.00 
re, SS ns 5 5. ae ow bee on 6 6-0 $3.50-$15 
Renn lage a oes So ads 6 50¢-$1.25 
Steamer, wallpaper ........cses-cecs $2-$5.00 
ns os bee 6 ous 50¢-75¢ 
Se: SNR Gk oe cee es ee ee 8% 75¢-$1.00 
NOI 65k Ses HK RSS $2.50 
EE, Be a4 so chk o> CRBC OAS s coe 50¢-$1.00 
I I ck oF Sess oe Re ak osc wha ee 50¢ 
I eee 50¢-75¢ 
Te OE ain s cose aA a See eee es 50¢-$1.00 
TURGUNE Gie Pie as ees 6 vm ie ke ea $10.00 
I A 6 8 ts ck ng wea eo. 0 0k $6-$10.00 
Trimmer, hedge, electric .......... $1.50-$4.00 
Trimmer, long-handle tree ............... 50¢ 
ee ED 6 ov eisai es s ct ORSSS. $1.00 
WE 6s Pe eee u Ph OOS ee ave tea’ $2.00 
ea ng $1-$1.50 
MN ns vo Gad Coa Be bot caw cCaes o 25¢-$2.00 





FOUND 


a new source of Christmas profits 


Here is how you can stimulate sales of Christmas lighting 


merchandise and tie-in lines by working 


with other merchants on an outdoor lighting contest 


HOW TO PROMOTE A CHRISTMAS HOME DECORATING CONTEST 


When you start a local Christmas lighting contest, you brighten and beautify the com- 
munity. In addition, you start the ball rolling for more sales of electrical and non-electrical 
Christmas ornaments of many types. Here's how to begin: 


> Make a suggestion to merchants, the Chamber of Commerce, Jaycees, Elks, or similar 
community-minded group. Tell them lighting contests almost always result in general co- 
operation and competition. Failures occur only in the most run-down neighborhoods. 


> Tie-in your store with the contest. Use signs, windows, and advertising to announce that 


you sell everything for beauty and safety for the contest. Then be certain to have the stock 
to back up your claim. 


p> Key your promotion and ads to the competitive angle most people respond to: ‘Your 
Christmas decor can be the brightest on the block," or Don't be outdone, we have every- 
thing you need for the best Christmas display in the neighborhood." 


> Suggest prizes such as: Savings Bonds, cash, merchandise. 


> Have a prominent official head up the program. This insures more newspaper publicity, 
which, in turn, builds up consumer response. Once started right, rivalry carries the contest. 


> Set up definite rules for judging winners: neighborhood boundaries for participation; 


various divisions for winners (most original, most elaborate, etc.}; time limits for judging; a 
committee of judges. 
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by Frank Schuhle 
Advertising manager 
Miniature lamp dept. 


General Electric Co. 
Nela Park, Ohio 


Don’t lose sales on merchandise you have in 
stock! 

Christmas items, when aggressively merchan- 
dised, make additional profits for the dealer who 
is willing to make part of his store into a Christ- 
mas lighting center. 

Last year, our market research people con- 
ducted a survey and discovered some interesting 
trends about Christmas lighting: 

78 percent of all homes used Christmas lamps. 

16 percent of all home owners bought new 
string sets. 

25 percent purchased Christmas lamps in the 
5-lamp package. 

50 percent purchased new Christmas bulbs. 

20 percent of the homes were lighted outside 
for the 1957 Christmas season. 

Here are some more facts of interest to the 
hardware dealer. 

A survey which was conducted in an upper 
middle-class neighborhood showed that 606 
homes participated in a local Christmas lighting 
contest sponsored by a civic organization. A 
whopping 71.1 percent, or 481, of these homes 
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How to layout a 3x6 ft. counter for Christmas lighting headquarters. 


Feature 
PAR SPOT 
PRINTED CARD 


— 
TATA 


o_o o| oP rovestsr- *, 
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Typical lighting displays like this will return you heavy 
traffic and sales if kept.fully stocked. 


had outdoor lighting decorations. They used 932 
commercially available lighted devices—an aver- 
age of 24% per home. Outdoor Christmas lamps 
averaged 45 per home, in addition to outdoor 
spot and floodlamps. 

What else did our market researchers find out? 

Well, they tell us that the individual home own- 
er who decorates at Christmas spends about 
$16.50 for miscellaneous electrical and hardware 
material. 

In addition to the string sets, lighted devices 
and spare bulbs, home owners need wire, in- 








Found... 


a new source of Christmas profits 
(Continued ) 


C6 C7% 026 


os 027 DI4 030 


Most popular replacement Christmas season bulbs. 


sulated staples, hooks and eyes, nails, flood and 
spotlamp holders, plywood, insulators, plugs, 
sockets, electrical tape, and many other neces- 
sary items to do a good, safe decorative job. 

Sixty-three percent of surveyed home owners 
bought their material at hardware stores. 

We also know that where residential Christ- 
mas lighting or decorating contests are conducted 
by civic organizations, twice as much Christmas 
decorative material is sold. 

It is probable that more than 1500 civic or- 
ganizations will conduct local residential Christ- 
mas lighting contests this year. To increase the 
number of such local contests, General Electric 
is again sponsoring a Nationwide Residential 
Christmas Lighting Contest with $5,000 in cash 
prizes (see HA, Sept. 25, p. 120). 

Now, what can the individual hardware dealer 
do to create more sales for his high-profit Christ- 
mas items? Simply this: 


(1) Support any Christmas lighting contest 
held in his community. 


(2) Make his store a Christmas lighting center 
by selling Christmas lamps, lighted devices, 
floodlamps, and by carrying an adequate supply 
of related hardware and electrical items which 
the homeowner needs to build his display. 


(3) Display all the Christmas decorative ma- 
terial and related items in one place so that 
everything required is within easy buying dis- 
tance of the customer. 

It takes little effort on the part of the dealer. 
Manufacturers will furnish him free display 
material and even hand-out material telling cus- 
tomers how to decorate their homes. 

A further guarantee of more traffic and sales 
is advertising. Postcards, broadsides, and news- 
paper ads are all effective traffic builders when 
you promote full lines and accessories instead of 
a few key staples. ®* End 





Editor's Note: Mr. Schuhle has had many years 
of experience in advertising and sales promotion 
of lighting devices. His ideas on Christmas 
lighting are based on exhaustive tests and sur- 
veys designed to help dealers sell more electrical 
items as well as non-electric tie-in items. 
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Marine lines are a featured department in this new 
suburban hardware store. 


With more than 7 million small craft in use 
in the United States, and sales in this merchan- 
dise booming, the time is opportune for hard- 
ware stores to cash in on this business. 

Marine equipment fits in naturally with basic 
hardware stocks. Since both hardware and 
marine lines appeal primarily to men customers 
there is a good deal of overlapping of purchases 
in both categories which helps volume. 

That is the basic planning which led L. Hand- 
ler & Co., of Union, N. J., to enlarge its quarters 
so that almost half of the store is devoted to 
showing of boat supplies although the majority 
of inventory is in hardware. 

Larry Handler figures that his marine depart- 
ment has made his total annual business 30 per- 
cent bigger than it normally would be, and he 
can’t estimate the number of hardware eustomers 
developed from those who originally came in for 
boating merchandise. 


“If a dealer has the space he sheuld by all 
means display boat lines,’ advises Mr. Handler. 

“Our suburban trade consists mostly of home- 
owners and when they come in for paints and 
nails they are also in the mood to pick up marine 
supplies, or vice-versa. 

“TI am also motivated by the psychological fact 
that ours is essentially a man’s business and this 
kind of customers is often an enthusiastic boat- 
man. Since so much of the public is water- 
conscious these days, we might as well get a 
share of their business.” 

Mr. Handler opened his first hardware store 
five years ago with less than 1000 sq ft. Two 
years later he almost doubled his space to 1700 
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he builds traffic in promoting this new department 


The booming marine market 


sq ft when he added a full line of sporting goods. 
This year he moved a few doors down the street 
to put up his own showroom measuring 100 ft 
front and 100 ft depth, almost half devoted to 
boat and marine lines. 


This large showroom area displays several 
large craft, and has showcases and wall bins filled 
with an assortment of items demanded by 
mariners such as Navy anchors and chains, ma- 
nila lines, nylon lines, marine paints and paint 
remover, rubber sealer, life preservers and many 
other accessories. 


An important feature of the new location is 
the installation of a servicing department in the 
partitioned-off back area, manned by a part-time 
mechanic. Mr. Handler says servicing engines 
is one of the best ways to attract boat customers. 
His contention that he can service anything 
sold has been his strongest merchandising fea- 
ture. 


Another important selling aid is the boating 
enthusiasm of the owner, himself, who takes to 
the outdoors whenever he can get away from 
his business duties, and often has one or more 
of his customers with him. Mr. Handler owns 
a hideaway at a Canadian lake which he occupies 
with friends every summer. This gives him 
first-hand opportunity to try out his favorite 
marine motor and other equipment. 

He also belongs to a local sportsmen’s club 
where he sometimes explains use of the mer- 
chandise he sells. Club members are invited to 
try out boating material, without obligation, are 
loaned outdoor magazines and technical data 
which they place in their clubroom. 


The editor of the local weekly Union Register 


his store to feature marine lines, and how 


can also count on the merchants as a good source 
of copy for his column. Items pertaining to boat- 
ing and fishing activities of customers are passed 
on to the newsman and in return the store gets 
favorable publicity. 

Handler Hardware also conducts an annual 
fishing contest, giving awards for the largest 
fish haul. Since fishermen have to use boating 
equipment, this activity also helps spur sales. 

Because of the intense local interest in boat- 
ing and fishing, the store is contemplatiny put- 
ting in a ship-to-shore radio which will enable 
it to listen in to party boat fishermen’s conversa- 
tions and pass on to customers tips on the best 
spots for their own expeditions. 

All of this extra-curricular activity helps build 
volume, of course, outside of normal display and 
advertising routine. ® End 


Boats, plus outboard motors and marine merchan- 
dise get floor and wail display space. 
_, 
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How to lure summer customers 


A New Mexico dealer builds branch store to cater especially to summer 


customers who are week-end do-it-yourselfers and to tourist trade 


C. L. Wright opened his branch 
C & L Lumber & Supply in down- 
town Ruidoso, N. M., in June 1958. 
His experiences in an older store 
he operates in nearby Hollywood, 
N. M., guided him in planning for 
the new branch. 

W. C. (Dub) Williams, manager 
of the branch, says, “Our livelihood 
depends on summer home owners, 
week-end visitors and some tour- 
ists. We try to make friendships 
with do-it-yourselfers. 

“Ruidoso is a community where 
Texans come to spend weekends. 
They want to relax or putter around 
their summer homes.” 

To cash in on this type of trade, 
the store has: 

(1) An informal air. Customers 
are greeted personally, invited to 
browse. 

(2) A large neon sign which ex- 


Summer customer paint project starts with color 
selection in hardware store's paint department. 


tends out from the building to at- 
tract traffic from either direction. 

(3) Location on state highway 
37, Ruidoso’s only traffic artery. 
The display window has an angled 
visual front with off-center door. A 
canopy contains recessed lights and 
is needed because sudden showers 
occur during the tourist season. 

(4) Two large directional spot- 
lights, with ample fluorescent in- 
terior lighting. Good store lighting 
attracts motorists passing in front 
of the store in the evening. A vis- 
ual-front makes a show case of the 
store. 

The new store is in a 25x60-ft 
cinder block building. 

A complete stock of hardware 
and builders’ supplies is carried. All 
lumber is handled from the Holly- 
wood store. 

C. L. Wright planned the store. 


Fixtures were built according to 
Mr. Wright’s specifications. 

Six banks of 10-ft fluorescent fix- 
tures light the store. The ceiling 
is of sheet rock. The white ceiling 
blends with the Nile green walls. 

Display area extends 40 ft. 

Aisles are three feet wide. The 
check-out-counter is in the center of 
the store. Four islands are of 1x8 
knotty pine in three tiers. They are 
three feet wide and six feet long. 
At the check-out counter are dis- 
plays of builders’ hardware and im- 
pulse items. 

Floor displays up front are de- 
voted to seasonal items. A heavy 
proportion of such items are out- 
door living equipment, garden and 
lawn supplies, and power mowers. 

All items are plainly marked and 
on open display. Mr. Williams esti- 
mates 60 percent of the new store’s 


Outdoor living merchandise is especially attrac- 
tive to summer customers. 
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ROOFING STORAGE 


Floor plan of branch store built to 
ottract summer customers. 








WIRE SCREEN 








PLYWOOD 
AND 
INSULATION 





STORAGE 


sales are self-service transactions. 

C & L Lumber & Supply is one 
mile from a shopping center in up- 
per Ruidoso. It can be reached only 
by car. To further cash in on the 
motorist trade a parking area in 


front is black-topped and accom- REV OLVING 
modates 10 cars. NAIL BINS 


Volume comes from vacationists, 
contractors, and do-it-yourselfers. 
This is the only hardware store in . 
downtown Ruidoso. A BOLTS A 

The store opening was featured 7 
in a half-page ad in the Ruidoso SCREEN DOOR HDw. PIPE 
News and a large sign in the win- FITTINGS 
dow. 

Mr. Williams says, “The response 
to store layout and highway loca- 
tion are excellent. We wear slacks 
and a sport shirt to wait on trade. 
Anything more formal would em- P LUMBIN G 
barrass customers who come in here 
wearing western outfits or just 
plain blue jeans. It is surprising 
the projects a visitor will attempt 
in his summer home. 

“Many would not dream of ham- BATHROOM ACC. 
mering or painting back home. Here 
they try anything and it is good for 
sales.” ® End 
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Lawn and garden tools also move up TOOL 
in sales when given good floor dis- cua sl ELECTRICAL 


play. 
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Assortments... 
key to sale of fishing lures 


Here is store with more than 1200 lures to pull store traffic among 


fishermen, and displays have helped boost tackle sales by 30 percent 


Most fishermen want to own an 
assortment of lures so if you want 
to attract more anglers to your 
fishing tackle department display 
a wide selection of items where 
anglers can see and handle them. 

The big stock idea pays off in 
the Tomah (Wis.) Hardware 
store. 

This firm shows lures on 12 spe- 
cial display units which can be 
rotated by customers. 

The units are mounted on a 1-in. 
metal pipe, anchored with a ro- 
tating device into a round wooden 


base. The units are 15 in. in diam- 
eter and 20 in. high. 

Tops and bottom are of half- 
inch wood, while the sides are 
sheet metal. Wire loops around 
the units are used to hang fish 
lures. Typed price stickers under 
each lure give the kind and price. 

Gilbert and Frank Storkel, own- 
ers, say that some fishermen will 
spend a half hour or more inspect- 
ing the lure displays, rotating 
them and going over them. 

Each unit will hold approxi- 
mately 100 baits. 





A customer selects a tackle item from one of the special revolving display units. 


The Storkels show these units 
on top of merchandise counters at 
the front of the store from March 
through October. One of the two 
display windows also includes as 
many as six during the spring 
months when fishing fervor runs 
high. 

“Window displays of these units 
attract many tourists,” says Frank 
Storkel. 

“We have tourists come in and 
buy $10 to $15 worth of lures at 
a time. Many of our local fisher- 
men come in time and again and 
buy one or two on each trip.” 

The Storkels say that there is 
some pilferage of tackle, but not 
enough to offset the advantage of 
having open display for so many 
items. 

The store also sells winter ice 
fishing supplies. These are put 
out on display about Oct. 1 and 
left in until March 1. 

The Storkel store uses some 
staff-built display counters which 
are only 18 in wide, 5 ft long 
and 3% ft high. These counters 
have three display shelves. Sea- 
sonally, the Storkels display trout 
fishing baskets, fishing tackle 
boxes and related items here. The 
fisherman who buys bait often 
buys related items. 

An up-front area featuring 
seven fish lure units also has a 
display of fishing rods. Metal 
support rods bolted in notched 
wood at the top and a supporting 
wood brace at the bottom, show 
the fishing rods so that fishermen 
will handle them. @ End 
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Sold in 10- and 25-lb. bags. 
Also available in 5-lb. boxes. 


Inventory Reminder... ee v & ) 2 
HOT ITEM \ ace MELTING ff 
| ROCK SALT | 

FOR COLD com 
WEATHER! 


ORDER MORTON ICE MELTING ROCK SALT NOW! 


Stock up now. Get set for extra prof- se Local consumer advertising timed 


its before the first unexpected snow to help you rack up extra sales 
storm strikes. When winter hits, 


displays of Morton Ice Melting Rock 
Salt disappear fast— put more profit 
in your pocket. 
























Morton is backing you with advertising 

timed to run in your community when 

i? winter storms strike. Morton also has in- 

Cg store display material to help you pro- 
mote the product in your store. 


So place your order for Morton Ice Melt- 


ing Rock Salt now . . . be sure of delivery 
Mi J 4 in time for the first snowstorm. 
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When it rains it pours 
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How nonsense sells hardware 


Stunt promotions on a community-wide basis build traffic for special sales days 


Nonsense can be a sales tool, if 
properly used. 

Here’s one way: 

In recent years merchants in 
smaller towns and cities have 
taken up the sidewalk sales idea. 
Some of these merchants display 
their odds and ends on counters 
outdoors, for one or two days. And 
the merchants themselves, in or- 
der to add color to the sale, usu- 
ally dress in outlandish costumes. 
These costumes help build more 
sidewalk traffic. 


Don Goodman with a shapeless hat and in need of a shave makes a sidewalk 


Throughout lowa, in the last 
few years, these sidewalk sale 
days have been called Ridiculous 
Days. They have gone over very 
well at places such as Shenan- 
doah, Estherville, Clear Lake and 
Spencer. Recently, a successful 
two-day Ridiculous Days’ promo- 
tion was held at Anamosa, Ia., in 
which the Scott Hardware and 
Anamosa Hardware took part. 

Don Goodman, owner of Scott 
Hardware, dressed in pioneer garb 
and had a lot of enamelware for 
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sale to a customer during a Ridiculous Days sale in Anamosa, lowa. 


sale on a sidewalk counter. Three 
times during the two Ridiculous 
Days’ sales, the merchants 
marched in a parade, wearing 
outlandish costumes. Hundreds of 
townspeople and farmers looked 
on and laughed at the sight. 
Merchants were dressed as Santa 
Claus, Indians, cowboys, gypsies, 
orientals. Some dressed to look 
like Marilyn Monroe and Jayne 
Mansfield. 

A large metal corn crib parked 
on a trailer in the downtown area 
served as a make-believe jail. A 
bogus sheriff and deputies cor- 
ralled three business men at a 
time, hijacked them out of their 
stores and imprisoned them for a 
half hour each in the corn crib. 

The local newspaper published 
a special edition for the Ridicu- 
lous Days’ sale. The paper pub- 
lished scrambled ads for most 
merchants, plus honest - to - good- 
ness specials. Some news stories 
were true; others were not. Ten 
thousand copies of the special edi- 
tion were circulated throughout 
Jones county. 


“This sales event put some life 
into the summer doldrums,” says 
Don Goodman. 


“It attracted many people to 
our town from outlying areas and 
also brought in other customers. 
The townspeople and farmers got 
a kick out of the sale, and we plan 
to repeat it next year. Any event 
like this which can arouse interest 
and boost traffic in the town itself, 
is good for business.” © End 
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If you want to sell housewares, go where every page is full 
of ideas that sell: Better Homes & Gardens, the family 
idea magazine. It’s impossible to go through any issue of 
Better Homes & Gardens without finding hundreds of ideas 
that sell housewares, directly or indirectly. How do BH&G 
reader households compare with the U.S. average in adopt- 
ing new housewares ideas’? For instance: more than one out 
of five BH&G readers live in households owning an electric 


deep fat fryer — and that’s 62% above the U.S. average! 


During the year 13 of America reads 


Better lomes aan 


and Gardens 


idea magazine 
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At Gurnee Hardware they say: “‘Big stockrooms are dangerous. Unsampled 
stocks and poor stock counts are sales killers.’’ At Gurnee, and elsewhere, 


the trend is tu wide front displays and a minimum of warehouse stock. 


“If you want to sell it... 


Get it on the sales floor! 


There's just one word 
for this typical aisle's 
display: abundance. 


How many dealers can say: “Every item 
stocked in depth in my warehouse is in good 
supply on my front displays?” 

Can you be sure you aren’t losing sales on 
one, five, 15 items because they’re missing in 
display bins? 

Years ago these questions were a source of 
concern to George Beemsterboer and Ralph 


#09 





Potter, owners of Gurnee (Ill.) Hardware. 

In step-by-step remodeling that took eight 
years, Gurnee’s owners have built large, com- 
modious fixtures. Each of these displays was 
designed to hold 85 percent of the total stock 
of a given line of merchandise. 

The results of this experiment are encourag- 
ing. And more and more dealers are joining in 
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Gurnee’s way of thinking: “Big stockrooms are 
dangerous.” 

Only bulk items are stocked in the warehouse 
in the $300,000-+- a-year Gurnee operation. The 
large retail sales volume has been building 
over the years, as more and more of the total 
stock on hand was placed on mass front dis- 
plays. 
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Gurnee's up-front 
stock idea applies to 
plastic clothespins, as 
well as power lawn 
mowers. 


One glonce tells em- 
ployees what's selling, 
and what is dragging. 


“Merchandise kept in storage areas can’t 
make sales for us,” said Mr. Beemsterboer. 
“We pack as much of it on display, but neatly, 
orderly, as we can. We move it faster, and 
better turnover means better profit.” 
Too many stores have ample back-up stocks 
Mr. Beemsterboer feels, but are losing sales 
(Continued) 





“If you want to sell it... 


Get it on the sales floor!”’ 
(Continued ) 


Cay. 


Power tools, sprayers? Take your pick, they're all 
right here. 


George Beemsterboer (left) tells a department man- 
ager to keep displays full, neat, and cleariy marked. 


daily because someone neglects to refill front 
displays. 

“We’ve cured this by concentrating responsi- 
bility. We have eight employees. Each of them 
has a specific merchandise area under his con- 
trol,” Mr. Beemsterboer continued. 

“Each of our men is fully responsible for 
checking and ordering stock in his section on 
a short-order report twice each week.” 

When merchandise arrives, each Gurnee em- 
ployee receives, checks, and price-marks the 
merchandise for his section. 

“We miss a minimum of sales through outs,” 
Mr. Beemsterboer said. 

“Besides, we’ve learned that impulse sales 
are much greater where mass displays draw 
customers to every department.” 

Everything is stocked in quantity on Gurnee’s 
front displays. 

For example, there are dozens of hedge shears, 
sickles, and pruners in a few square feet of 
lawn and garden display area. 

Soil conditioner and fertilizers are stacked 
shoulder-high on risers. 

Electric power tools are displayed four and 
five deep on three-riser gondolas. 

With nearly all stock in plain view, it’s never 
difficult to spot items moving fast ... or too 
slow, according to Mr. Beemsterboer. 

“Then, too, there’s little time lost in the 
double handling necessary in stockroom. stor- 
age. There’s less chance of breakage and dirtied 
stock. There’s less room for error, all around,” 
Mr. Beemsterboer said. 

There is more to it than merely moving a 
warehouse into the front of a store. Displays 
have to be kept neat, clean, and in logical order 


for selection for self service. Reorders have to 
be sent in fast to wholesalers, and receiving 
and marking have to be handled in jig-time, 
Mr. Beemsterboer admits. 

“A little extra bother is worth the trouble, 
believe me. There is something magnetic about 
a store whose shelves are always full of clean, 
desirable merchandise,” Mr. Beemsterboer con- 
tinued. 


“Customers don’t know or care what you have 
in the stockroom. Nothing is more discouraging 
to a customer than a big, bright store that is 
pock-marked with empty bins and shelves.” 


The Gurnee display fixtures were built with 
self service and heavy stocks in mind. 


Staff built, most of the fixtures are 5x10 ft. 
They are aften banked end to end to form long, 
uncluttered aisles. With four selling levels and 
deep bins, these fixtures hold extra quantities 
that many stores would have sitting in stock- 
rooms. 


Perforated paneling and custom tailored bins 
hold extra quantities, while putting out-of- 
reach areas to good use. All areas bear identi- 
fication numbers for quick location on busy 
days. 

Low ceilings and double rows of fluorescent 
lights make all stocks and price markings easy 
to see. Good displays and abundant inventory 
within every customer’s reach keeps Gurnee’s 
front checkout counter humming. 


Gurnee Hardware’s George Beemsterboer is a 
man of action. A painter 15 years ago, he couldn’t 
find the paints he wanted in Gurnee, so he opened 
his own paint and hardware store. ®@ End 
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PROVEN SELLER 
FULL 40% PROFIT 


FOR DEALEp 
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Complete Dealer Bell Department 
28 Bells with FREE DISPLAY 
only $11.95 Dealer Cost 









Retails for $19.78 








A Real Assortment...28 BELLS! “= 


BRASS HAND BELLS SCHOOL BELLS 
CALL BELLS PATIO BELLS 
TEA BELLS COW BELLS 
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There's a bell that’s sure to appeal to each and everyone of “efills oval 


All for only $1" 


oe ao ee 


SON | Bevin Bros. Mfg. Company 
Order Now. Don’t miss those fall and Christmas Sales. | 105 Duane Street, New York 8, New York 







your customers! People love the sound of a bell...put them 


out where your customers can pick ‘em up and ring them and 





you've made a SALE! Order from your jobber. e- 














Please send me more information on the No. 1200 ‘Bells 
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ad Vi Ni 3 ad oO q | that Sell’ Assortment. | 

a 

MFG. COMPANY, East Hampton, Conn. : Name : 
Sales Representatives 

John H. Graham & Co. Inc. Address | 

105 Duane Street, New York 8,N.Y. | 

| Company i 
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for those who 
want to sell the 


very finest 


ZF 


YARD 
/MITH 


mowers - tillers - riders 


absolutely the 
finest in 


Guaranteed Quality 
Striking New Eye Appeal 
Unequalled Dollar Value 
Newest Design Selling Features 
Outstanding Promotional 
Programs... yet 
competitively priced ! 





lf quality products 
and service are your 
motto... then you'll want 
to sell YARDSMITH. The same 
precision craftsmanship built into 
SHOPSMITH and Magna indoor power tools 
are now yours in YARDSMITH—the very finest 
in outdoor power tools. And there’s the same fine 
promotional assistance, time payment plan and other 
sales helps to keep your YARDSMITH sales rolling. 
Don't sign with any line until you hear the full 
YARDSMITH franchise story from your SHOPSMITH 
salesman. This franchise program offers one of 
the most liberal profit potentials you've ever seen. 
Write or phone at once for appointment and new literature. 


YUBA POWER PRODUCTS, INC. 


828 EVANS ST., CINCINNATI 4, OHIO @- 
A Subsidiory of 
YUBA CONSOLIDATED INDUSTRIES, INC. 








Lotto 


from 
Hardware Age 


Readers 


Food tainted by hardware? 
Dear Editor: 

Hardware dealers who “fight fire 
with fire’ by selling food items are 
using an approach that can be ex- 
tremely harmful to the one sure 
approach to this problem. 

The American housewife de- 
mands a high degree of sanitation 
as far as her food is concerned. 
Any reasonable person will have to 
admit that the average hardware 
store is one of the last places in 
the world where food should be 
handled. For the same reasons, the 
handling of hardware, paints, fer- 
tilizers, pesticides, fungicides, etc., 
by food stores contributes to the 
contamination of food products. 

Food items are processed under 
strict control of health authorities. 
Hardware and allied items are not. 
The clerk who breaks cartons, 
prices shelves, checks out and bags 
mixed merchandise is bound to con- 
taminate the package or the actual 
food itself. 

Since it is the rare housewife 
that disinfects cans and their 
labels (as well as other packag- 
ings) before opening, the contami- 
nation is certain to be transferred 
to the food. 

The one problem, admittedly an 
extremely difficult one, is that of 
making the housewife aware of 
this danger. Newspapers, with mil- 
lions in revenue from food chain 
store advertising, would naturally 
be reluctant to contribute editorial 
space to such an effort. 

It was recently rumored that 
Public Health authorities in one 
southern county ordered grocery 
stores to remove fertilizers from 
their shelves, So far, I have been 
unable to confirm this report. 


A concerted effort by hardware 
(Continued on page 60) 
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The right tool for the right job 


The R-Line Basic Wall Unit provides the proper background for 
modern merchandising and selling. It is free standing. 
Pegboard backgrounds provide ultimate flexibility . . . permit 
quick, easy changes to accommodate any kind of merchandise. 


x.-Line Store Fixtures are designed especially for hardware stores. 
They handle bulky goods and tiny packages . . . neatly and 
attractively. They organize problem departments efficiently. 


R-Line Store Fixtures are precision-engineered , . . give you 
the advantages of large-scale production. 
You can buy them factory-finished or unpatnted. 
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R-Line Store Fixture Co., Inc. Dept. H-1 


THERE'S AN FIXTURE 340 N. State St., Phila. 4, Pa. 


Gentlemen: 
Please send me your fully illustrated catalog, 


| | N tc at no cost or obligation to me. 


Name: 


FOR EVERY SALES JOB! Position : 


: : 5 : Address: 
Send coupon today for free catalog, fully illustrated. No obligation. 
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ood years old and... 


still changing with the times 


After more than half a century and several big modernizations, 


Kerst Bros. Hardware looks ahead for still bigger things to come 


“Keeping pace with changing 
times, how else can we survive 
and grow in a tight market like 
hardgoods?” asks Charles H. Kerst, 
owner of Kerst Bros. Hardware, 
Springfield, Ill. 

Kerst has been up-dating its 
original tiny store for more than 
half a century, with several major 
overhauls in its 53 years. 

It all started when Albert and 
Henry Kerst, now deceased, opened 
the store in 1905 with a selection 
of general hardware and miners’ 
supplies. The department range 
now include sporting goods, gifts, 
appliances and a major toy section. 

From a few hundred square feet 
of display area in 1905, Kerst has 
grown to cover 10,000 sq ft, plus a 
4000 sq ft warehouse. shows Kerst's 1955 remodel- 

Five members of the Kerst fam-_ | oe ce ing. The full store was re- 
ily ran the store back in the days Maes sere aS cently completed. 
when a horse-drawn trolley rolled 
along dirt streets in Springfield. 

Today, there are 18 employees. 

From cash and carry selling, 
Kerst has learned that sales im- 
prove with charge accounts and 
layaways. And now there’s air 
conditioning, self service, modern 
lighting, and step-fixtures that de- 
light shoppers. 

Kerst Bros. Hardware owes its 
success to a moral: Be flexible to 
change, and grow with the times. 

The most recent change for the 
firm, following a major addition 
and modernizing program, was its 
decision to join the Keen Kutter 
dealer stores program of Shapleigh 
Hardware Co., St. Louis whole- 
saler. @ End 


1908—, Jorsecarts tied up 
at the hitching post and this 
was considered a modern 


1955-58—The dotted line 
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JambUp 


WEATHER STRIP 


This complete package unit means EXTRUDED ALUMINUM & DURABLE VINYL 





= 






AVAILABLE IN easier handling for you. . . easier in- Made of sturdy, extruded alumi- 
STAINLESS STEEL stallation for your customers. M-D _ Mum and tough, durable vinyl. Per- 
Numetal door sets are available with fect for wood or metal doors. 
OR BRONZE regular door bottoms or with any M-D Comes completely packaged with 
threshold. necessary strip, nails, screws and 

instructions. 








Extruded Aluminum 
THRESHOLDS with Viey/ insert 
- ate 2" x sosacucial 














WEATHER STRIP 


Fast-selling because it’s so easy to put 
on. This is the “original” coil metal 
and wool felt weather strip. Each 18 ft. 
roll is completely skin-packed with 








ruct : This beautiful vinyl-type threshold is available in either 
aan inet fons. Display holds Alacrome or Anodized Albras finish. Albras is a perma- 
. a, anodized color that rm never tarnish — never 
. needs polishing. Available 3%” wide by %” or 1%” 
Wu-GARD Automatic high or 1%” by 7/16” high. 





DOOR BOTTOM 


j 
Here’s the perfect automatic door bot- 
tom and draft eliminator for ALL doors. 








CALKING & 
GLAZING COMPOUND 








Smartly designed with silvery-satin fin- mAcmaneNeS uNCAN CO | Ae (ALK 
ish—will not rust or tarnish. Furnished World’s best calking compound 
ngths—28”, 32”, 36”, 42” available in loads, with or without CALKING 





in standard le 
d 48”. 


























nozzle ...hand squeeze tubes... or 
% pt., pt.. at. and gal. cans. Also sompount 
5-gal. and 55-gal. drums, gum or 
knife grade. 


Wu-Glaze 


You can use and recommend this 
glazing compound with complete 








confidence that it always “stays 
put.”" Packed in % pt... pt.. and at. 
— 25 lb., 50 Ib., 100 Ib., 880 Ib. 








" 
| 


A. Made of extra thick 
wool felt and heavy gauge 
stainless steel, brass or 
aluminum. Standard 
lengths. Packed 1 doz. 
same length to carton. 





| MACKLANBURG DUNCAN CO 
















B. Extruded aluminum and felt door 


C. Extruded heavy duty drip cap—in 
bottom—in natural or anodized finishes. 


natural finish or anodized finishes. 


MACKLANBURG-DUNCAN co. 


on Oren -\O) Gann 7 @) 40-5 5 (@),',)- a G0 O Gen ee @) G01 8 Oy SINCE 1920 





store owners and their friends, 
assisted and guided by HARDWARE 
AGE, could force public health offi- 
cials to remove non-food items 
from our grocery stores and back 
to the hardware store where they 
belong. 

Yours very truly, 

Eugene P. Ernest 
T. A. Brinkman’s Hardware 
Suitland, Md. 


Editor’s note: Do any other read- 
ers have ideas on this interesting 
suggestion? 


About the recession 
Dear Editor: 


Enclosed is a picture of our 
store front. We are very happy 
with the job. 

We remodeled our store inside 
this past winter, and this made our 
old store front look worse. Every 
one talked about the recession this 
spring and summer, but we fooled 
them all just by doing something. 
The new front was one thing. 


Our help was more alert because 


New front of Christopherson Ace Hardware. 


our volume will show an increase 
when all the figures are in. 

I work very close with my whole- 
sale supplier. Our close relation- 
ship has resulted in fine volume 


ployees in a town of 2600. We're 
expecting a gain over 1957’s sales. 
We can plan on this because we be- 
lieve in letting our community 
know we're in the hardware busi- 
ness. 


and net profit. 


of recession-talk, and I’m certain We have seven full time em- 


We have self service on our first 








Talcott’s Flexible Financing Plans 


FOR...SOUND BUSINESS GROWTH, 
EXPANSION OF SALES, SEASONAL 
INVENTORIES, MODERNIZING EQUIPMENT 


Steady growth through the years reflects the suc- 
cess with which many clients have used the 
Financing Services of James Talcott, Inc. These 
plans are personalized . . . flexible . . . made to 
order to suit your industry's special 
requirements. 


Remember: talk to Talcott whenever you need 
working capital. You'll get time-saving and profit- 
able assistance from the man from Talcott. 


Talcott’s Special Financing... 
e Accounts Receivable (Non-Notification) ¢ Inventories 
e Machinery & Equipment ¢ instaliment & Lease Sales 


JAMES TALCOTT. INC. 
FOUNDED 1854 
NEW YORK 


221 Fourth Avenue 
ORegon 7-3000 


CHICAGO 


209 South LaSalle Street 
Financial 6-1444 


DETROIT 


-1870 National Bank Bidg. 
WOodward 2-4563 
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Makes Sales 
for You! 
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EXTRA-STRONG 
WHITE GLUE 


in easy-to-use 


PUSH-BUTTON CAN 


Clarke’s Nu-Glu is the greatest thing since liquid glue 
was invented! No brush, no mess, no clogged spout. 
Just push the button and out it comes, a single 

drop or a continuous ribbon. Self-sealing. The last 
drop’s as fresh as the first. An extra-strong, 
fast-drying white glue that’s perfect for wood, 
paper, china, glass, plastic, etc. Dries clear. 


FULL 40% PROFIT. Nu-Glu is attractively packaged 

in a big economy size 6 oz. can. Suggested 

retail 98c. A full 40% to you on 12 can display 
carton. Order from your jobber or send coupon now. 





CLARKE'S NU-GLU ADS will be seen 
448 MILLION TIMES 


in these magazines 





DYNA-THERM CHEMICAL CORP. 3813 Hoke Avenue, Culver City, California 


DYNA-THERM CHEMICAL CORP., Dept. HA 
3813 Hoke Ave., Culver City, Calif. 

[} Send name of nearest Nu-Glu jobber. 

[| My jobber does not carry. Enter my order 

——doz. Nu-Glu @ $7.06 doz. 

Name 
Store 
Address 
City Lone——State 
Our Jobber 
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Make sure you have the New 


Fill in coupon below. 
Use page margin. 


Here are fans with all the glamour and sparkle of today’s 
square, slim modern look. Smart decorator colors of 
mocha brown... off-white high impact resistant plastic 
diffuser grille ... gleaming gold instrument panel make 
the deluxe fan a sure sales winner. All other models are 
equally as modern with the slim trim look. Just seven 
Fasco models are all you need to give a complete selec- 
tion to your customers. There’s a fresh look all about 
Fasco—new line —new prices— new sales policies. 
Send in the coupon for beautiful color catalog and 
complete information. 


FASCO INDUSTRIES, INCORPORATED 
126 Augusta Street . Rochester 2, New York 


There’s a fresh look at 





fioor, and it work out very well. 
We also have a good gift service. 
Gifts are important nowadays be- 
cause the hardware store is a la- 
dies’ store as well as a man’s. 

We do a big job in housewares 
and gifts, and we gift wrap any- 
thing over $1 on request. 

We divide responsibility by di- 
viding the store into eight depart- 
ments, with a different person re- 
sponsible for each one. This is 
helped along by an _ end-of-year 
bonus. 

We believe: Let’s do all we can 
today. There will be plenty to do 
tomorrow. 

Yours truly, 

P. M. Christopherson 
Ace Hardware 
Bottineau, N. D. 





Service-men also sell 
some big-ticket items 


Service-men can often sell new 
machines to owners of obsolete 
big-ticket items. 

When a mid-west firm’s service- 
man finds a machine in bad condi- 
tion he tries to sell a new machine 
even though the old unit can be 
repaired. 

On about 50 percent of service 
calls for homes with obsolete wash- 
ers, for example, he tries to sell 
new units. He tells the customer 
the greater advantages of the new 
units in saving time, water, deter- 
gents and electricity. 

When possible the serviceman 
also notes the condition of other 
big-ticket items while making calls. 
He reports what he sees to help 
expand the prospect list. 


Gadget collectors tell 


dealer items they want 


Gadget displays attract many 
customers who make a hobby of 
collecting these items. 

When an eastern dealer sees cus- 
tomers studying his gadget sec- 
tion he tries to talk to them about 
gadgets. He asks them which types 
of items most interest them. 

This approach often turns a 
browser’s thoughts to gadgets he 
would buy if they were displayed. 
The dealer gets ideas he can use 
from these talks with customers. 





W NAME and ADDRESS W CITY and STATE He makes some immediate sales. 
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 RidJid 









ironing table 
SM/, 














In less than 6 months since introduction, stores every- 
where report the new SpredWing is the most saleable 
ironing table since Rid-Jid introduced “sit-down” ironing! 


It’s SpredWing’s first Christmas! A wonderful time to 
cash-in on this newest Rid-Jid exclusive . . . the first and 
only table ever designed for easy, time-saving ironing of 
curtains, sheets, tablecloths... all flatwork! You know 
how popular Rid-Jid products are for Christmas selling 
,.. 80 be sure toorder the new Rid-Jid SpredWing now. 

And notice the special price . . . ’way less than your 
customers would expect to pay for such a modern, 
feature-packed ironing table. Yet, you still get your 
regular profit margin. 








THE J.R. CLARK COMPANY 


Spring Park, Minn. « Reading, Pa. 


For over 80 years creators of convenience in quality household products 
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OPREDWING | 


Just turn handle . . . table 
“‘spreads wings’’ for ideal 
flatwork ironing surface! 


COMPLETE SET 


ironing Table $18.00 
Pad and Cover 4.95 “| O95 
Reg. value $22.95 thigher in Canada) 


Your customers SAVE $3.00 
You get your regular mark-up! 





Pre-sold for you by powerful advertising in GOOD 
HOUSEKEEPING e LADIES’ HOME JOURNAL 
e BETTER HOMES AND GARDENS e BRIDE’S 


plus these Ridjid . 


‘easy-ironing” features: 




































Ventilated, Maximum Self-leveli Stop-or-go 
open-mesh top. | knee room | foot. 12 height wheels. “Stop” 
Cooler, faster, | for “sit-down” § adjustments. | for stability... 
drier ironing. comfort. 23” to 36” “Go” for mobility. 





Patents applied for SpredWing feature. 
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Convention Calendar 





conventions 


shows 








1958 


November 


10-14 Cotter & Co., Spring Goods 
future Order Show, Chicago 

17-21 Cotter & Co., Spring Goods 
future Order Show, Chicago 

18-20 Retail Paint & Wallpaper Dis- 
tributors of America Conven- 


tion & Trade Show. Cleveland 


1959 
January 


4-6 Ace Hardware Corp., Chicago 

5-7 Minnesota Retail Hardware 
Assn., Minneapolis 

11-13 Texas Hardware & Implement 
Assn., Dallas 

12-14 Western Retail Implement & 
Hardware Assn., Kansas City, 


Mo. 

12-16 National Housewares Exhibit. 
Chicago 

18-19 Illinois Retail Hardware Assn.. 
Peoria 

18-19 Louisiana Retail 
Assn., Baton Rouge 

22-24 |ntermountain Assn. of Hard- 
wore & Implement Dealers, 
Elko, Nev. 

25-27 Hibbard, Spencer, Bartlett & 
Co. 6th Annual Merchandise 
— & Convention, Evanston, 
Hi. 

25-27 Pacific Northwest Hardware & 
Implement Assn., Spokane 

25-27 North Coast Retail Hardware 
Assn., Portland, Ore. 

26-27 American Hardware Supply Co. 
Merchandise Fair & Stockhold- 
ers’ Meeting, Pittsburgh 

26-28 United Hardware Distributing 
o. Annual Convention and 
Merchandise Show, Minneapolis 

26-27 Marshal! Wells-Kelley How 
Thomson Co. Convention 

29-30 Marshal! Wells-Kelley How 
Thomson Co. Convention 

27-28 Indiana Retail Hardware Assn.., 
Indianapolis 

27-29 Missouri Retail Hardware Assn.., 
St. Louis 

27-29 Mountain States Hardware & 
Implement Assn., Denver 


Hardware 


February 


1-4 Janney, Semple, Hill & Co. An- 
nual Retailers’ Conference, Min- 
neapolis 





— Convention Check List 


For complete details about the convention listed by dates below use 
the alphabetical listing following this quick check list 





2-3 Wisconsin Retail 
Assn., Milwaukee 

2-4 New York State Retail Hard- 
ware Assn., Syracuse 

4 Connecticut Hordwore Assn. 

Hartford 

8-9 Tennessee Retail 
Assn., Nashville 

8-10 California Retail 
Assn., San Francisco 

8-10 Our Own Hardware Co. Mer- 
chandise Exhibit and Stock- 
holders’ Meeting, Minneapolis 

8-10 Tri-State Hardware & Imple- 
ment Assn., Amarillo, Tex. 

8-10 Virginia Retail Hardware Assn.., 
Roanoke 

8-11 Ohio Hardwore Assn., Cleve- 
land 

10-12 C. Y. Schelly & Bro. Annual 
Spring Merchandise Show 

10-13 lowa Retail Hardware Assn.., 
Des Moines 

15-16 Arkansas Retail 
Assn., Little Rock 

15-17 Nebraska Retail 
Assn., Lincoln 

15-17 Kentucky Retail 
Assn. Louisville 

15-17 Alabama Retail 
Assn., Mobile 

15-19 Michigan Retail 
Assn., Detroit 

16-18 Pennsylvania & Atlantic Sea- 
board Hardware Assn. Harris- 
burg, Pa. 
22-23 Mississippi, Retail 
Assn., Jackson 
22-24 New England Hardware Deal- 
ers Assn., Boston 

22-24 Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City 

22-24 Pacific Southwest Hardware 
Assn., West Coast Hardware & 
Housewares Show, Los Angeles 

22-24 West Virginia Hardawre Assn.. 
Charleston 

24-26 Hardware Assn. of the Caro- 
linas, Charlotte 


Hordwore 


Hardware 


Hardware 


Hardware 
Hardware 
Hardware 
Hardware 


Hardware 


Hardware 


March 


1-3 J. M. Warren & Co. Spring 
Show, Troy, N. Y. 

8-10 Pacific Southwest Hardware & 
Housewares Show, Phoenix 

8-12 Gift Show, Boston 

9-14 American Toy Fair, New York 

15-17 South Dakota Retai! Hardware 
Assn., Sioux Falls 

15-17 Florida & Georgia Retail 
Hardware Assns., Jacksonville 


conferences 








National Events 


American Toy Fair, March 9-14, at 
New Yorker and Sheraton-McAl- 
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pin Hotels, 200 Fifth Ave. and 1107 
Broadway, New York. Sponsored 


by Toy Mfrs. of U. S. A., 200 Fifth 
Ave., New York 10. 


Retail Paint & Wallpaper Distribu- 
tors of America Convention & 
Trade Show. Nov. 18-20, at Munic- 
ipal Auditorium, Cleveland, hotel 
headquarters at Hotel Cleveland. 
Dee Belveal, executive director, 34 
N. Brentwood Blvd., St. Louis 5. 


National Housewares Exhibit, Jan 
12-16, Navy Pier & Drill Hall, Chi- 
cago. Sponsored by Nationa! 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


Regional Events 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 26-27, at 
company display rooms at 41 Ter- 
minal Way, Pittsburgh 19. 


Cotter & Co. Spring Goods Future 
Order Show, Nov. 10-14 and Nov. 
17-21, at company warehouses, 365 
E. Illinois St., Chicago, Ill. 


Gift Show, Boston, at Hotel Statler 
and First Corps Cadet Armory, 
March 8-12. George F. Little Man- 
agement, 220 Fifth Ave., New 
York 1, N. Y. 


Hardware Assn. of the Carolinas 
Convention, Feb. 24-26. Hotel head- 
quarters, Hotel Charlotte; sessions 
and exihibt, Radio Center Audi- 
torium, Charlotte, N. C. Martin F. 
Kaelke, P. O. Box 6215, Charlotte 
7, N. C. 


Hibbard, Spencer, Bartlett & Co. 6th 
Annual] Merchandise Show & Con- 
vention, Jan. 25-27, at company 
warehouse, 2201 Howard Ave., 
Evanston, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers’ Assn. Conven- 
tion, Jan. 22-24. Hotel headquar- 
ters and sessions at Stockmen’s 
Hotel, Elko, Nev. Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual! 
Retailers’ Conference, Feb. 1-4, at 
Leamington Hotel, Minneapolis. 


Marshall Wells-Kelley How Thomson 
Co. Conventions, Jan. 26-27, Mar- 
shall-Wells Stores Congress; Jan. 
29-30, General Dealer Convention. 
Both conventions at 301 S. Lake 
Ave., Duluth. 


Mountain States Hardware & Imple- 
ment Assn. Convention. Jan. 27-29. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver, Colo. 
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why it’s so easy to 


“CELL EM UP” 


AUTOMATIC 










PATENTED 





AND DOUBLE UP YOUR TOTAL PROFITS 
ON HOME HEATERS 


A home heater prospect is wide open for good sell- 
ing. He wants warm floors, economy, and most of 
all he wants his “‘money’s worth’’! 

He will insist on a Siegler when you show and 
demonstrate performance and features no other 
heater has. 

Siegler’s patented inner heat tubes capture the heat 
others waste. The patented built-in blower system 
“travels” heat over the floors to every room. No 
heat wasted on ceilings or up the chimney means a 
more comfortable home AND LOW FUEL BILLS. 

We give your customers this amazing guarantee: 
Siegler puts more heat over the floor, or money back! 

So “sell ’em up” to Siegler! It’s the biggest profit- 
maker in the industry, and we’ll be glad to prove it. 


1. Solid Advertising Support. Siegler gives you 
a@ generous decler advertising plan that sells Siegler 
heaters and your store! Nationally, Siegler backs you 
with the biggest advertising campaign in the business. 


4. Your profit stays in your pocket? ...no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every customer an enthusiastic 
salesman for you. 


5. A Complete Line. There's a Siegler with 
“traveling” floor heat that's just right for every home 
from 2 to 7 rooms. You can solve any home hecting 
problem with Siegler. 


6. Your Own Merchandising Man. Your Siegler 
Representative is a full time, trained specialist in the 
home heater field. He will show your salesman how 
to “sell "em up” to Siegler, and help you plan your 


2. Special Promotions. Make big profits running 
tested promotions that fit your business to aT.” Siegler 
supplies a complete package of material for each 
promotion, and we help you run it! 


3. Selective Distribution. When you merchan- 
dise Siegler, you're the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 





Plan now 
reld 


UOUBLE Goyer antennae spent 
Heater 


Profits! 
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R-V-TEX 500X WINDOW MATERIAL 
BETTER STORM WINDOWS AT LOWER COST! 


Offered for the first time in 1958, here is the 
R-V-Lite response to the demand for a tough, last- 
ing, non-sag /ow cost window material! R-V-Tex 
500X meets all requirements . . . because it’s an 
all-new product, a real break-through in the win- 
dow materials industry. Fabricated of top-quality 

olyethylene and reinforced with Fiberglas, R-V- 
Mex is completely waterproof and greaseproof; it 
won't sag, and it offers strong resistance to tear- 
ing and snagging. And its low cost encourages 
“all-round-the-house” storm window installation 
at a minimum of expense. 


DEALERS: TAKE ADVANTAGE 
OF R-V-TEX PROFIT POTENTIAL! 
There's never been a window material 
like R-V-Tex 500X! Recommend and 
sell it for storm window material 
(priced so low you can sell enough 
for every window in the customer’s 
house at a reasonable cost); for draft 
screens, barn and outhouse windows, 
poultry-house lighting, indoor pro- 
tective sheeting, vapor and moisture 
barrier, concrete curing and dozens 
of other indoor and outdoor uses. 
Make R-V-Tex 500X the mainstay of 
your window materials business! 


R-V-TEX 600X ALUMINUM-BLACK MATERIAL 


NEW INSULATIVE OUTDOOR PROTECTION! 


R-V-Tex 600X . . . the second half of R-V-Lite’s 
big double header to double sales! Another prod- 
uct reinforced with Fiberglas mesh, here’s a pro- 
tective material designed for outdoor use: water- 
proof, greaseproof, swn-resistant, and many times 
stronger than ordinary polyethylene sheeting 
Fiberglas mesh keeps tears and snags in check. In 
use, black side attracts heat; aluminum side acts as 
reflective insulation. Will not stretch, will not sag; 
available in rolls, pre-cut sheets, or as pre-cut tar- 
paulins with reinforced grommets. Unlike regular 
polyethylene, 600X is resistant enough and tough 
enough to permit re-use, even after long service. 
R-V-Tex is America’s newest, most effective low- 
cost protective material! 


DEALERS: DOUBLE YOUR PRO- 
TECTIVE MATERIAL MARKET! 


There are both rural and city markets 
for new R-V-Tex 600X! For farm use, 
you can promote and sell it for ma- 
chinery and tractor cover, indoor cr 
outdoor ensilage cover, temporary 
waterproof roofing, vapor and mois- 
ture barrier, pond or ditch liner and 
hundreds of other purposes. Town 
markets include tool or materials 
shelter, overhead roofing shelter for 
workmen, shipping and storage wrap. 
You'll find R-V-Tex 600X better than 
any other protective material! 


R-V-LITE DIVISION 3500 No. Kimball Ave., Chicago 18, Illinois 
“RY Alte” and “RYV-Tex” are trademarks of Arvey Corporation, Chicago. Copyright 1958, by Arvey Corporation. 
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Convention Calendar 





(Continued ) 


Francis W. Reich, P. O. Box 73. 
Boulder, Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 22-24. Hotel 
headquarters and sessions, Statler- 
Hilton Hotel; exhibit, Statler-Hil- 
ton Hotel and First Corps of Ca- 
dets Armory, Boston. Chester C. 
Putney, 665 Boylston St., Bos- 
ton 16. 


North Coast Retail Hardware Assn. | 
Convention, Jan. 25-27. Hotel head- | 


quarters, Heathman Hotel; sessions 
and exhibit, Portland Masonic 
Temple, Portland, Ore. Martin W. 
Danko, Route 12, Box 109, Fife Sq., 
Tacoma, Wash. 


Our Own Hardware Co. Merchandise 
Exhibit and Stockholders’ Meeting, 
Feb. 8-10, at general offices at 618 
N. 3rd St., Minneapolis. 


Pacific Northwest Hardware & Im- 
plement Assn. ‘Convention, Jan. 25- 


27. Hotel headquarters and ses- | 
sions at Davenport Hotel, Spo- | 
kane, Wash. J. Malcolm Smith, | 
303 Empire State Bldg., Spokane | 


1, Wash. 


Pacific Southwest Hardware Assn. | 
West Coast Hardware & House- | 
wares Show, Feb. 22-24, Western | 
Exhibit Center, Los Angeles; Hard- | 
ware & Housewares Show, March | 


8-10, State Fair Ground and In- 
dustrial and Agricultural Bldgs., 
Phoenix, Ariz. Otto H. Grigg, 1519 
S. Garfield Ave., Los Angeles 22. 


Pennsylvania & Atlantic Seaboard | 


Hardware Assn. Convention, Feb. 
16-18. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit, 
Farm Show Building, Harrisburg, 


Pa. J. Wayne Tisdale, 123 S. 3rd | 


St., Harrisburg, Pa. 


C. Y. Schelly & Bro, Inc., 448 N. 16th 
St., Allentown, Pa., Annual Spring 
Merchandise Show, Feb. 10-12, at 
Allentown Fairgrounds Agricul- 
tural Exposition Building. 











Tri-State Hardware & Implement | 


Assn. Convention, Feb. 8-10. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 4th Ave., Canyon, 
Texas. 


United Hardware Distributing Co., | 
243 N. 2nd St., Minneapolis 11, An- | 
nual Convention and Merchandise | 


Show, Jan. 26-28, at Minneapolis 
Auditorium. 


J. M. Warren & Co., 245 River St., 
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Boonton Launches 


SALE-PRICED 
GIFT SELLING PACKAGE 


for Christmas 


new program biggest ever 





Boonton goes all out to bring you gift volume. For the 
very first time, Boonton offers patterned dinnerware 
at exceptional sale prices—all famous Boontonware 
quality, the big melamine difference your customers 
know about and demand. These are the three most 
preferred patterns in the industry, consumer-tested in 
a nationwide survey. 


45 pce. Service for8...... $39.95 


open stock value $76.05 


A tremendous opportunity for big-ticket profits. 


({/ , oe . 
fas dA Biggest Advertising Campaign Ever! 
\Y/ Di, Powerful 4-color advertisements in top mass con- 
is - ¥. sumer magazines, and newspapers sell these outstand- 
| ing specials. 
GUARANTEED AGAINST BREAKAGE 


contonwarte 


. finest of all melamine dinnerware 
ip BOONTON MOLDING CO.,BOONTON, N. J. 
\\, 












Westfield Killarney 


SPECIAL | < 
16 PC. STARTER SET @@ 


Proven best-selling Boontonware Belle 


plus exquisite Gravy Boat Fy 95 


Regular Value $17.90 








ZLECTRIC 
GENERATING 
PLANTS 





GASOLINE 
ENGINES 





ELECTRIC 
POWER 
TOOLS 


PORTABLE 
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Convention Calendar 





(Continued ) 


Troy, N. Y., Spring Show, March 
1-3, at Troy, N. Y. 


Western Retail Implement & Hard- 
wood Assn. Convention, Jan 12-14. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit, Munici- 
pal Auditorium, Kansas City, Mo. 
J. Keith Melvin, 638-40 W. 39th St., 
Kansas City 11, Mo. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 15-17. Hotel head- 
quarters and sessions at Admiral 
Semmes & Battle House Hotels; 
exhibit, Admiral Semmes Hotel, 
Mobile. Charles Giles, 409 N. 23rd 
St., Birmingham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 15-16. Hotel head- 
quarters, Marion Hotel; sessions 
and exhibit, Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 8-10. Hotel head- 
quarters, Hotel Whitcomb; sessions, 
Hotel Whitcomb & Civic Auditor- 
ium; exhibit, Brooks Hall & Civic 
Center, San Francisco Krueger B. 
Jacobsen, 122 9th St., San Fran- 
cisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 4. Hotel headquarters 
and sessions, Bond Hotel, Hartford. 
Russell V. Carlson, Village Hard- 
ware Store, Inc., New Milford. 


Florida & Georgia Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William W. 
Howell, P. O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga. 


Georgia & Florida Retail Hardware 
Assns. Joint Conventions, March 15- 
17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William 
W. Howell, P. O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 18-19. Hotel head- 
quarters and sessions at Pere Mar- 
quette Hotel, Peoria. William F. 
Ewart, 1451 Merchandise Mart, Chi- 
cago 54. 


Indiana Retail Hardware Assn. Con- 
vention. Jan. 27-28. Hotel head- 
quarters and sessions at Sheraton- 
Lineoln Hotel, Indianapolis. W. J. 
Sheely, 4120 N. Keystone St., In- 
dianapolis 5. 


lowa Retail Hardware Assn. Con- 
vention. Feb. 10-13. Hotel head- 
quarters, Savery Hotel; sessions 
and exhibit, Veterans Memorial Au- 
ditorium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St.. Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 15-17 Hotel head- 
quarters, sessions and exhibit at 
Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 
Convention, Jan. 18-19. Hotel head- 
quarters, sessions and exhibit at 
Capital House Hotel, Baton Rouge. 
David O. Mansfield, P. O. Box 1696, 
Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 15-19. Hotel head- 
quarters and sessions at Statler- 
Hilton Hotel, Detroit. Third An- 
nual Kollege of Product Knowledge 
included. Harold W. Schumacher, 
1916 Michigan Nationa! Tower, 
Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 5-7. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior Blvd., 
Minneapolis 16. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 22-23. Hotel 
headquarters, sessions and exhibit 
at Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 


son 5. 


Missouri Retail Hardware Assn. Con- 
vention. Jan. 27-29. Hotel head- 
quarters, sessions and exhibit at 
Chase Hotel, St. Louis. Fred H. 
Boemer, 2311 Hampton Ave., St. 
Louis 10. 


Nebraska Retail Hardware Assn. 
Convention, Feb. 15-17. Hotel head- 
quarters and sessions, Cornhusker 
Hotel; exhibit, Pershing Municipal 
Auditorium, Lincoln. Frank Cap- 
alino, 325 Insurance Blidg., Lin- 
coln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 2-4. Hotel 
headquarters and sessions, Hotel 
Syracuse; exhibit, Onondaga County 
War Memorial, Syracuse. Nicholas 
H. Kiley, Hills Bldg., Syracuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 8-11. Hotel headquarters and 
sessions, Hotel Cleveland; exhibit, 
Public Auditorium, Cleveland. John 
B. Conklin, 1540 W. Fifth Ave., 
Columbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 22-24. Hotel 
headquarters and sessions, Hotel 
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JUTE TWINE 


available in the MIKE brand 


A dependable source of supply for jute twine in these two popular sizes— 


ART. 544 12 Ib., 3 ply, 8 oz. solid wound balls, 1185 ft. per Ib., 49 Ibs. 
tested breck. 


ART. 545 28 Ib., 3 ply, 8 oz. solid wound balls, 510 ft. per Ib., 94 Ibs. 
tested break. 


Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


on 
corsueveo ere Gleveland Mills Company coos». 


14346 Bessemer St., Van Nuys, Cal. 


« Marietta, Minn. e 3104 Gaston Ave., Callas 26, Texas e Waynetown, Ind. 
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STORAGE SPACE BECOMES 


SELLING SPACE WITH 


Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S$. Mich- 


igan Avenue, Wellston, Ohio. 


BONDERIZED 


REVOLVO 


PARTS CASES NAIL BINS 


Pag 
+ ~ 
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YOU PROFIT FOUR WAYS! 


. Floor space is made more pro- 


ductive and more profitable. Less 
floor space is required. 

Time required to handle stock 
and serve customers is reduced. 
Your sales increase because your 
customers see and help them- 
selves to more items. 

Better display in less space — 
better fixtures mean a better 
selling job. 


gitTF0 gy 


& é‘ 
Bonder}! 


— 
a 
Gp, QUALITY Sy 
sion 


NAIL BIN 
COUNTERS 


DISPLAY 
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Oklahoma Biltmore; exhibit, State 
Fair Grounds, Oklahoma City. Wil- 
liam B. Ruxlow, 515 Midwest Bldg., 
Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, March 15-17. Hotel 
headquarters, Hotel Cataract Sher- 
aton; sessions, Convention Hall; ex- 
hibit, Coliseum, Sioux Falls. H. T. 
Benson, 2108 S. Western Ave., Sioux 
Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 8-9. Hotel head- 
quarters, Andrew Jackson Hotel; 
sessions and exhibit, Fairgrounds 
Coliseum, Nashville. Charles G. 
Brown, P. O. Box 784, Nashville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 11-13. Hotel head- 
quarters and sessions, Statler-Hil- 
ton Hotel; exhibit, Dallas Memoria] 
Auditorium, Dallas. Ray M. Souder, 
1108 Gibralter Life Bldg., Dallas 1. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 8-10. Hotel head- 
quarters, sessions and exhibit at 
Hotel Roanoke, Roanoke. G. T. 
Omohundro Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 22-24. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 2-3. Hotel head- 
quarters and sessions at Plankinton 
Hotel, Milwaukee. H. A. Lewis, 
Stevens Point. 








HARDWARE HUMOR 





"No, | said hinges, | buy my butts at 
the cigar store.” 
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A noel of souree” 


Or 20th birthday 
.. OU 30th exhibit of housewares progress 


With the forthcoming exhibit in January the NHMA completes the second 
decade of service to the housewares industry. Our only purpose is to 
serve that industry; our primary function is to provide a semi-annual 
meeting-place for buyer and seiler; our only aim is to serve all members 
of the industry as efficiently as possible. Thanks to your wholehearted 
participation and cooperation the record is one of continuing success. 
In size and scope, and in providing maximum interchange of 
information and ideas at minimum expenditure of time and money, 
the NHMA National Housewares Exhibit ranks among the 
foremost trade exhibits in the world. 






















30+ NHMA 
National 





Housewares “~ 


~ * Navy Pier plus Drill Hall 
Exhibit CHICACO 























January 12-16, 1959 + Monday thru Friday 
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Industry sponsored for the Nation's Housewares Manufacturers and Suyers by the 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(incorporated not-for-profit) 
1130 MERCHANDISE MART, CHICAGO 54, ILLINOIS 


WHAT'S NEW 





(Continued from page 15) 


bined ignition and choke control. 
Lists for $149.95, higher in the 
West. Lawn-Boy. 


For more data circle No. 12 on postcard, p. 75 


Automatic door opener 


Dealers looking for new do-it- 
yourself items can stir up customer 


interest with the Open Sesame 


automatic garage door opener with - 


portable radio control. The radio 
control unit (shown) transmits 
signals to door opening mechanism 
from car or inside the house. It 
measures just 242x3%x5 in. Trans- 
mitter will open or close doors, 
switch on lights, and automatically 
lock doors. No technical knowledge 
is needed for installation. Price 
is within reach of average home 
owner. Lancaster Pump & Mfg. Co. 
For more data circle No. 13 on postcard, p. 75 


Electric angle buffer unit 
Customers who want to convert 

any electric drill into a right-angle 

buffer and sander will want the 


Arco 2-Speed Angle-Buffer. Angle 
drive and flexible rubber head per- 
mit use at any angle on flat, curved 
or irregular objects. Half-drill 
speed prevents burning when buff- 
ing. Double-speed affords smooth- 
est sanding finishes. Has 5-in. 
flexible molded rubber head with 
adapter lambswool polisher, 6 as- 
sorted sanding disks. Retails at 
$6.50. Arrow Metal Products Co. 


For more data circle No. 14 on postcard, p. 75 


Riding mower with roller 


A 14 in. roller in place of rear 
wheels is a big feature in this 
Moto-Mower riding rotary mower. 
The Roto-Ride Deluxe 24 in. mower 
leads Moto-Mower’s 1959 line of 
rotary and reel units. The full line 
carries a one year warranty on en- 
gines and mowers. This riding 
mower has a heavy duty transmis- 
sion and drives like a car with foot 
clutch and shift lever for forward, 
reverse or neutral drive. Forward 
speed is 3.5 mph and reverse is 1.5 
mph with a turning radius of 744 


ft. The engine is a 4.25 hp, 4-cycle 
Clinton. Moto-Mower, Inc. 


For more data circle No. 15 on postcard, p. 75 


Hair dryer combination 


Your women customers will be 
interested in this Handy-Hannah 
hood and dryer combination. The 
hood has a 4 ft connection to the 
dryer and uses a baffie arrangement 
to diffuse warm air through the 
hair. Hair dries fast and wearer 
has freedom of movement. The 


vinyl-plastic hood sells separately 
for $4.95, and in combination with 
the white and yellow dryer sells for 
$19.90; with white and chrome 
dryer for $21.90. Dryers sell sepa- 
rately for $14.95 and $16.95. 
Handy-Hannah Products Corp. 


For more data circle No. 16 on postcard, p. 75 


Unbreakable sportsmen's axe 
Designed for the outdoor fan the 


3-in-One axe has a forged one-piece 


head-handle with vinyl-nylon cush- 
ion grip which cannot loosen, come 
off or wear out. Sheath free. Sug- 
gested retail price $6.50. Estwing 
Mfg. Co. 


Fer more data circle No. 17 on postcard, p. 75 


Paint spraying equipment 
Campbell-Hausfeld’s 1959 line of 
air compressors and paint spraying 
equipment is fully illustrated and 
described in this 24-page catalog. 
The new, complete line includes 
guns for professional and home use 
plus eight compressor series and a 
full list of accessory equipment. 
There is also a selection guide for 
spray guns that explains how air 
source, materials used, coverage 
and finish determine gun choice. 
Tables of recommended feed and 
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with a SLINGSHOT! 


And you can’t get top volume 
with old style fixtures 








/ MEET THE CHALLENGE OF CHANGE 


with 


aMowie 
Z 











_— 


HARDWARE STORE FIXTURES 


Mass Display your Merchandise without Mess 
Introduce Color to your Displays 
(44 color combinations possible) 


NOW AVAILABLE M & D’s NEW CHALLENGER FIXTURE LINE CATALOG 


available through the M & D Store Planner in your area. 
Write, wire or ‘phone M & D Store Fixtures, Inc., Dept. 84 


rf | 6 No. Michigan Ave., Chicago 3 or City of industry, Calif. 


_ Pal 
HARDWARE AGE, NOVEMBER 6, 1958 





A ee ee, ee 





mix, and spray gun characteristics 
help choose the correct gun for the 
job. A directory in the catalog de- 
scribes the best Campbell-Hausfeld 
equipment for each job need. Camp- 
bell-Hausfeld Co. 


For more data circle No. 18 on postcard, p. 75 


Four-wheeled snow plow 


This 1959 model Sno-Whizzer 
home snow plow rolls as easily as a 
baby carriage. Rolling on four 
wheels it throws snow to either side 
automatically. Blade adjustable to 
a 22 degree angle for maximum 
throwing action. Blade has seven 
adjustable positions and will clear a 
22-in. path. Leveler wheels permit 
Sno-Whizzer to glide easily over 
rough pavement. Lists for $9.95, 
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heavy duty at $12.95. Great Amer- 
ican Equipment Corp. 


For more data circle No. 19 on postcard, p. 75 


Low cost vinyl boat bumper 


Boat owners will be customers 
for this low cost cylindrical boat 
bumper. This vinyl bumper is 14 
in. long and 1% in. in dia. and 
has a length of polyethylene 
rope attached. Retail price of the 
bumper, which will not float, is $1. 
Columbian Rope Co. 

For more data circle No. 20 on postcard, p. 75 


All-purpose gun care product 


“Aim” is an all-purpose gun-care 
product used to lubricate, remove 
lead and fouling and to give long- 


74 


lasting protection from rust in one 
application. It combines best. qual- 
ities of gun oils, solvents, greases 
into one product with affinity for 
metal. Pin-point aerosol spray-ap- 
plication gives complete coverage 
in hard-to-reach concealed firearm 


> 


mechanisms and actions. LeFevre 
Laboratories, Inc. 


For more data circle No. 21 on postcard, p. 75 


Two-calibration steel tape 


Two-color calibration and smooth 
automatic rewind are features of 
the Wyteface-90 tape retailing at 
less than $3 and offered in 6, 8, 10 
and 12-ft lengths. For easier read- 
ing, calibrations on this steel tape 
show inches in black numerals and 
feet in bold, red numbers at every 
inch mark. Inches are also num- 
bered consecutively the entire 
length of the tape. Tape rewinds 
smoothly when pressed on a flat 
surface or when top or bottom of 


ka... 


case is squeezed. Keuffel & Esser 
Co. 


For more data circle No. 22 on postcard, p. 75 


Pre-packed night light 
The Sof-Glo safety light is a 
guide light with sufficient illumi- 


Soretyplite 


nation to indicate wall or floor. It 
plugs into any wall outlet and has 
sturdy “on and off’ switch. Neon- 
type lamp will furnish 5000 hours 
of continuous use. Packed in a 
blister card it has a retail price of 
about 49¢. Cable Electric Products, 
Inc. 


For more data circle No. 23 on postcard, p. 75 


Power reel lawn mowers 


The 1959 Choremaster line in- 
cludes 18 and 2l-in. power reel 


~ : 
“y 
fos 


lawn mowers with 5-in. diameter, 
five-blade cutting reels. Each has 
154 h.p. engine for cutting small 
to medium-sized lawns. _ Recoil 
starters are side mounted for con- 
venience. Controls are grouped 
near top of handles. Stand-up han- 
dles ease storage problem. Zone 1 
retail prices ; $99.95 for 18-in. unit, 
$139.95 for 2l-in. model. Yuba 
Power Products, Inc. 


For more data circle No. 24 on postcard, p. 75 


Home drill and anchor set 


Red Head self-drilling concrete 
anchors are now offered in Home 
(Continued on page 79) 
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Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 



























































use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 3 


New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage secessery if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 
Post Office Box 60 
Village Station 

NEW YORK 14, N. Y. 












Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 11/6/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 . 2 8: Be: ee: 
“a. | 2 2 PP Sw OO: ae eee 
7 «@ @ B® BS SB.2:. B. 2 BA SS 4 42. | 
424 #28 42 8&8 &2& BD SM 8 Se SF 8S 8 
Se &@ © fC. @ © «2 8 O22... 2 BS SR 
me 7? BR. SB. RS Oe Ss. UU: ee Se. eS 
7 2B 3H MBM HW 06H WT W DW WSO Wi WA WS Ee 168 
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CTT HHT Hil aT 


Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead tully describing item wanted. 1 /6/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. §| A big help for busy deal- 
2 4 S * ¥ 11 13 15 | | ers. Use this card for free 
16 eo 8 a 24 26 28 30 : information on new prod- 
31 343536 39 41 43 45 B| © ucts described in this issue. 
46 49 SO S51 : 54 56 58 60 | 
61 646 65 66 69 71 73 75 
76 79 80 =«68t 84 86 88 90 
91 99 100 101 102 +103 #104 «105 





YOUR NAME 

PERM cccccccccccccccccccsescseces occeeccesovesroccocccees eoesesecceces ees 
PERM ADDRESS 2. cccccccccccccccccceccccccccesceescccsccoseceeecees eeecese 
STTY OF TOW s cc ccccccsncceceseces ceccccecce ccccce c DIATE... cee oeseeee 





FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 
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BUSINESS REPLY CARD 


Ne postage necessary if mailed in the United Stetes 













































































POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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HARDWARE 
The Smoothest in Movement 


Designed for modern interiors. A real space- 
saving type of door that folds and slides 
out of the way. More floor area and unob- 
structed wall space are now available 
for more artistic placement of furnish- 
ings. The installation and operation 

of this hardware is the ultimate in 
simplicity. 


Noiseless Nylon Pivots carry 
door weight with ease. 
Nylon Roller guides the 
door in the track mounted 
at the top of door opening. 


7 \ WALIONAL * 
wIG.CO. 





STEEL GALVANIZED TRACK 


Jamb bracket permits use with 
either wood or concrete floors. 
No measuring needed fo lo- 
cate bracket 
— just attach 
to jamb. 


Pivot brackets are adjustable, 
both laterally and vertically, 
and never need lubrication. 
Bottom door aligners to keep 
four panel installations in per- 
fect alignment. All hardware 
zine and chromate plated. 


JAMB 
BRACKET 






NATIONAL 
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and SLIDE DOOR 
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ADJUSTABLE PIVOT BRACKETS GUIDE ROLLER 





Sterling 
lilinois 


COMPANY 


3 famous names in the No. 1 
distributor line of ironing tables 


Arvin MET-L:TOP 


Rolls 4 ways— 
right or left when 
in vse—sideways 
when folded. 

. 


— 


Arvin MET-L-TOP Roll-Away Arvin MET-L-TOP 11-Height Adjustable 


Superior 4-way roll-away action completely Outstanding stability poe 4- es no-wobble 
eliminates lifting and dragging . . . Infinite construction, reinforced ightweight, 
height adjustment from 26” to 36”... . Auto- only 14 lbs. ... Adjusts nm 11 positions from 
matic safety lock .. . Yellow top, chrome legs. 23” to 35” . . . Yellow top, turquoise legs. 
Model C-691, $14.95* Model C-607, $9.95* 





Other tamews so Sa models: 

— Arvin Pad and 
RAGES e Cover Sets 
“Custom-fit”, onety 
for Curvalite, one for 


all other models. 
$2.49 to $4.98. 


*Prices slightly higher 
of Rockies. — 


Arvin Curvalite Arvin MET-L-TOP Arvin Glide Easy 0 
Revolutionary new shape Infinitely adjustable; yel- | PROMOTIONALLY PRICED NATIONALLY 
cuts ironing time up to 4. _low top, turquoise legs. L1-height adjustable, Model ADVERTISED 
Model 4015, $19.95* Model C-689, $12.95* Fixed position, No. 170. 


SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 


Furniture and Housewares Division « Arvin INDUSTRIES, Inc., * Columbus, Indiana 


Arvin manufactures Radios, Portable Electric Heaters, Eiectric Fans, Car Heaters, 
_ es Leisure ture and Outdoor Grills. 
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(Continued from page 74) 


Kit form. Do-it-yourselfers can 
choose several sizes in compact 
carded kits. Two new-size kits are: 
K-38 with four *%-in. bolt size 
Snap-Off Red Heads and K-56 with 
four 5/16-in. bolt size Snap-Off Red 
Heads. Home Kits also include ex- 
pansion plugs and holder/driver for 
installing with claw hammer. Kits 
retail at about $1.85 and up. Addi- 





tional Red Heads at about 17¢ 
each. Phillips Drill Co. 


For more data circle No. 25 on postcard, p. 75 


21 in. heavy gauge snow plow 
Snow rolls easily to the side when 
cleared with the Sno-Thro. This 
easy to push snow plow features a 
heavy gauge 21 in. blade designed 
to roll snow from walks and drives. 
Moves through 4 to 5 in. of snow 
with ease. Blade positions itself 


automatically for depth. Retails 
for $12.95. Aaero Mfg. Co. 


For more data circle No. 26 on postcard, p. 75 


Foot-control mower starter 


People interested in easy-to-start 
rotary mowers will want the Mow- 


Master model 522 with Prest-O- 
Matic starting which eliminates 
stooping, pulling and jerking. It is 
started with a step-on foot control. 
Fingertip clutch and throttle con- 
trol, offset wheels prevent scalping. 
A 24-in. self propelled rotary tops 
the line. It has pressure action 
drive and a 3 hp 4-cycle engine. 
Mow-Master Div., Propulsion En- 
gine Corp. 


For more data circle Ne. 27 on postcard, p. 75 


Liberty bell design socket 


Customers who like unusual de- 
sign sockets will want the Liberty 


Bell No. 732 Attachon socket de- 
signed to resemble the Liberty 
Bell. With the Attachon customer 
lays wires in, gives top a one-quar- 
ter turn clockwise. One-piece con- 
struction with hanging hook per- 
manently fastened. Lamp is se- 
cured by side spring contact. Made 
with green top, black bottom. 
Eagle Electric Mfg. Co., Ine. 


For more data circle No. *8 on postcard, p. 75 


High-style door closers 


Here’s a new design door closer, 
with a special precision spindle as- 
sembly. Fewer parts are employed 
in these units than in most door 
closers. Variation from the small- 





Cet New 
Sales Records 


Fast turnover 
with the home repair 
e}gelelelouamdal-0 gmap. <-1— 
‘o}m@-Coudior-tiham-Cab acaliare 


Plastic 
Steel 


as easy to use-as 
aalelel-iilalemmeit-4y, 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays ard 


sales aids available 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


2010 —talelloteli me hiasiss 
Danvers, Mass. 


, 





this is the only rack that makes it 


aluminum for the 





* zynolds was first to introduce Do-It-Yourself Aluminum. Today it is 

ill the only complete line sold from this traffic-stopping, self-service 
rack! Here, at one convenient source, the home handyman can find 
aluminum sheet, screen and storm window components, new sliding 
door track sets, tubing and tubing fittings, bar, angle, rod and 15 
types of rustfree, non-staining aluminum fasteners. 


Here, too, he gets easy-to-follow Project Sheets, furnished to you 
free by Reynolds, showing him how to make all kinds of useful items 
from lightweight, attractive aluminum. The convenient display also 
reminds the customer that he’ll need window glass, tools, screening 
and many other related items which you also sell. 

If you aren’t a Reynolds Do-It-Yourself 
Aluminum dealer, get on the bandwagon 
now. Never before was there such interest 
in aluminum, the modern miracle metal, 
for home repairs and improvement! Get in 
touch with your Reynolds distributor to- 
day, or write for the profit-making details. 

Reynolds Metals Company, 6601 West 
Broad Street, Richmond 18, Virginia. 


by the 
makers of 


Reynolds Wrap 


Reynolds 


Richmond 18, Virginia § \ 
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For BIG Volume 
and more Profits! 
PLUTO 


QUALITY 


DRILLS - FILES - TAPS 


Go After the DO-IT-YOURSELF Business 
with Nationally -_ PLUTO Products. 


Lato more? — No. 6 
Pre seanare “4 PLUTO 


) Special hlloyed 
Steel 
HAND TAP 
SET 


6 pcs. 
List Price 
$3.25 


No. PB10 


PLUTO 
Special Alloyed 
SPEED 
DRILL SET 
10 pes. 
1/16” to V4” 
List Price 
$2.03 


No. PBSt4 


PLUTO 
Special Alloyed 
SPEED 
DRILL SET 
5 pcs. 
Ye” te Yo" 
Ya” Shank 
List Price 
$3.78 


MECHANICS 
FILE KIT 


6 pcs. 
List Price 
$4.25 kit 


imported 


cuality * PLUTO kits have been made by 
ll an ge _. a 0g ~—— 


PRICE! 
ucts for V 
Bulk stock 


Files «Rasps e Needle Files « Drills « Taps. 
Your Hardware jobber has PLUTO.. See 





| est to the largest size 








him ont bane Volume and more Profits 
COMPANY 





WHAT'S NEW 





is only 


1 5/16-in. in depth, allowing for 


_ concealed applications in standard 
| 1 %-in. thick doors. When surface 


applied, closer projects less than a 


| door knob, permitting full door 


opening on doors opening against 


a wall. Sargent & Co. 
For more data circle No. 29 on postcard, p. 75 


Versatile garden spray 


DuPont’s Combination Garden 


_ Spray is a wettable powder pesti- 
_cide combination especially de- 
_ signed for use with hose sprayers. 
_ The formulation includes methoxy- 
| chlor insecticide and Parzate zineb 
_ fungicide. It meets the standards 


for use on grapes and is effective 
on flowers, ornamental shrubs, 
vegetables, fruit trees and berries. 
One 10 oz canister makes 12% gal 


of spray. E. I. DuPont de Nemours 
& Co. 


For more data circle No. 30 on postcard, p. 75 


Finger-tip control mower 


Homeowners will like the finger- 
tip control on this 1959 Roto-Rugg 
rotary mower with 22-in. cut, pow- 


ered by a 4-cycle, 3 hp Briggs & 
Stratton engine. Recoil starter, 
choke, throttle and stop controls 
are all operated from control panel. 
Vac-U-Lift inner ring creates 
strong lifting action to raise and 
hold grass, then whirls cuttings 
around to be re-cut into fine mulch. 
E. T. Rugg Co. 


For more data circle No. 31 on postcard, p. 75 


Portable electric mixer 


Princess is a streamlined port- 
able electric mixer with 3 speeds. 


A thumb-tip control ejects chrome 
beaters. Comes in white, pink, 
turquoise, or yellow. The Princess 
is lubricated for life and weighs 
less than 3 pounds. Suggested re- 
tail price, in self-display package: 
$17.95. Northeast Electric Co. 


For more data circle No. 32 on postcard, p. 75 


Aluminum scaffold line 

Here’s a light-weight, wide- 
trussed model scaffold with alumi- 
num rails and rungs. It has non- 
skid decking. Truss folds flat when 
not in use for easy storage. Lengths 
of 10 to 14 ft come with 2%-in. 
rails. The 16- to 20-ft models come 
with 3-in. rails. Also offered by 
the same company are Victor ex- 
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You're stocking merchandise that has 
the public’s confidence when you order 
plastic pipe made of Tenite Polyethy- 
lene. 

Eastman is a leader in plastics, and 
its pipe-grade polyethylene is a care- 
fully formulated material that produces 
long-lasting pipe. Tenite Polyethylene 
offers outstanding resistance to weath- 
ering and stress cracking...the two 
factors that can cut short the life of or- 
dinary polyethylene pipe. 

Ideal for carrying cold water indoors 
or outdoors on farms, in the home or in 
industry, polyethylene pipe enjoys a 
steadily increasing market. It can be- 
come a regular profit-maker for you. 

Users like its light weight and easy- 
handling characteristics. Its flexibility 
permits it to be curved around most 
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Polyethylene pipe 
when its tag promises iong life 








obstacles, with less need for angle fit- 
tings. It’s available in rolls for long, 
coupling-free runs, but it can also be 
cut into short lengths with a knife. Sim- 
ple compression fittings speed connec- 
tions. Freezing does not harm the pipe. 

Tenite Polyethylene plastic is made 
by Eastman and is supplied to extrud- 
ers who produce the actual pipe. This 
pipe carries the tag shown here. It's 
your customer's assurance that he’s 
getting all the advantages of Tenite 
Polyethylene. 

For the names of pipe extruders plus 
a free folder explaining the usefulness 
and durability of pipe made of Tenite 
Polyethylene, write to EASTMAN 
CHEMICAL PRODUCTS, INC., subsidiary 
of Eastman Kodak Company, KINGS- 
PORT, TENNESSEE. 








This yellow tag 





assures your customers 


of durable (|) plastic pipe 


THis 
LONG-LASTING, FLEXISGLE 
PIPE (3S MADE OF 


Mas 


= 


Pasy to metal: » Newer Corroces + Requires se TReeedng 
LOgmt in Weignt + Aseures Migh Fiow + Unatfected By Freeeing 


MeN UG 


POLYETHYLENE 


an Eastman plastic 
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for FOUR Complete Lines 


Now all these fine old familiar lines 
are under one roof, at one address. 
Send one order. Receive one in- 
voice. Check one inventory. 


Get 


more satisfaction at 


SAFE ... since 1849. 


Order from your jobber. 


PADLOCK AND HARDWARE COMPANY ® LANCASTER, PENNA. 








|r. l-taelc+hicla- wea) ie) a- 


> PURITAN 


toilet 
seats 


See your jobber! 
PRODUCTS, INC. 
CLEVELAND 2, OHIO 


' 


























| STEEL BLU 


THE TRADE CALLS — 


for 
DYKEM 


— 


( 
ys 


a 
Dies and 
Templates) 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. «© St. Lovis 6, Mo. 


X > 


7 i} 
> 


Tv 
W0battessscel 


WHAT’S NEW 








tension ladders with aluminum 
rungs. The 10-14 ft scaffolds list 
at $6.23 per ft and the 16-20 ft 
scaffolds at $6.93 per foot. Howard 
B. Rich, Inc. 


For more data circle No. 33 on postcard, p. 75 


Promotional power mower line 


This 24 in. rotary mower is in 
the new Lawnmaster promotional 
line of rotary, reel and riding mow- 
ers. Features of the 24 in. model 
include deluxe fingertip handle 
controls, non-scalping wheel place- 
ment and E-Z Height cutting ad- 


justment. It is equipped with a 
4-cycle, 3 hp Clinton engine with 
recoil starter. Comes in two-tone 
turquoise and white. Lawnmaster 
Co. 


For more data circle No. 34 on postcard, p. 75 


Storm door knob latch 


An improved solid handle and 
decorator tulip style knob increase 
the variety of the Ideal knob latch 
series for aluminum and other com- 
bination storm and screen doors. 





Six variations of the bronze oilite 
| bearing latch are now offered: solid 
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The more you look... the better they look 


Dependable Distribution from these Warehouses: 
New York © Philadelphia © New Orleans 
Atlanta © Pittsburgh ©® Cincinnati © Dallas 
Chicago ‘® St. lovis © Detroit © Denver 


GRABLER SQUARE “GEE’ 
PIPE FITTINGS 


ORDER FROM YOUR WHOLESALER 
The GRABLER Manufacturing Co. ¢ 6565 Broadway °« Cleveland 5, Ohio 


Minneapolis © San Francisco @ Los Angeles 





THE NAME THAT — ; ) WHAT'S MEW 


IN THE PAC THAT ATTRACTS! me | 


A 
A 





» 


TRAPS 


What a trio for profit... Victor traps in eye- _ “ 
catching, self-selling visual display pacs! No. M-P Victor 


When you handle Victor Traps, you sell more... "win-Pae 

make more profit because you’ve got the name, the 

package, the quality, and most important...a big NEW! No. M-17 
profit margin, to back you up. And with Victor pacs, Victor Easy-Set } 
you eliminate “‘one-at-a-time” sales and reduce shrink- Metal Meuse Trap 

age, too. on new 2-Pac Card | 


Remember, all you have to do is display Victor (i pUpyee=, 
traps in convenient pacs ... they sell themselves! . 4 =F 








handle with standard or jalousie 

| j : extended shank; spring loaded han- 

No. M-O Victor sy | ‘4 ET a dle with standard or jalousie ex- 

4-Poc al = ¢ 3 tended shank; standard knob with 

% standard or jalousie extended 

shank; tulip style knob with stand- 

ard or jalousie extended shank; 

solid or resilient strike and with or 

without key locking. Jdeal Brass 
Works, Inc. 


For more data circle No. 35 on postcard, p. 75 
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Order Victor mouse and rat traps 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA : ; 
LITITZ, PA. » PASCAGOULA, MISS, * BERKELEY, CALIF. « NIAGARA FALLS, CANADA | 24-in. promotional mower 


— This Brenner mower for 1959 has 





mower with 4-cycle 3-hp. engine, 


f 177 has a 25-in. deck with front chute, 
@ S e metal cover and recessed side wheel. 
@ ® 

te@ G74): 


Graphited LOCK-FLUID 


SAWHORSE a choke-a-matic control and remote 
BRACKETS $a UIR 7 17 rewind starter. It is a 24-in. rotary 


show them in actual use @ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS When car , 
crossbar with Jiffy Brack- . | ., them LOCK-EASE’ When garoge 
ets. All-welded construc- 16 casey spotty a 2 Tilaeh gl 
tion. Set up and knocked few. squirts f 
down instantly. Each pack- © FAS’ gee 
age is a colorful display. 12 aes 
Sets to a carton. 

Dealer helps 

FREE. 


icon 1 AVA . Stor-Mower handle has Hi-Lo ad- 
JIFFY SAWHORSE i = ¥ &/ justment so that handle stands up- 
TO DEMONSTRATE — | <j right for easy storage, and raises 
Nationally ih! : or lowers 5 in. Atlas Tool & Mfg. 
advertised i! 

—order from Co. 

your whole- For more data circle No. 36 on postcard, p. 75 
saler, or 


direct if he 
cannot sup- 
ply 


working easy 


ocks freere 








Reversible hunting coat 

Big or small game hunters will 
want this CYR reversible coat. 
Camouflage army duck shell is re- 
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It pays to do business with LINZER 


you <7 
ae ra PAIN PAINT 
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the moment you 


become a LINZER 
customer! 






















YOU RATE prompt, courteous personal 
attention because you deal direct. No 


middleman! 
YOU RATE dealer-tested displays, scien- 
YOU RATE consistently better buys... tifically designed to sell more brushes, 
bigger profits. more paint. 








YOU RATE a better product . . . backed YOU RATE hard-hitting national adver- 
by more than 65 years of brush making tising and publicity to presell Linzer 
experience. quality. 








YOU RATE immediate shipment from YOU RATE service . . . spelled with a 
our completely stocked warehouses. capital B-E-S-T! 


AS ADVER TISED 
Visit us at the National Retail Paint and Wallpaper “ 
Dealers’ Show, Public Auditorium, Cleveland, Ohio, 
Nov. 18-19-20, Booth 426-428. 


4d; 


ays ag DAVID LINZER & SONS, INC. 


U, 10-20 ASTOR PLACE NEW YORK 13, N. Y. 


GUARANTEED Quatity SINCE 1892 World’s Largest Direct-to-Dealer Brush Manufacturer 
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TURN TURMOIL...INTO 


TURNOVER 





versible to bright yellow poplin for 
hunter safety. Coat can be worn 
over insulated underwear or as a 
shell coat in a warm climate. Coat 
has full complement of smartly- 
styled pockets on each side, heavy- 
duty double-zip front, zippered 
carry-all pockets. Retail $23.95, 
matching reversible hood $3.50. 
Red Head Brand Co. 


For more data circle No. 37 on postcard, p. 75 





Imported steel garden rake 
This garden rake is made of 
Danish heavy-gauge steel and has 
14 curved teeth, 3 in. long on a 
14-in. wide head. Teeth are *4-in. 
WITH apart. Head has goldtone finish and 


Strypeeze 


Now, you need only TWO Paint Removers 
and you can sell every customer! 
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Savogran’s new STRYPEEZE SPECIAL 
ends your need for a shelf full of paint removers. » 
Now, you need only two. New Strypeeze Special , ( 
- pik is the finest water-rinsable remover ever mar- 
ine ins nas 3 ge keted ... the perfect companion for long-famous is weatherproof and rust resistant. 
worst Aon book- = Regular Strypeeze. Both have the Good House- It has a 60-in. long handle. Pluto 
haneee ted keeping Seal! ee Re aie 
neventengb titrate TS Order from one source . . . stock just two re- | "* ™°™* “*t* “ici No 38 om postcard, pe 
ishes”’... plus a 


“Guide to Uses” chart. movers ... you'll never miss a sale! 











improved heating tape 
Order Strypeeze from your jobber today ae injection eels plugs and 


"2 button ends add strength and im- 


prove the appearance of Line-O- 
Made by THE “wwe CO., 259 Lenox Street, Norwood, Mass. | Heat heating tape. Rated at five 


watts per foot it will keep water 
pipes, pumps, etc., from freezing 
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Now—becai:77 DAP offers dealers a full-profit 
line of quality caulking, glazing and sealing 
compounds that sells for every home use... in 
bright packages and new self-serve display car- 
tons that help you sell more than ever before. 
Now—because DAP boosts dealer sales with 
standout advertisements all year long in leading 
national magazines*—advertisements seen again 








eee Ee 

ie ~ ee. ae R Noyce 
RASS 2 . K Boe 2 

x SA BEES are 
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CAULKING -GLAZING-SEALING PRODUCTS 


and again by more than 40 million people. 


Now—pbecause DAP delivers eye-catching dis- 
plays and handout folders for dealer store tie-in 
...to remind pre-sold prospects you sell the 
DAP products they know they need. 


Now’s the time to sell DAP—and all you have 
to do is call your DAP wholesaler. Write us if 
you need his name. 


x Advertised the year round in The Saturday Evening Post, 
Popular Mechanics, Household, Sunset, Progressive Farmer, 
Family Handyman and other magazines. 








Factories in: Dayton, Ohio « Alexandria, Virginia « Chicago, Illinois « 


DAP E-L-A-S-T-I-C 
GLAZING COMPOUNDS 


Special DAP formula makes these 
compounds spread easily —form a 
lasting and elastic seal — adhere 

to wood or metal. Stock DAP “33”, 
and there’s no need to carry 
several types of glazing material. 
Stock DAP “1012”, and you have 

a compound that matches the color of 
aluminum sash and doesn’t require 
painting. Stock both — with the full 
DAP line — and watch profits grow. 











Decatur, Georgia 


Dallas, Texas * Richmond, California « Xenia, Ohio * Melrose, Massachusetts 











&é [ 79 
CLAMPS 


B&C is a budget priced, quality 
line. Made to sell fast at a good 
profit. 


CARRIAGE CLAMPS 


8 SIZES TO 8" OPENINGS 
1" to 4" throat depths 
No. 141—1"" No. 144——4"" 
No. 142—2"" No. 145—5"" 


No. 1422—2'/2"" 
No. 143-—3"" 


DEEP THROAT CLAMPS 


7 SIZES TO 6" OPENINGS 
3" to 5" throat depths 


No. 253—3"" 
No. 264—4"" 
No. 265——5"" 
No. 266—6"' 


No. 251—1"° 

No. 252——2"' 

No. 252/2—2'2"" 
B&C vise type handles and free act- 


ing rocking pads assure quick, easy, 
safe clamping. 


COMPARE B&C FOR PRICE 
AND PROFIT. SEE YOUR 
JOBBER OR WRITE 


THE 


BRINK & COTTON 


MFG. CO 




















WHAT’S NEW 





in the coldest weather. Offered 
with built-in thermostats Line-O- 
Heat and Automatic Line-O-Heat 
come in 10 sizes from 4 to 80 ft for 
120-volt use. Also 40, 80, 120 and 
160-ft lengths for 240-volt use. 
Smith-Gates Corp. 


For more data circle No. 29 on postcard, p. 75 


Paint brush cleaner tool 


Professional or do-it-yourself 
painters will want the Jet, a dura- 
ble rustproof tool which attaches 
to any 14-in. drill and spins a paint 
brush free of solvent-thinned paint 
in a matter of seconds. A locking 


device holds brush handle securely, 
eliminating any chance of brush 
coming loose during spinning ac- 
tion. List $5.95. Chemtor Products 
Co. 


For more data circle No. 40 on postcard, p. 75 


Hoops have night-time glow 


Hoop twirlers can get added 
pleasure from using the Glow 
Hoop which has a luminescent fin- 
ish to make it glow in the dark. 
Hoops are offered in miniature 
sizes for arm and leg twirling as 


well as in the regular large size. 
The new hoops are designed to 
keep hoop interest alive inside the 
home with day-time play hours 
shorter outside. Gering Products, 
Ine. 


For more data circle No. 41 on postcard, p. 75 


Wood-sealing compound 


Here’s Parks Wood Seal for seal- 
ing and conditioning ali wood floors 
(particularly pine) for smooth, 
durable finish. Offered in 5-gal, 
gallon, quart and pint containers 
as well as in 53-gal drums. De- 
veloped essentially as a base for 
Parks Kote the new sealer is ideal 


for use as a first coater for any 
clear finish, paint, shellac or enamel 
on furniture, doors, paneling and 
wood trim. Parks Co. 


For more data circle No. 42 on postcard, p. 75 


indoor-outdoor thermometers 


Here are five indoor and outdoor 
thermometers on a display board. 
Accurate to plus or minus one de- 
gree Fahrenheit they include: 
Matched Pair comes in round shape 
with thinline design retailing at 
$6.95. Indoor model is for desk 
use, outdoor unit is window- 
mounted. Lookout, an indoor-out- 
door model, has dial-type scale for 
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New Pacesetter merchandising from 




















FRONT REAR 


NEW! PACESETTER ISLAND DISPLAY 


Shows all... sells all... saves space! The compact, 
colorful Pacesetter package is an island of sales ideas 
that’s worth its space in gold! It’s a two-sided display 
(shown right) to attract customer attention coming and 
going. Versatile, too — use it on the floor, in window dis- 
plays, etc. Dimensions: height 66%”, width 27”, depth 15%”. 


With Corbin, you sell a complete line of builders’ hardware. 
You also sell a name well-known for high quality at com- 
petitive prices. Remember, too . . . Corbin always follows 
through with valuable dealer aids, merchandising ideas, 
planned promotions — complete profit packages to help you 
make more sales! 


There's plenty of opportunity and profit for Corbin dealers. 
Write for prices and details. P. & F. Corsin Division, The 
American Hardware Corporation, New Britain, Connecticut. 


GOOD BUILDINGS DESERVE CORBIN HARDWARE 
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ANOTHER CORBIN FIRST! 


Here’s smart hardware merchandising, 
with a perfect sales tie-in for your 
building materials department! Corbin 
is the first manufacturer to offer this kit 
of panels (shown left) in keeping with 
the NRLDA “Panels in Action” Pro- 
gram. Mount them on your sample 
doors. 6 panels — enough hardware for 
both sides of the door — plus 3 com- 
plete locksets. 





Ther eS Moore Garry, that 


More sales-getting promotions. ..more 

aggressive advertising, including nighttime 
network TV!...more effective decorating helps— 
featuring a great new MAESTRO® COLOR 
PLANNER=—will bring more customers into 
Pittsburgh Paint dealers’ stores. 


ittsburgh Paint dealers have enjoyed a 
banner year in 1958! 


@ Aggressive and timely promotions of high- 
quality products, backed by hard-hitting 
advertising in magazines, newspapers and 
on T'V and radio have brought the greatest 
number of customers into their stores in 
Pittsburgh Paint history. 


@ 1959 will be an even bigger year! ‘There'll be 
more promotions. More powerful advertis- 
ing in magazines, on radio and in newspapers, 
with dealers’ names listed at no charge. 


@ And for the first time there'll be nighttime 
network ‘T'V—the new GARRY MOORE SHOW 
—with this great star’s convincing sales- 
manship reaching households in every 
dealer’s community. 


@ Next year Pittsburgh Paint dealers will 
have available for their customers the most 
complete color service in the industry. A new 


MAESTRO COLOR PLANNER, with thousands 
of color harmonies to choose from, has been 
added to the MAESTRO COLOR SELECTOR and 
the popular book, “Modern Decorating 
Ideas.”’ Supplementing these is a complete 
line of color cards, with large-size chips and 
helpful painting suggestions. 


@ Store identification signs, eye-compelling 
window displays, streamers, banners and 
pennants identify dealers’ stores as Pitts- 
burgh Paint headquarters. And a completely 
revised edition of the helpful Maintenance 
& Buying Guide aids dealers to serve their 
customers more efficiently. 


@ This complete sales promotion and adver- 
tising program has been carefully planned to 
help Pittsburgh Paint dealers get a bigger 
share of the 1959 market. Now is the time 
to get on the bandwagon and cut yourself 
a bigger slice of the paint business in your 
community. MAIL COUPON TODAY! 


PITTSBURGH PAINTS 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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is)...and More...for ‘99! 


New GARRY Mo 
OW On 157 stat; 
40,000,000 


TUESDAY F 
CBS-Ty A 


ORE SHOW 
Ons reaching 
homes 


VENINGS 10 
, -J7J P. ; 
ND AFFILIATED STarione 


Pittsburgh Plate Glass Company, 


Paint Division, Dept. HA 118, Pittsburgh 22, Pa. 
How to Put Garry Moore’s : pr rg 


Gentlemen: I am interested in how I can use your 


Salesmanship to Work For You! promotions and the salesmanship of Garry Moore to 
| help increase paint sales in my store. 

elif you want to take advantage of timely 

product promotions offered by Pittsburgh to 

its dealers during 1959, backed by two-fisted Adiess 

advertising which includes the convincing T'V 

salesmanship of Garry Moore, mail coupon. 
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iat N E E Inge y 
BATTERIES! ¥ 





There’s new selling-power for you in the 
new GIANT-power Titan Chain Saws. Titan 
gives you sales-winning new features, in a 
line of saws to fit all your markets, from 
occasional user to commercial cutter. 


DISTRIBUTORS: 
A few choice territories available for qualified 
distributors. Write, wire or phone for information 


Propulsion 


ENGINE CORPORATION 
401 Marion Ave., $. Milwaukee, Wis. 


a subsidiary of Food Machinery & Chemical Corp. ® 
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WHAT'S NEW 





indoor temperature, _ tube - type 
thermometer for outdoor level. It 
comes in antique white at $6.95. 
Medallion is a paperweight indoor 
model at $2.95. Scout is a 2x7-in. 
outdoor model. And, the Explorer 
is a 24% x 7% in. outdoor in pastel 
yellow. Scout and Explorer sell for 
$1.95. A counter display with one 
each of the thermometers costs 
dealer $12.45. Home Products Div. 
Minneapolis-Honeywell. 

For more data circle No. 43 on postcard, p. 75 


Germ killing deodorant spray 


Mothers can make the nursery 
more sanitary and sweet smelling 
with this newest member of Kry- 
lon’s Mist Fragrance spray line. 
Nursery Mist fights air-borne bac- 
teria and creates a baby powder- 
like aroma throughout the nursery. 
The 6 oz spray dispenser sells for 


98¢ and comes packed 12 to a case. 
Krylon, Inc. 
For more data circle No. 44 on postcard, p. 75 


Oriental symbol on lock 


People who like an Oriental motif 
will want this Shou lock escutch- 


Sort ey yee . . sp S80 OR ee 
. . rt et . u v “3 





eon. This Shou decoration has 
Tulip knob design widely used dur- 
ing the T’ang dynasty. It is a 
symbol of good luck, long life and 
happiness. Open-back escutcheon 
allows use of variety of colors and 
textures to match or complement 
trim decor. Escutcheon is 8 in. in 
diameter. Schlage Lock Co. 


For more data circle No. 45 on postcard, p. 75 


Combination fishing rod 


Here’s a new spinning, bait cast- 
ing rod, one of True Temper’s 


Flipline series with two-piece tip 
with Holloglass upper section and 
solid glass lower section. Fast ac- 
tion of Holloglass, supported by 
greater casting power of solid glass 
creates a new kind of overall rod 
action for casting both light spin- 
ning lures and heavier casting 
lures. Lists at $9.95 in 6-ft and 
614-ft lengths. American Tackle 
Div., True Temper Corp. 


For more data circle No. 46 on postcard, p. 75 


Rust-proof grass barrier 


Swan Grass Stop will not rust 
or corrode and will last indefi- 


nitely. The all plastic grass barrier, 
which has no sharp edges, provides 
straight edges for flower beds, 
walks and so on. It is available in 
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BRENNER Ree 
Model D300B 


4 Cycle 3 H.P. 

a all SEW for 1959 e. Briggs & Stratton 
sp Engine with Remote 

. < Rewind Starter and 








featuring 
seal COMPETITIVE PRICES "Chole: A-Matic Control 
ly thro FAST TURNOVER Y gya -PROPELLED 
sails” ys J selec si basis FULL MARGINS a ec! Model SP300B 


ms, 4 Cycle 3 H.P. 
BIG PROMOTIONAL | cag 1 teat Sones 


ROTARY POWER MOWER ‘9 = S Rewind Starter and 


M 0 D E LS Choke-A-Matic Control 


including Giant 24” and ~<: 21” DELUXE 


” Model B250 
Self Propelled 21 _ 4 Cycle 2’ HP. 


{ Briggs & Stratton 
0% Engine with Hand 
= Throttle and 
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ALL with New 


HI-LO Adjustment Rewind Starter 
raises or lowers handle 





Bi 19” SUPER DELUXE 
Model C200BA 


full 5° to most com- 








ALL with New — fortable mowing height! 4 Cycle 2 H.-P. 
STOR-MOWER Handle : a Briggs & Stratton 
cal — , 1 Engine with Remote 
Fes ands pote , | } Rewind Starter and 
easy storage: 21” SUPER DELUXE ‘e Choke-A-Matic Control 
Model B300 — 

4 Cycle 3 H.-P. i. * 19” DELUXE 
Briggs & Stratton Model C2008 
Engine with Remote : 4 Cycle 2 H.P. 


Rewind Starter and 
Choke-A-Matic 
Control 


Briggs & Stratton 
Engine with 
\ ee Rewind Starter 











ALL with 


owerful < ah 
BRIGGS & iy Va i’ Oe 19” ECONOMY 
gale CRS ae 4 Model 2CB 
STRATTON We eS PS 2 Cycle 2 HP. 
Engines te ” ac rage = Clinton Engine with 
_ except : Cons . Fie ae 0 ee Rope Starter 
Model 2CB! ae i RS Ser a Ne 











HURRY! 
SEND TODAY! 


We will rush complete free sales package. Gives 
all details, ordering information, costs, literature, 
samples, sales aids, etc. Also merchandise sam- 
ples available to jobbers, distributors, and whole- 
salers on request. 








ALL with Special Phosphatized B Company Name Bhs. tees, Me RES 
GREEN AND RED FINISH Bo Address... ee On See | BO si 
_ wears just like auto finish! :. oe... Zone... State 
4 Your Name........................ 
? Position................ tes TS 
Atlas aiso manufactures - BRENNER POWER MOWERS 
a complete line of barbecue ; A Product of 
braziers and quality fans. ‘ THE ATLAS TOOL & MANUFACTURING CO. 
‘ 5143 Natural Bridge Blvd. ° St. Louis 15, Mo. 
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“AT YOUR HARDWARE STORE” 


That's where our every ad is di- 
recting customers for their Toil- 
aflexes. Our advertising in most of 
America's top national magazines 
will continue to do so all year 
‘round. 

Make these easy, customer-sat- 
isfying sales. Stock this powerful, 
patented advertised plunger. 


eile \i8> @ 
Toilet QUO Plunger 


The Plunger They 
Ask for By Name 


By the makers of 
Water Master tank bolls. 





‘New Squee-zit Oiler 
has no working parts 
to get out of order! 


spillproof cap 


Perfect control always. 
Simply squeeze a drop or 
squirt where you need it. 
Ideal for home, work- 
shop, ofhce, and garage. 


Oil SUPPLY 
ALWAYS 
VISIBLE 





Bottle translucent un- 


breakable plastic. 
Type and amount of 
oil visible. Sturdy 
aluminum fittings. 


Withstands buffeting. 
— prevents spilling. 
Safe 


in toolkit or 
pocket. Popular sizes 
in straight and angle 
nozzles. 


See your distributor 


or write. 


BUTLER STAMPING CO. 
1000 SHORE ST. BUTLER, PA. 
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WHAT’S WEW 


4, 6 and 8 in. widths in 24 and 40 
ft coils, and also in continuous 
lengths. A 24 ft coil by 4 in. wide 
sells for $2.89. Packaged in a handy 
carry-home band. Display (shown) 
is free. Swan Rubber Co. 


For more data circle No. 47 on postcard, p. 75 





Box for large-size mail 


Homeowners who want one mail 
box to hold everything including 
over-size packages will want the 
No. 4020 Leigh Aristocrat Mail 
Box. Overlapping lid has weather- 
proof hinge to protect contents. 
Made of wrought iron, it is finished 
in Colonial black baked enamel 
with brass trim. Also offered in 
terra cotta and coral finish. Retail 
price about $6.25. Leigh Building 


Products, Div. Air Control Prod- 
ucts, Ince. 
For more data circle No. 48 on postcard, p. 75 


Two-tube lawn sprinkler 


Here’s a new model Andrews 
sprinkler made of heavy gage, dura- 
ble plastic. The two-tube unit has 
round holes that will not tear nor 
enlarge, easy clip-shortening and 


full coverage with gentle mist-like 
spray. Lightweight unit sprinkles 
around curves and over uneven 
ground. Offered in five lengths, 20 
to 100 ft. Take home Paks can be 
stacked for display. Andrews Co. 


For more data circle No. 49 on postcard, p. 75 


Barbecue salt, pepper set 
Barbecue fans will want the 
Chef’s Baton, salt and pepper set 


for barbecue cooking. They are 
long copper finished tubes with 
black plastic shaker heads at top. 
Tubes will hold a summer’s supply 
of seasoning. Plastic top may be 
closed to prevent spilling. Opposite 
end has loop for easy storage. Set 
is 18 in. long, *4 in. diameter. Trio 
Mfg. Co. 


For more data circle No. 50 on postcard, p. 75 


Streamlined cabinet pull 


The Stratopull has flanged edges 
and gracefully tapered center for 


a roomy, comfortable grip. De- 
signed for cabinet doors or drawers 
it is solid die cast and measures 
41% in. overall with 4-in. center 
holes. Offered in nine eye-catching 
finishes for all types of decor. Penn- 
Akron Corp. 
For more data circle No. 51 on postcard, p. 75 
(Resume reading on page 16) 
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REMARKABLE wee 
RIGID PLASTIC PIPE! 


* Higher Tensile Strength 
* Higher Heat Resistance 


















MADE OF 


YCOLAC® 


ABS TYPE il 
Thermoplastic Resin 











Ly 
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New Thermoplastic Resin from BORG-WARNER 


Now there are two types of ABS rigid 
plastic pipe made of Cycolac, the tough 
thermoplastic. The original Borg-Warner 
Cycolac L ABS Type I resin has already 
proved its worth in scores of applications 
from coast to coast. 

The new Cycolac C ABS Type II resin 
offers increased tensile strength, greater 


heat resistance and other important ad- 
vantages over metal. Among these are 
light weight, ease of installation and pro- 
tection against corrosion. 

To users of pipe, Cyclolac C offers 
superior service over a greater range of 
temperatures with increased chemical 
resistance. 


WRITE FOR NAME OF YOUR NEAREST CYCOLAC EXTRUDER 





PACESETTER IN 










DIVISION of BORG-WARNER 


WASHINGTON, W. VA. @ GARY, INDIANA 


also represented by: 

WEST COAST: Harwick Standard Chemical Co., Los Angeles, Cal. 
CANADA: Dillons Chemical Co. Lid., Montreal & Toronto 
EXPORT: British Anchor Chemical Corp., New York 





Marbon 
CHEMICAL 


SYNTHETIC RESINS 
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TO HELP YOU SELL 





(Continued from page 16) 


lamps in five new transparent col- 
ors and 16 of the D15 outdoor 
steady-burning lamps in five new 
transparent colors. Miniature Lamp 
Dept., General Electric Co. 


For more data circle No. 52 on postcard, p. 75 


Replacement blade selector 


Made to help dealers sell more 
tape rule refills is this display made 


of steel lithographed in yellow and 
green. Six broad hooks included 
for hanging four lengths of %-in. 
wide blades and two lengths of 
34-in. wide blades. Blade selector 
is a slide chart which designates 
proper refill for all popular brands 
and item numbers. Display and 
selector offered free with a basic 
assortment of 16 Lufkin White 
Clad Replacement Blades in new 
display packages. Assortment 
RW16 has retail value of $14.90. 
Lufkin Rule Co. 


For more data circle No. 53 on postcard, p. 75 


Display shows 44 items 

This revolving display shows a 
full line of upholstery nails, 3- 
prong furniture glides, ball casters 
and thumb tack boards with handy 
hang-up holes. Deal 270 rack fea- 
tures 44 different items, styles and 
finishes and takes up only 13 in. 


of counter space. Special tags on 
each prong simplify stock control 
by showing correct way to display 
items. American Tack Co. 

For more data circle No. 54 on postcard, p. 75 


Counter sponge merchandiser 


The Amsco sell-more program 
features three forms of Super Cel 
Sponge Spots. One (illustrated) 
for the full line of Amsco Super- 
Cel Reinforced Cellulose Sponges is 
a compact floor unit. It contains 14 
dozen pre-packed assorted oval and 
rectangular sponges in colors. An- 
other is a dump display unit with 





POPULAR-PRICED MODEL OF LANGLEY’S 


NEW! FAMOUS EASY-CASTING CLOSED-FACE REEL 


LANGLEY STATIONARY SPOOL 


LANGLEY THUMB CONTROL 


LANGLEY CLOSED FACE 


Sn cieel 





ADVERTISED PRICE 


ony 94 495 


Factory-filled with 120 yards 
6 Ib monofilament 











LANGLEY STAR DRAG 


""" tanaley 999 


CONVENIENT DOUBLE HANDLE 
LANGLEY CORPORATION DEPT. 44 
310 EUCLID AVE., SAN DIEGO 12, CALIFORNIA 
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“extremely economical” 


Claude Haven, Vice President, Haven Machinery & Supply Co., San Francisco, Calif., states: “We 
have owned and operated five Volkswagen Kombis for two years and have found them to be extremely 
economical. Their advertising value and practicability as demonstration vehicles has proven to be 
very profitable.” 

With rear seats removed, the Kombi Station Wagon has 170 cu. ft. capacity and carries a 1786-lb. 
payload. With seats put back in (a matter of minutes ) it’s a roomy station wagon for business trips 
or personal use. 





The engineered dependability of every Volkswagen is backed up by 
famous ® Service and Genuine ® Spare Parts in all 49 states. 


VOLKSWAGEN 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 
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DRILL SETS 


HIGH SPEED STEEL 

FOR 1/@”" €LECTRIC ORTLLS 
HS-13-SET +642 rer Ser 
HS-45-SET S982 ren ser 
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pares i S ° R 
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Retail 





No. 101-C 
HOUSEHOLD ac . 


“98° 


RETAIL 


a eemmne tee H = 





Ge BPC es ae el yp No. 260 
id) RL if BARBER SHEARS 
Fapapet PROM CHC | Be oe , | f TY” 

we be ae © 
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READY FOR 
CHRISTMAS 
| SHOPPERS ¢ ? 


HERE’S A COLORFUL 
WALL OR COUNTER 
et DISPLAY reminding 
ae ae wee your customers that 


: 
‘ 
' 


No. 177 
FLOWER 
SHEARS—6” 








nett? — 
wine 





ONLY 
: 4 j 16 / 8 ANKS 
wiTH (fa inch si 


Cairn ae Ha 


5 Fil fa" CHUCK 


a 


... suddenly it will 
be Christmas! 


® ATTRACTIVE, ATTENTION 
WINNING , .. this display is 


No. 2491 
Y EMBROIDERY {| 
SCISSORS—312" — 
ONLY 


made of durable white card- 
board with red lettering. Con- 
venient size 15%” high, 1h," 
deep and 11%," wide, 


Sso¢ | 


f 
RETAIL FES Oe ee 
® Display features three No. 
HS-13 and three No. HS-45 
drili sets. Beautifully packaged 
in plastic containers. Each in- 


dividual set is gift wrapped, 


Don’t lose profitable sales of scissors & shears 
because your prices are too high! Make extra 
sales, instead— sell KLEENCUT— the brand 
that everyone can afford! 
There’s a full line to choose from — in many 
different styles, sizes, and finishes — all 
priced belew comparable merchandise! : 
Packaged to sell fast, too, either on individual self-service cards — or 
on seen | display cards. Nationally advertised and guaranteed 
by the World’s Largest Manufacturer of Scissors and Shears. 
Beat the recession! Our business is good — yours can be too! Give 
your customers the bargains they want — order KLEENCUT today! 


See your jobber or write 


THE ACME SHEAR COMPANY 
BRIDGEPORT 1, CONNECTICUT 


Remind your customers te 
start Christmas Shopping NOW! 


All drilis fit Y4" chuck. 


SI ANDARD [OOL (0 0. 


RANCH WAREHOUSES IN. NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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7O HELP YOU SELL The Tool EVERYONE Wants: 
Nen 























ance 
. Mainte® REPO on mon pore / 


onitO ots at yobbyi** 


They all WANT and NEED 
the NEW No. 1902 


BOLT CUTTER 
& CRIMPING TOOL 






































racks for Amsco sponge cloth and 
trays for Super-Cel sponges. An- 
other display will show two dozen 
Amsco sponge cloths. American 
Sponge & Chamois Co., Ine. 


For more data circle No. 55 on postcard, p. 75 


Small garden tool display 
Designed to build impulse sales 
of small garden tools this display 
can be used on counter or island. 
Made of weatherproofed tangerine 
and blue enameled steel it holds 30 
Tru Blu tools in 10 different pat- 
terns. Available free with Wood’s 
RA assortment of 36 gold-and- 
bright steel finished tools with 


Shears 5 sizes of machine screws 
or bolts © Cuts and strips wire 
® Crimps solderless terminals! 
i mand for this new 
aay On: Se e Everything you need. . . beautifully 


bolt-cutting crimping tool with packaged, perfectly displayed and 


VACO’S exclusive merchandising pro- pre-priced . . . to help you profit 
‘ from the ever-growing solderiess 
gram for the retail hardware dealer. _ terminal market. 


in 2-color carton 








V LINE SELF-SERVICE TERMINAL DIS- 
pPLAy—Steps Up Companion Sales for 
Solderless Terminals! Contains fifty 69¢ 
Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


JOBBER INQUIRIES INVITED! 
Write NOW for complete details to: 


Fire-Temp handles. Retail stock 
value $28.44. Wood Shovel & Tool 
Co. 


For more data circle No. 56 on postcard, p. 
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Night light bulb display 


Designed to build extra sales of 
popular 7-watt night light bulbs is 
this merchandiser which holds 12 
two-lamp cards to help double the 
unit of sale. Display may be hung 
from pegs on merchandiser using 
hole punched in top of each card. 














| COMPANY, 317 E. Ontario $ 11,0, 


1 rena é 
pai a oa 


y ‘ 0. © 
% fice 
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display and store decoration. Cata- 
log is 8% x l1l-in. punched to fit 
binder. True Temper Corp. 


For more data circle No. 59 on postcard, p. 75 


aie ee aM ies | the Tool-Up Time merchandising 
TO HELP YOU SEL c | - 7 program covering stock control, tool 
\ oe | 


Cards may be used in night light 
baskets of regular bulb merchan- 
diser. Cards are perforated to 
serve those who want only one bulb. 
Socket wrench set displays 
Here is one of four display units 
for showing socket wrenches and 
socket wrench sets. Each unit is 
designed to give maximum display 
in minimum space. Illustrated is 
ft of counter space. The A-200 the SK-5 display, 16 in. wide, 23 
unit is shipped with initial stock '™- high. It displays five fastest 
of 10 boxes each of the 20 most selling socket wrench sets so that 
popular items in the Atlas line. 
Atlas Tack Corp. 


For more data circle No. 58 on postcard, p. 75 





Lamp Div., Westinghouse Electric omen aad Ferm tool catalog 
Corp. This 62-page True Temper cata- 
Si lies ten chai tin: 64 te neckinnh oo, log pictures and describes the 
firm’s complete line of garden, lawn 
and farm tools, shears, grass and 
Tack and nail displayer weed tools, shovels, spades and 
This self-service display holds scoops as well as ash repair han- 
200 of Atlas’ 15¢ 2-0z window dies. Special offers and display 
boxes. Unit takes less than 114-sq stands are described together with 





“* COPING SAW * 





er ut 
COPING 
SAW 


SET no.26 


PARKER MANUFACTURING COMPANY 
— ES Bt te gen ree tt SM Sed a * 
WORCESTER, mass. Se. SA . 


This NEW all purpose set of = pressdwood, plastics, non-ferrous 
Parker quailty, is mounted on a metals — even mild steel. Gen- 
colorful, eye-catching display card. | erous 5” throat depth. Mahogany 
Plated, rust resistant, sturdy Parker finished hardwood handle. Blades 
frame with four blades — extra oil hardened and tempered, with 
fine, medium (2), and coarse — filed and set teeth. 
for sawing all woods, plywoods, 


Manufacturers of World Famous Trojan Saw Blades and Frames 


with a king-sized 
profit for you 


PARKER MANUFACTURING COMPANY 


WORCESTER ', MASSACHUSETTS 


| 
| SUGGESTED RETAIL 
| 
| 
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There’s a Mansfield Relief Valve 


For pressure and temperature-pressure protec- 
tion, there are no finer products than Mansfield 
relief valves. 

Available in 6 models, each utilizes a high 
quality red brass body, precision cast in Mans- 
field’s own modern foundry. To this is added a 
stainless steel control spring that provides instant 
relief whenever pressure exceeds valve setting. 
Long trouble-free service is further assured by 
special internal construction. Replacement 
of bibb washer can be made without removing 
entire valve from line. 

Pressures are adjustable from 50 to 200 p.s.i. 
Temperature-pressure models are furnished with 
fuse plug that melts at 210°F. (B.T.U. rating 
—150,000). 


Write today for 4-page bulletin LL-5990 and learn the full 
profit facts! AA-7058 











Mansfield No. 450 
Temperature-Pressure Relief Valve 


Mansfield No. 451 
Pressure Relief Valve 








Mansfield No. 452 
Pressure Relief Valve 
adjustable pressure with test lever 


Mansfield No. 453 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 





! 


Mansfield No. 494 
Temperature-Pressure Relief Valve 
with 6-inch extension tube 


} 


Mansfield No. 495 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 

and 6-inch extension tube 








Mansfield Nos. 452, 453 and 495 


relief valves are equipped with a eh > y 
special calibrated test lever. The ) st ° : 
latter fits easily into the pressure ~ bei it was a better pipe wrench 


cap and makes for quick pressure ram. when first created 35 years ago, and has been 

setting on the job. improved nearly every year since . . . in per- 

exclesive combination teat lever formance, design, materials. Today, it is still 

the most for the money. For sure sales order 
MANSFIELD SANITARY, INC. RIZAID from your Wholesaler. 

Perrysville, Ohio 
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The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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TO HELP YOU SELL 
KEEP customers can compare them. De- 
signed for perforated board 
STOCK TU RNOVER HIG + mounting, it can be used with free 
a adapters on any type wall or on a 
WITH THIS Se aus flat surface. Details on displays 
are given in manufacturer’s Spa- 

— 


Saver display brochure. S-K/Lec- 
HARDWARE 7 trolite Tools. 


For more data circle No. 60 on postcard, p. 75 





bce COMBINED Fishing rod demonstrator 
NORTH & JUDD : - Offered as part of the Airex El- 
WILCOX-CRITTENDEN LINE enane cosets dorado bonus deal is this unit. 


Demonstrator comes complete with 
five No. 322 Airex Eldorado closed- 
Throughout the trade, the North & Judd — Wilcox- face spinning reels (100 yds 8-lb 
Crittenden Line of Industrial and Shelf Hardware has 
earned a reputation for being fast-moving. No shelf- 
warmers, no dead items, no items that “bounce”. This 
line helps to keep the average level of stock turnover 
high ... profitable . . . attractive. 


monofilament line prewound on 
spools), one practice rod, one 


Other advantages offered by the North & Judd—Wilcox- 
Crittenden Line include... 

1. two widely-accepted brand names 

2. a wide range of types and sizes 

3. high product values 

4. quality materials, craftsmanship and finishes 
5. sold through hardware wholesalers 

6. attractive packaging 

7. prompt service . .. fast delivery 


By doing business with North & Judd, you always know 
where you stand. You can understand and profit by its 
distribution policy. You can depend upon the quality of 
its merchandise and the full cooperation of both whole- 
saler and manufacturer. Ask your Wholesaler to show 
you how concentrating on the North & Judd line will 
pay off in several ways. 


practice plug and one full-color 
counter display. This deal saves 
dealers price of one reel with each 
bonus deal unit. Airex Corp., Div. 
Lionel Corp. 


For more data circle No. 61 on postcard, p. 75 
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Self-service glue rack 


The Wilhold Self-Service Glue 
Bar contains a stock of all Wilhold 
adhesives for home, office and in- 
dustry and requires only 18 x 30- 
in. floor space. It stands 58 in. 
high and has five roomy shelves in 
scuff resistant Zolatone finish. 
Slotted for perforated board back- 
ing to make double-faced display. 


Free merchandise and literature 

N OG RT H}e 4 u OD D with each rack. Wilhold Products 

Manufacturing Company Co., Div. Acorn Adhesives Co., Inc. 
New York * Boston * Philadelphia « Atlanta « Buffalo 


mee % Detroit * Chicago * Minneapolis * St.Louis ¢ Dallas For more data circle No. 62 on postcard, p. 75 
New Britein Connecticut Los Angeles » SanFrancisco * Seattle * Jackson (Miss.) (Resume reading on page 17) 
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the Trademark 


THERMOS 


COMBINATION 
TIP PROTECTOR 
AND SHOCK 
ABSORBER 


septic tank 


TROUBLES | — 








NEW 


FREE-ALL 


100 ACTIVE...No Inert Matter 
One Treatment Lasts 4-6 Months # 











Only 1.95 for full 10 oz. 


@ Most effective — One treatment pre- 
vents, frees tank clogging 

@ Easy —Just pour into toilet and flush 

@ Safe — Won't harm humans, animals, 


ADVERTISED — a 


Pre-sold to over 10,000,000 readers in 
Farm Journal and Progressive Farmer 
Stock — display — order today! 

G. N. COUGHLAN CO., West Orange, N. J. 


Mfr. of Chimney Sweep, Oven-Aid 
Oven Cleaner, De-Moist, Easy-Aid Silver Cleaner 
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| Cordage Mills of Winchester, Mass., 




















New plant... equipment due... floor flooded ! 
Floor drained... 


“Th i i 


painted damp... 


Sa 


equipment moved 














in next mornings! 








‘Thur’s the story of the fine new plant of Quezon 


manufacturers of 
clothes lines and mops, a corner of which is shown in 
this photograph. 

The equipment was due to arrive, but heavy rains on 
the still ungraded area around the building flooded the 
floor! After a fast sweep-and-mop, the damp cement 
floor was painted with Kyanize Plastic Floor Paint. 

Next morning, just a few hours later, using no spe- 
cial care, the equipment was moved in on ordinary 
trucks and dollies, some with steel wheels. Not a mark 
showed, not a bit of paint lifted . . . the paint was ready 
for duty! 

Another crisis passed . . . from flooded floor to 
clean painted floor with equipment in place, all within 
24 hours! That’s a lot to expect of a paint, but Kyanize 
Plastic Floor Paint did it! 





Kyanize Plastic 
Floor Paint 


Kyanize Plastic Floor Paint is perfect for all 
exterior and interior floors of concrete, wood, 
linoleum or rubber tile in home, institution or 
factory. Odoriess, dries in 1 hour, scrubbable, 
easily applied, and brush cleans with water. 
Can be applied on a damp surface. For kitch- 
ens, garages, patios, stairways, porches, 
breezeways, anywhere, it’s lime-proof, grease 
and acid resistant. 
















Kyan ZZ Paints, inc. 


Everett, Mass. * Springfield, Ill. * Montreal, Canada 
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Satisfied Customers 
increase Profits with 


Providing maximum customer satisfaction is 
often as much a matter of buying convenience 
as it is product quality. That’s why Republic 
has developed the new REEL-EASY combina- 
tion dispenser and display unit for Republic 
Flexible Polyethylene Pipe. This efficient 
sales aid requires only a 3’ x 4’ floor space, 
yet it holds three full coils of %", %4”, and 
1” 75 lb. FE pipe (or any combination of 
these sizes). 

You can set the new REEL-EASY display 
dispenser up where it will be most convenient 
for your customers. It will remind them of the 


many plastic pipe applications around the 
home and farm. Fast service is assured because 
Republic FE is accurately marked in yellow 
every five feet for easy measurement. 

For a sales tool that will put up to 1200 feet 
of plastic pipe out where your customers can 
see it, feel it, and buy it, get the new REEL- 
EASY display dispenser soon. Cost is only 
$13.50, F.O.B. Monticello, Indiana. 

For complete information on this new REEL- 
EASY way to increase your sales of plastic 
pipe call your local Republic distributor, or 
mail coupon. 








E 





WIRE NAILS AND STAPLES—c complete line for every farm and home 
use. Also ideally suited to and accepted by the building trades. 
Made from steel wire specially produced for nail manufacture. 


REPUBLIC ENDURO® STAINLESS STEEL — is used by leading housewares 
manufacturers for utensils that will stay new looking a lifetime... 
will never chip, crack or fiake . . . will resist rust and corrosion. 


STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a full 


line, in sizes you want. Call your Republic Pipe Distributor. 


es Oe aye era 





FASTENERS — over 20,000 types and sizes of standard bolts and 
nuts are supplied in eye-catching, tough, non-smudging packages 


that make attractive self-selling displays. 


a 
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Wold Widest Range 
% Standard Steels andl 
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PLASTIC PIPE 
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REPUBLIC STEEL CORPORATION 
DEPT. HA-5719R 


1441 REPUBLIC BUILDING © CLEVELAND 1, OHIO 


Please send more information on: 








2 Plastic Pipe C) Fasteners 
C1) Nails and Staples (1) Steel Pipe 
Name Title 
Company 
Address 
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How’s the Hardware Business? 





Salt Lake Hardware survey again shows average 


dealer order value climbing, but at slower pace 


The price trend of hardware 
dealer purchases was up again this 
past summer, but only slightly. The 
marked rises of 1955-57 are still 
being slowed, the most recent Salt 
Lake Hardware Survey shows. 

This is the semi-annual survey 
conducted since 1942 by The Salt 
Lake Hardware Co., wholesaler at 
Salt Lake City, Utah. 

The survey is based on the pric- 
ing of 420 basic items considered 
to be typical of a dealer’s order 
covering 15 different categories of 
merchandise. 

The latest price analysis covers 
the period April 14, 1958 through 
Sept. 15, 1958. 

The value of this order, of 420 
items, on Sept. 15 was $5,618.67. 
This is a slight increase of .11 per- 
cent over the value of the order of 
April 14, 1958. But it is 1.75 per- 
cent more than September in 1957. 

The full report of the Salt Lake 
Hardware survey is given in the 
charts accompanying this article. 

The Salt Lake Hardware study 





Comparative Costs 


of Test Order 


Date of 
Test Order 


March |, 


Sept. |, 
Nov. I, 
Nov. |, 
Jan. 15, 
June 6, 
Nov. 5, 

April 4, 
Aug. 29, 
April 25, 
Sept. 22, 
Jan. 2, 

April 30, 
Oct. I, 

April |, 
Sept. 22, 
April 27, 
Sept. 22, 
April 12, 
Sept. 27, 
April II, 
Sept. 26, 
April 16, 
Sept. 10, 
April 15, 


Sept. 16, 


April 14, 
Sept. 15, 


1942 
1945 
1946 
1947 
1948 
1948 
1948 
1949 
1949 

1950 

1950 


1951 


1951 


1951 


1952 
1952 
1953 
1953 
1954 
1954 
1955 
1955 
1956 
1956 
1957 
1957 
1958 
1958 


Value 


of Order 


$2872.89 


3039.60 
3417.87 
3692.83 
3753.60 
3913.99 
4110.36 
4154.07 
4075.67 
4112.91 
4308.40 
4705.09 
4755.45 
4703.04 
4690.61 

4697.46 
4746.16 
4787.85 
4788.82 
4815.42 
4909.84 
5060.14 
5229.34 
5307.38 
5477.18 
5522.05 
5612.38 
5618.67 


Percentage 
of Change 


from Previ- 


ous Test 


+ 58 
+ 12.44 
8.04 
| .64 
4.27 
5.01 
1.06 
1.88 
9 
4.75 
9.20 
1.07 
1.10 
26 


1.03 
83 
02 
56 

1.96 

3.06 


$+t++Htttt+tt | l+tt+ | +++4++ 


Percentage of increase 
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Sears’ September sales 
highest in its history 

Sales for Sears, Roebuck & Co. 
and Montgomery Ward & Co. were 
up substantially in September. 

Sears reported September sales 
of $337 million, an increase of 7.1 
percent over September of last 
year, and the highest sales for Sep- 
tember in the company’s history. 
However, sales for the _ eight 
months ended Sept. 30 were down 
0.4 percent from the 1957 period. 

Montgomery Ward & Co. sales 
were $93 million for the month, an 
increase of 4.3 percent over Sept. 
1957. Ward’s sales for the eight 
months ended Sept. 30 were up 1.3 
percent over the same period last 
year. 


Inventories of trade 
decline during August 


Retailers’ inventories at the end 
of August are estimated at $23.5 
billion, about $1 billion or 2 per- 
cent lower than a year ago, re- 
ports the Department of Com- 
merce. 


The book value of wholesalers’ 
inventories at the end of August 
is estimated at $11.7 billion. 


was started, the company states so 
(Continued on page 110) 


March |, 1942 compared to Sept. 15, 


1958, +-95.58 percent That’s about $1 billion, or 8 per- 


cent, lower than a year ago. 
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HARDWARE PRICE TRENDS | 


Value of Dealer Test Order 
Source-The Salt Lake Hardware Co. 
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repetition 


Here’s how Southern Screw’s repetition means 
a lot to you . . . Repetition of finest quality materials 
and oihooataie Repetition of your customer’s 
requests for Southern screws and bolts. 
Repetition of satisfied customers’ 

visits to your store. Repetition on 

your shelves of colorful, time-and 
trouble-saving EZ to C© labels for 

which Southern is famous. Repetition of the 
reliable Southern Screw name in year-’round 
ads in top circulated home craft magazines. 








Southern Screw has the repetition (and the repu- 
tation!) to help you sell more quality fasteners .. .- 
Now—how about the repetition of “Southern” 

on your next order for fasteners? 





Wood Screws @ Stove Bolts @ Sheet Metal 
Screws @ Drive Screws @ Machine Screws 
& Nuts @ Carriage Bolts 


Sold Through Leading Wholesale Distributors 


Warehouses: New York @ Chicago @ 
Dallas @ Los Angeles 
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SCREW 


STATESVILLE 


COMPANY 


NORTH CAROLINA 





This is something 
really TERRIFIC in 
Hand Hacksaw 
Biades. A 12-in. 
Double Edge 
Blade that han- 
dies all types 

of metal cut- 
ting. Home 
owners and 
mechanics 

will both 

go for 

this 

blade. 














Salt Lake Survey Shows 
Trend in Dealer Prices 
(Continued from page 108) 


“we might determine as nearly as 
possible the effect increased prices 
have had upon our total volume of 
business.” 

The 15 categories from which 
the 420 items are derived are small 
tools, contractors’ supplies and ag- 
ricultural implements, steel and 
heavy hardware, plumbing items, 
electrical wiring supplies, machin- 
ery, automotive accessories and 
supplies, paints, oil and _ glass, 
builders’ hardware, housewares, 
cutlery, guns, ammunition and ac- 
cessories, athletic equipment, bicy- 
cles and supplies, and fishing tackle. 

From these lines, the company 
points out it prepared a “stock of 
staple items which are carried by 
the average hardware store, and 


which is representative of volume 
producing items in each of the 
principal departments of our busi- 
ness.” 

Salt Lake Hardware points out 
that “quantities of the individual 
items specified, on this typical deal- 
er’s order, are as nearly average 
as we could accurately determine, 
and each quantity is in relation to 
our experienced sales volume.” 

Identical quantities have been 
used in all Salt Lake Hardware 
surveys. 

The first downward trend came 
in August, 1949, when the order’s 
value dropped 1.88 percent in six 
months. The upward movement be- 
gan again and moved rather heav- 
ily until the summer of 1951, when 
a decline of more than 1 percent 
occurred. 

There was another slight decline 
in the winter of 1951-52. Ever 
since then there has been a steady 
rise. 


Percentage of Price Changes by Lines 


TOTAL TEST ORDER 
(420 items) 


DEPT. A 


Small tools, 107 items 


Percentage of change 
Sept. 15, 1958 


compored to 


Sept. 16, March I, 
1957 1942 


+1.75 + 95.58 


+ 116.90 


Contractors’ supplies and agricultural implements, 48 items 


Stee! and heavy hardware, 16 items 


Housewares, 75 items 


Electrical wiring supplies, 25 items 
E 


Machinery, 7 items 


41.43 +102.95 
+223 + 84.61 
ee eee 

+ 58.72 


+ 91.77 


Cutlery (excluding pocket knives), 9 items 
Guns, ammunition and accessories, 10 items 


Athletic equipment, 6 items 
Bicycles and supplies, 8 items 
Fishing tackle, 13 items 


Paints, oi! and glass, 18 items 


- 68.77 
+ 94.24 


+ 90.56 
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deep-milled j VA 
screw point for O 
nonslip feed " 0 


GREENLEE 


gs 
solid-center 


UTILITY BIT 


A quality bit priced for fast turnover. Bores smooth, 
accurate-size holes. Fully guaranteed. Open stock 
available in all sizes from %” through 1”. You can 
depend upon GREENLEE for a complete line. 


UTIUTY BIT NO. 20 
Size 4/5) 6/7} 8} 9 {10/11} 12/13] 14) 15] 16 
List Price | .75|.76) 76} 80) .80}.84|.88).92).94/1.00)1.02/1.14/1.15 





























precision 
machined for 
smooth boring y 
























































5-piece 
pean en » utility bit set 
construction in plastic roll 


No. 20R-0 ... in these popular sizes: 
4", R", ”*”,. rR", BR 
















No. 20R-1 
Sizes “4”, He”, %", Ar”, 
Ye”, %” in canvas roll 


List $5.25 


@ No. 20R-5 
3 13 sizes %” to 1” in 
canvas roll 


List $12.30 


bit steel, hardened 


highest quality » 
throughout 





GREENLEE TOOL CO. 


ORDER NOW FROM YOUR C 1811 Herbert Ave., Rockford, Ill. 


os 
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Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 
Wood + Tile + Stucco « Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 
Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 
distributor nearest you. 0006 


Thompson d 


MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 
Merchandise Mart 
3, California 


E. A. Thompson Co 


San Francisco 


San Francisco * Los Angeles * San Diego * 
Portland * Chicago * Seattle * Denver * Dallas 
Houston ©¢ St. Louis * St. Paul © Detroit ¢ 
Philadelphia * New York City © Memphis ¢ 
Cleveland * Factory: King City, California 
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New Wholesalers’ Aids 


for Dealers’ Use 





Marshall-Wells offers a 
dealers’ Stores Digest 


A monthly Stores Digest has | 
| been designed for dealers’ use by 


Marshall Wells-Kelley How Thom- 


| son Div., Duluth, Minn. 


The Digest takes the form of a 
folder, filled with interesting facts 


on merchandising, dealer experi- | 


ences, advertising and sales pro- 
grams, and operation and ware- 


_ housing functions. 


Tied in with the Stores Digest 
is a monthly Merchandiser Pro- 


_gram. This program gives dealer 
a continuous flow of monthly pro- | 
motions geared to various sea- | 
_ sons. Sales recaps, banners, window | 


cards, ad mats, and talking signs 


are part of the Merchandiser Pro- 
| gram. 


Promotions 


Manufacturers’ New 
Merchandising Plans 


Muralo invites public 
to “Know Your Dealer" 








The Muralo Co., paint manufac- | 


turer, has launched a series of 
newspaper advertisements 


Paint Dealer.”’ 


The advertisement pays tribute | 








titled, | 
“Know Your Painter and Your | 


America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 

GET TOP TURNOVER— 
BIG PROFITS with d-CON 


THE d-CON COMPANY, INC. 


1450 New York 18. WN. Y 


Srocaaqway 








METAL POLISH 


Cleans copper, brass, chrome, 
stainiess steel and aluminum. 
Every sale a sure “repeat” 
customer. 


Write for Catalog Pages and Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, ti. 




















His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in September. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 














CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L-S Wood 


Penetrates wood fibre— 
makes them e-x-p-a-n-d 


permanently. 


Quickest and easiest way 
fix loose chair rungs, 


to 
legs, handles, 
dove-tails, ete. 


A Fast-Selling Impulse item 


Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lokehurst 3, N. J. 
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You'll build traffic...increase brush 
sales...sell more paint with 


Exploded-Tip 


Bryshes 


The World’s MOST COPIED BRUSH! 


Picks up more paint...releases it more evenly ...spreads it 
more smoothly. The one brush you can recommend for 100% 
satisfactory results with all types of paint and varnish. Exploded- 
Tip brushes continue to paint long after ordinary brushes are 
worn out. They bring customers back . . . help you sell more paint 
and sundries. 





NEW! wooster’s DoUBLE- 
SELECTA BRUSH MERCHANDISER 


A smart, colorful, permanent-type merchandiser. Displays 
two complete brush selections in all popular sizes. Two 
revolving sections for easy self-service. Takes only one sq. 
ft. of counter space. Get it free with brush selections at the 
regular price. Cuts sales time... builds impulse sales. 
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yo 
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PURE BRISTLE MART 


EXPLODED-TIP MART 
Well-organized, twin displays. Each holds a selection of the 14 
most called-for brushes. Use side-by-side, back-to-back, or stack 
them. Takes little space ...use area below for other items. Get 
displays free with brushes at regular price. 





WOOSTER does more to help 
you Sell more of os you sell! SI 





Less chance for 
brush marks because 


EVERY TIP 
. IS A BRUSH! 











ary 
Aur’ 
/\) 


SPECIAL PROMOTION! 


SAVE 30c 


4-inch Exploded-Tip 
wall brush and 114” 
sash brush at a 30¢ 
saving. Full profit for 
you. A perfect sell- 
up deal for Spring 
and Fall. Colorful 
banner included in 
each in self-display- 
ing shipper. 


LL 
THE WoosTER BRUSH COMPANY + WOOSTER, OHIO 
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to the local paint dealer, empha- 
sizing that he is not just selling 
paint, but is available to offer per- 
sonal service and sound advice 
about painting. 

Dealer tie-in advertising appears 
in the same newspaper issue. 





Hunt, trap schedules 
available to dealers 


Schedules covering the 1958-59 
hunting and trapping seasons are 
available at no charge to dealers 
from the Animal Trap Co. of 
America, Lititz, Pa. 

These charts are suitable for 
mounting in windows or sporting 
goods departments. They serve as 
a guide to dealers and consumers 
for best times to buy many key 
sporting goods items. 





PRODUCTS ARE PACKAGED 
TO CATCH EYES 
AND CREATE SALES 


Clotheslines Sash Cords Mason Line 
Starter Cords Jump Ropes Water Ski Ropes 
HANKS: Venetian Blind, Traverse, Shade 
Cords, Anchor Rope, Tow Lines, etc. 

Enjoy added volume and 
NOVA Products. . 
parts of the country. 


NENG 


LNOVA | TS Orvision OF 


extra profit with 
. our Sales Offices in all 


West Georgia Mills 
Inc. 
Whitesburg, Georgia 








New Package 
for Bassick 
‘““‘Nomar’’ Cups 
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In their new attractive window pack- 
age Bassick “Nomar” furniture cups 
rate a top spot on your display counters. 

The convenient package of four 
makes it easier than ever for customers 
to see and buy these top quality furni- 
ture rests. Made of non-marking, un- 
breakable phenolic composition, they 
fit any furniture, spread the weight, 
protect floors and floor coverings. Two 
fast-selling sizes, 13% or 15g” dia. Nos. 
NDC-6 and NDC-7. 
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Toro ad campaign is 
moved to April peak 

The 1958-59 sales promotion 
campaign of Toro Mfg. Corp., Min- 
neapolis, will hit its peak in April, 
“instead of the usual May peak,”’ 
according to Toro. 


This handy metal drawer contains 


These finest floor protectors are de- 
signed to attach to furniture legs, dis- 
tribute the weight and protect floors. 
They allow easy sliding. Tae Bassicx 
Company, Bridgeport 5, Connecticut. 
In Canada: Belleville, Ont. 


Toro’s Whirlwind line of rotary 
mowers will be pushed in a 60-day 
campaign in April editions of Time, 
Life, and Time-Canada. This step- 
up in promotional dates will in- 
crease Toro’s selling period to nine 
months, the firm said. 

The company’s Sportlawn reel 
mowers will appear in the Febru- 
ary Sunset magazine. A separate 
ad covers the power handle acces- 
sory line in March’s Time. In May, 


128 springs — the 40 most popular 
sizes im coded compartments. The 
springs are precision made and 
plated. Boxed refills are available 
from stock. Also larger assortments 
in convenient two- and four-drawer 
cabinets. 


Order from Your Jobber or Write Us. 


Also Weatherstrips 
Clean-out Augers 
S909 Pole Sockets 


ARDNER WIRE CO. 


| 1329 Se. Cicero Ave., Chicago 50, lil. 
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Good bolts for your customers 
_.. plus the variety they want 
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When you sell the Bethlehem line of headed and threaded 
products, you’re sure to meet the varied needs of your 
customers. Bethlehem fasteners come in such a wide 
range of types, diameters, and lengths. 

Bethlehem bolts are the dependable kind. With their 
well-formed heads, strong shanks, and smooth-fitting 
threads, they have the quality that keeps customers 
coming back for more. Stock Bethlehem fasteners now. 


NEW BOLT CARTON 


Bethlehem’s bolt carton is now being made from a 
heavier grade of stock. The carton resists hard han- 
dling, holds its shape, doesn’t show dirt. New, easy- 
to-read, red and white label quickly identifies the 
contents, even on out-of-the-way shelves. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


CPTPS. a SIL YYTISSS Se 


wou 6=BETHLEHEM STEEL 
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the promotion will gather strength 
with ads in the Saturday Evening 
Post, Newsweek, Sports Illustrated, 
and several Canadian magazines. 

A full-line ad is planned for the 
March issue of Fortune. 


Oster training film is 
offered free to dealers 


A 16 mm color and sound movie 

is available to dealers on loan from 

Oster Mfg. Co., Wickliffe, Ohio. 

as. Sg OP aa A The film, lasting 14 minutes, will 
Hardened steel blades, keen- benefit anyone who has anything 


/ his beaut Y ~ » WLS gp gs a row to do with threading of pipe or 


sion spring action. Individ- 


° ae at vally boxed. conduit. 
retails at ® oa - | The film highlights the several 


advantages of Oster’s “100” Power 


Stands up against far higher priced items, and does a whale of a job for Drive pipe machine, in shop per- 
= against cy gpa sag One of several INTERNATIONAL numbers formance and on the job. The film 
that give you the edge in any price fight. Look to INTERNATIONAL too eee at-re¢ “st. 
for standard items the equal A seca? s “premium grade” tools... for " available on a first-come, first 
completely new items unmatched anywhere. Take a look at INTERNATIONAL’s served basis. 

COMPLETE LINE OF HEDGE SHEARS to retail from $2.50 to $7.95, at discounts 
far better than you are accustomed to get. For hedge shears, grass shears, 
pruning shears and grass clippers, get the best deal for yourself and your 


customer... at INTERNATIONAL. If your favorite jobber doesn’t have Emenee has toy musical 
bemoan es instruments promotion 
° Emenee Industries, Inc. will pro- 
International Shear Corp. mote its toy musical instruments 
530 CRESTMONT STREET + READING, PENNSYLVANIA this fall on 25 television stations 
in 23 cities. 
The Emenee automatic musical 
drum has already appeared on such 


“Skilled Craftsmen since 1895” 








. ‘ 3 7 network shows as “Play Your 
* CASTEST SEC LIne = : Hunch,” “The Price Is _ Right,” 
we tnor COIried ” \P J “Beat the Clock,” “Haggis Baggis,” 


“Today,” and “Concentration.” 
One minute commercials will ap- 
pear with the following children’s 
ARE YOU GETTING YOUR FAIR SHARE | shows: Mickey Mouse, Popeye, Lit- 
of extra-profit sponge and chamois business? You can’t get extra | tle Rascals, Captain Kangaroo, Su- 
profits if you’re carrying only part of a line. Save overhead expenses | perman, and Wonderama. 
by making out one purchase order and paying one bill for all of your . ' ais Middlinen bade wile. 
requirements of cellulose sponges, sponge cloth, ocean sponges, | pepe “s eR RoR : » 
cleaning cloths, imported and domestic chamois. | motional aids such as window 


@ SUPER-CEL SPONGES streamers, ad mats, film prints, and 
<5 , Exclusive oval shape plus regular shape. Also radio and television commercials. 
a gnsant’ apy gTH 1 + Handi-Grip. Available in all sizes, all colors. 
AMSCO SPONGE CLOTH 


Exclusive self-rinsing cellulose sponge in cloth | Wear-Ever awards for 
eppuct & form. 4 fast selling colors. | 


MERMAID OCEAN SPONGES | outstanding retail ads 


& 
Ee C 101 4 World’s finest, most complete selection. Specially | Wear-Ever Aluminum has an- 
es packed, carefully selected. All grades and sizes. | . 
nounced a special awards program 


AMSCO CHAMOIS for tstandi ott aRenntioin 
Soft, absorbent, long-wearing, individually wrapped. Beveas "Ste a — “8 e 

100% Oil-Tanned. Satisfaction Guaranteed! during the last quarter of 1958. 
: @ DUET CLEANING CLOTH | Plaques and cash awards will be 
Racks: Super-absorbent—holds 3 times its own weight. | presented to 16 stores in the coun- 


CAN'T unravel. re try whose local ads best tie-in with 
When in New York visit our new AMSCO building. 


AMERICAN SPONGE & CHAMOIS co., INC. iii si J : Wear-Ever Hallite’s national ad- 
47-00 34th St © Long Island City 1, N Y —" vertising. 

Sales Offices in: Baltimore + Boston + Chicage « es. Three full color ads will appear 

Detroit + Los Angeles + St. Lovis + San Francisco meet age | in McCall’s and Good Housekeep- 

Foal ESTABLISHED IN 1869 — —— ing during October, November and 


December. The question, What 


househald i#0m8 


say dealers from coast to coast 
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C. Hager & Sons Hinge Mfg. Co. + St. Louis 4, Me. 
in Canada, Hager Hinge Canada Limited + Kitchener, Ontario 


Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 


4 . 
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New Authoritative 
HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 


¢ Practical, down-to-earth information for hardware men, contractors, 
architects, students, teachers. 


* All the basic facts about Builders’ Hardware presented in simple, 
easy to understand language. 


* Detailed descriptions of functions, applications, specifications and 
estimating. 


This all-inclusive volume covers base metals, finishes, hinge requirements, 
lock functions, exit devices, door closing devices, lock security and 
keying, hardware installation, special type hardware for specific types 
of buildings, and safety precautions. Operating costs, financing, mark- 
ing goods, other information necessary for efficient management. A 
complete glossary of builders’ hardware terms is also included. 


RECOMMENDED BY NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 

—how to set up a builders’ hardware department—and make it pay 
—how to read blueprints and specify jobs 

—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


234 pages, 385 illustrations, size 8!/."x11" clothbound, Price only $8.00 





HARDWARE AGE, DEPT. A2 

56th & Chestnut Sts., Philadelphia 39, Pa. 

Please send me copies of HARDWARE AGE BUILDERS' HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
the invoice in the amount of $8.00 per copy, plus 45 cents handling and postage. 


[) Check here if sending payment with order, saving you the 45 cents handling 
and postage charge. 
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Does She See, will introduce the 
ads and will be the theme on which 
entries for the ad contest should 
be based. 

Originality, not size, and best 
use of the theme, will be the basis 
of competition. Competing ads 
must be published during October, 
November, or December. 


Armstrorg promotes its 
newest floor coverings 


Metallic Moderns, Armstrong 
Cork Co.’s newest Quaker decora- 
tive effect for felt-base rugs and 
floor coverings, will be advertised 
on the Jimmy Dean show this fall. 

Metallic highlights of gold, sil- 
ver and copper are accents intro- 
duced in six Armstrong patterns 
in September. The new Quaker ef- 
fects are the first felt-base prod- 
ucts utilizing metallic pigments in 
design. 


Yule toy promotion by 
Ideal Toy Corporation 


Ideal Toy Corp. will feature 28 
toys in a three-page color ad in 
the December issue of Good House- 
keeping. 

Five pages will be added to make 
an eight-page catalog for dealer 
distribution to consumers. 

It is estimated that over 5 mil- 
lion of the toy catalogs will be dis- 
tributed during the pre-Christmas 
selling season. 

Good Housekeeping is also spon- 
soring a window contest for Ideal 
Toy dealers. 


Stainless housewares 
promotion by industry 


A new concept of housewares 
merchandising is being offered 
without cost to houseware buyers 
and merchandising directors by 
America’s stainless steel industry. 

The plan consists of displaying 
all housewares of stainless steei to- 
gether in one section of the depart- 
ment or store, and telling custom- 
ers of one-stop shopping for house- 
wares through the merchandising 
directors’ free service. 

To back this promotion, there 
are special promotional kits for 
dealers which contain seals and 
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$5 Special-Purpose Blends 
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FOR SLOPES 
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Six Special Purpose Blends Superbly Packaged to Beat 
Competition In Every Price Range 


Now you can stock the complete Earth Carpet Lawn Seed line with 
a minimum investment (even a broken case) and still earn a full 
40% profit. Re-order Earth Carpet from conveniently located whole- 
salers. Earth Carpet is the complete line. ..from Executive Merion 
Kentucky Blue Grass blend to economy blended Green Label. 


With the Sampler Deal No. 59 Pictured Above You Earn a 
$114.22 Profit on a $173.92 Lawn Seed Investment 


In Deal No. 59, you get these FREE sales tools worth $9.35. The 
four color merchandising display unit pictured above; the Exclusive 
Gro-Kit that actually grows a patch of Earth Carpet grass right in 
your store; colorful posters; ““How to Grow a Lawn” booklets; ad 
mats and radio scripts, etc. 
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Why tath Car nel is your most 


profitable lawn seed program 





L. TEWELES SEED CO. e SINCE 1865 e MILWAUKEE 1, WISCONSIN 


aS 


Nationally advertised in 
LIFE, SPORTS ILLUS- 
TRATED, BETTER HOMES 
& GARDENS. Generous 50-50 
cooperative newspaper and 
radio plan for local tie-ins, 


Dealers: See your wholesale 
distributor. 


Distributors: Some territories 
still open, write for details. 


posters, window and counter dis- 
plays, sales training materials, ad 
mats and publicity copy. 

Major promotions in large cities 
will include the use of six 16 mm 
color-sound films, personal appear- 
ances by three authorities in the 
fields of homemaking and interior 
design, and an exhibit including 
photo murals of stainless steel 
satellites in action. 


Two major campaigns in 
appliance promotion 


The Live Better Electrically proj- 
ect for 1958 includes two major 
promotional campaigns. 

The Medallion Home program 
promotes the electrical moderniza- 
tion of homes. 

The Give Better Electrically pro- 
motion is a Christmas gift-giving 
promotion. It will be expanded to 
take in spring, 1959, gift-giving 
themes such as Mother’s Day, June 
weddings, and graduation. 

The Nov. 15 Saturday Evening 
Post will feature a Give Better 
Electrically ad with eight half- 
pages in a center spread. 


Swan sales promotion 


Full color consumer advertising 
for the all-plastic Grass Stop of 
Swan Rubber Co., Bucyrus, Ohio, 
has been announced for 1959. These 
consumer magazines will be used: 
Saturday Evening Post, Better 
Homes & Gardens, Sunset, and 
Living for Young Home Makers. 


Better Business Bureau 
raps false advertising 


The Better Business Bureau 
backs the Federal Trade Commis- 
sion guides condemning ads with 
unreal prices and value claims. 
(See HA Oct. 23, p. 10.) 

The Bureau says the guides will 
make it possible for advertisers to 
compete fairly with one another. 
The guides will also allow the pub- 
lic to be sure that an advertised 
savings is really a savings. 

Better Business Bureau will en- 
courage local advertisers to follow 
the guides which the FTC first is- 
sued for interstate commerce. 


Retail sales in August 
totaled $17.0 billion 


Total retail store sales in August 
were $17.0 billion, the Commerce 
Dept. reports. 

That’s 2 percent above July and 
3 percent lower than in August, 
1957. 

Sales by the hardware, lumber, 
building and farm equipment group 
totaled $1.28 billion. That’s 1 per- 
cent more than in July and 1 per- 
cent down from August, 1957. 


New Exhibit Record Seen 
At Jan. Housewares Show 


“We have never had such high 
demand for booth space as there is 
for our Jan. 12-16 housewares show 
at Chicago,” said Dolph Zapfel, 
secretary of National Housewares 
Manufacturers Assn. 

The Monday -to-Friday show 
marks a change which alters the 
former Thursday to Thursday 
event, “a benefit to many, for it 
eliminates the weekend layover of 
former years,” Mr. Zapfel said. 

This will be the 30th NHMA ex- 











Keep Ahead of the Trend with 





WROUGHT IRON | | 





eS 





Mail Box Posts 


Fast seller to suburban and 
country ranch homes. Meets 
requirements, 66” 
high, 144” diam. 16-gauge 
steel tubing, with squeezed 
bottom for 
penetration and preventing 
turning. Painted and baked 
to satin smooth long-lasting 
black rustproof finish. In- 
cludes clamping nuts, bolts 
and heavy mounting plat- 
form for all size mail boxes. 


Order from your jobber 


| 








easy ground 


to use 





WROUGHT IRON 





Estate Markers 


Very smart, *%” steel 
with aluminum  suspen- 
sion rings. Heavily lac- 
quered for long fife. 
Standing type, $3 each; 
hanging type, $2 each. 





Order from your jobber 
HY-KO PRODUCTS CO., Cleveland 3, Ohio 
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VHEX MESH 
NETTING 


@ galvanized after weaving 

@ furnished in wire sizes ranging from 
14 through 20 gage 
available in all standard meshes and 
in heights from 12” through 72” 

® tight, even twists and strong selvages 
make nettings durable, pliable, easy 


@ ideally suited for use as poultry netting, 
baseball backstops, crab traps, tennis 
courts, animal pens and other do-it- 
yourself applications 


For complete details and prompt delivery, 
contact the CFal sales office nearest you. 


PSone cannes 


HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION 


THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo + 
Billings * Boise + Butte > Denver + El Paso + Ft. Worth + Houston * Lincoln * Los 
Ockland * Oklahoma City * Phoenix * Portland + Pueblo* Salt Lake City* 

San Leandro + Seattle « Spokane * Wichita > WICKWIRE SPENCER STEEL DIVISION— 
Atlanta * Boston * Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia 


6156 
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Full 40% profit... 
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COMPOUND-—+1 
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CAULKING COMPOUND -—toug! 
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DEXALL CAULKING GUN—n 


Fits any 


YOU SAVE MONEY...YOU SAVE TIME...WITH DEXALL 


A single nearby source keeps your low inventory requirements at 
peak efficiency. Place one order. . . save on freight costs! 


DESHLER PRODUCTS CO., Deshler, Ohio 


distributed by The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit + John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pittsburgh * The Martin-Senour Co., Chicago 
The Lowe Bros. Co., Dayton * Rogers Paint Products, Inc., Detroit 
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SELF-SERVICE 
MERCHANDISER! 


This complete Dexall depart- 
ment requires only four square 
feet of floor space. Will build 
sales and profits . . . fast. ..in 
your store. Write now for details. 





hibit, filling the Navy Pier and ad- 
jacent Drill Hall. “And many ex- 
hibitors will have to be turned 
down for lack of space,’’ Mr. Zapfel 
said. 

Show hours will be 9 to 5 daily. 

Mr. Zapfel predicts more than 
11,000 dealers and buyers will at- 
tend the more than 700 exhibitors 
whose wares will be on display at 
the two locations. 


‘58 department store 
sales should top ‘57 


Department store owners, like 
many hardware dealers, have a 
brighter picture of the year’s sales 
than they did three months ago. 

The National Retail Merchants 
Assn. says there is a good chance 
that total department store sales 
for 1958 will be higher than sales 
in 1957. 

Despite depressed business con- 
ditions in the first half of this 
year, all department stores except 
those with an annual sales volume 
less than $1 million operated 
profitably. 

An expected increase in Christ- 


mas volume should make this year 
a better year than last. 


August instalment debt 
is highest in 6 months 


In August, for the first time in 
6 months, consumers added to their 
instalment debt. However, the Fed- 
eral Reserve Board reports that 
August instalment debt for con- 
sumers was lower than in August 
last year. 

Biggest increase in debt was in 
loans for consumer goods other 
than automobiles. Total instalment 
credit for the month was $33.2 bil- 
lion, compared with $104.2 billion 
in August, 1957. 


Sears expects increase 
of 3% in sales for ‘58 


Officials of Sears, Roebuck & Co. 
expect that sales for the last three 
months of this year will be enough 
to bring total sales for the year 
ending Jan. 31, 1959, to three per- 
cent above sales for the year be- 
fore. 

Sales for the nine month period 


ending Oct. 31 are not expected to 
be up to sales for the same period 
last year. 


Wholesale trade sales 
in August up 2 percent 


Sales of wholesalers for August, 
1958, were estimated at $9.3 bil- 
lion, an increase of 2 percent over 
July, 1958, reported the Depart- 
ment of Commerce. 

Wholesalers sales in the hard- 
ware, plumbing, and heating goods 
fields for August were up 1 per- 
cent from July 1958, but down 8&8 
percent from August, 1957. 


Corning Glass upheld 
in Fair Trade decision 


Corning Glass Works, Corning, 
N. Y., reports that the Williams 
Buying Corp. and Buy Wise Mer- 
chandise Co., Inec., New York City, 
have been enjoined from selling 
Pyrex and Corning ware household 
products below Fair Trade prices. 

A final judgment was signed in 
the New York State Supreme Court 








“AMERICA'S MOST ADVANCED 
Level Line 1919 


since 


EMPIRE LEVELS 13, Wincor STOCK THEM! 
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selling Quick Wedge 


SCREW-HOLDING screwdrivers 


Unconditionally Guaranteed -—- Millions Satisfied 
ORDER TODAY — We'll invoice Your Jobber 
Nationally Advertised in 8 National Magazines 
KEDMAN COMPANY 


233 South Sth West Salt Lake City 1, Utah 














JUST PULL THIS WAX BAR ACROSS THE LAWN TO KILL BROADLEAF WEEDS 
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Here’s one of many successful Western Auto Associate 
Stores doing $100,000 in volume. If you would like to oper- 
ate a profitable business like this, it will pay you to read 


the facts on this page. 


wt 
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More Men Make More Money 


With A Western Auto Franchise 


. . . than with any similar associate store operation. You can, too. . . here’s why: 


Are you looking for a bigger opportunity . . . more finan- 
cial security .. . better living for yourself and your 
family? Then you should know these advantages of oper- 
ating under a Western Auto Associate Store franchise: 


e Fast turnover. You stock a wide variety of popular, 
nationally-advertised merchandise—over 12,000 items peo- 
ple buy every day. And because Western Auto helps you 
select and maintain a balanced stock of sales-proven mer- 
chandise, you turn inventory dollars into profit dollars 


faster. 
e Huge purchasing power and centralized buying means big 


savings that are passed along to you. You are free to con- 
centrate on selling and day-to-day operation of your store. 


@ 16 Western Auto warehouses, conveniently located, offer 
weekly truck delivery in most areas to assure you of fast 


ester 
nto 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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efficient handling of your orders and merchandise ship- 
ments. 


e A large staff of skilled experts is always “on call” to 
help you with every phase of store operation, including 
advertising, display and sales promotion. 

e No experience necessary — Western Auto trains you. If 
you are willing to follow a tested, proved plan now work- 
ing successfully for over 3,600 Western Auto dealers, you 
can look forward to a successful future and good income 
as the owner of your own Western Auto Associate Store. 
Good locations now open. Mail 

coupon today for free booklet, 


“Doorway To Opportunity.” 
No obligation. 


Western Auto Supply Co., 

Dept. HA-6 

2107 Grand, Kansas City, Mo. 

Rush me today your free illus- 

trated booklet, “Doorway To Opportunity,” which 


gives me all the facts about today’s exciting oppor- 
tunities as a Western Auto Associate Store owner. 


Name 
Address_ 
City 
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Outboard Marine Buys 


land line which is now sold 


News About Dealers: Modern Hardware Store 





Opens In Former Utah Lumber Firm’s Building 


American Forks, Utah— 
BARRATT BUILDERS SUPPLY 
Co. has completed rebuilding 
and decorating the former 
Tri-State Lumber Co. build- 
ing into a new hardware, 
paint and building supply 
store. The remodeled build- 
ing is at 53 W. Main St. 


Des Moines—Foust HArRp- 
WARE was recently formally 


opened at 5911 S. W. 9th St. 
with a two-day sale by Ken- 
neth Foust. Mr. Foust 
bought the store from Ray 
Van Cleave. 


Butler, Mo.—DIxon HARD- 
WARE has been bought by 
Mr. and Mrs. George W. 
Repp. Mr. Repp had for- 
merly been employed by Kof- 

(Continued on page 132) 





FRANE P. LUCIER 


Lucier Heads Sales at 
Stanley Electric Tools 


Frank FP. Lucier has been 
mamed sales manager of 
Stanley Electric Tools Div., 
Stanley Works, New Britain, 
Conn. He succeeds Elmer W. 
Elisworth, who has been ap- 
pointed Northeastern re- 
gional manager. 

Mr. Ellsworth, who has 
been sales manager since De- 
cember 1957 and assistant 
sales manager from 1950, 
takes the regional post for 
reasons of health. 

Mr. Lucier has been assis- 
tant sales manager for the 
past three years. He joined 
Stanley in 1950 as a sales 
trainee and was later assign- 
ed to metropolitan New York. 
In 1952 he became represen- 
tative in northern New Jer- 
sey and eastern Pennysl- 
vania. 
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Profitmaker Dealers 
Meet With M. S. Young 


The first meeting of the 
Profitmaker Program dealers 
associated with M. S. Young 
& Co., wholesalers of Allen- 
town, Pa., was held Oct. 22. 

A display of fall merchan- 
dise was also held for two 
days in a Fair Grounds 
building. The display was 
open to all dealers. 

M. S. Young & Co. is a 
member of the Pro distribu- 
tors’ group (see HA, Sept. 
11, p. 391) and has extended 
the Pro franchise to a group 
of dealers in its territory. It 
was announced at the meet- 
ing that the first Pro store 
identification sign erected in 
the East had been installed 
at Barnet & Walters store in 
Phillipsburg, N. J. 

The meeting included a dis- 
cussion of progress of the 
Pro group program, presided 
over by R. E. Young, man- 
aging partner of the whole- 

(Continued on page 126) 


Our Own Convention 


Our Own Hardware Co., 
dealer owned wholesaler at 
Minneapolis, has set the 
dates for its next annual 
winter convention. In 1959 
the convention officially opens 
on Sunday, Feb 8 and con- 
tinues through Feb. 9 and 
10. 


Midland Company Stock 


Outboard Marine 
Waukegan, Ill, has 


Corp., 
pur- 


FRANK 8S. FENTON 


chased a majority of com- 
mon stock of the Midland Co.., 
South Milwaukee, Wis. Mid- 
land manufactures garden 
tractors, roto-tillers, snow 
plows, sprayers and allied 
attachments. 

Midland will operate as a 
subsidiary of Outboard Mar- 
ine. No changes are planned 
in the marketing of the Mid- 


through factory franchised 
dealers. 

Frank S. Fenton has been 
elected president of the new 
subsidiary. He will remain 
as manager of Outboard 
Marine’s Pioneer Saws Div. 

Other officers of Midland 
are: William C. Scott, vice- 
president. He is also execu- 
tive vice-president and gen- 
eral manager of Outboard 
Marine. Robert F. Wallace, 
secretary -treasurer. He is 
Outboard Marine’s control- 
ler. 


Robertson Elected a 
Weller Vice-President 


C. R. Robertson, recently 
named sales manager of Wel- 
ler Electric Corp., Easton, 
Pa., has been elected vice- 
president of sales. 

Before Mr. Robertson be- 
came sales manager of Wel- 
ler (see HA, July 31, p. 71) 
he was a regional sales man- 
ager and had over four 
year’s service with the firm. 





Private Label Merchandising Program Set 
Up By S & Q Stores Planning Committee 


Establishment of a private 
label merchandising program 
headed decisions made at the 
recent semi-annual meeting 


of the S & Q Hardware 
Stores Planning Committee. 
(S & Q is the emblem of the 

(Continued on page 134) 


Officials of Janney, Semple, Hill & Co., Minneapolis wholesaler, 
and members of the S & O Stores Planning Committee pause briefly 
during their recent semi-annual meeting in Indianapolis. 


HARDWARE AGE, NOVEMBER 6, 1958 








AGE while 


THE 





it’s NEWS 








TRADE kkk kK kK 





NOVEMBER 6, 1958 











Service Tools Group 
Elects T. R. Hughes 
Thomas R. Hughes, vice- 


president and general man- 
ager of Utica Drop Forge 





THOMAS R. HUGHES 


& Tool Div., Kelsey-Hayes 
Co., Utica, N. Y., has been 
elected president of the Ser- 
vice Tools Institute. 

Mr. Hughes, a_ veteran 
hardwareman, has been with 
Utica since 1940 and has been 
vice-president and general 
manager of the firm since 
1957. Before that, he spent 
20 years with S. S. Frety Jr. 
Co. and the Devlin Co., both 
makers of pipe fittings and 
nipples. 

The Service Tools Institute 


also elected Geoffrey J. 
Letchworth, Jr. to the execu- 
tive committee. He is vice- 
president, secretary and gen- 
eral manager of the Tools 
Div., Barcalo Mfg. Co., Buf- 
falo, N. Y. 


M & D Store Fixtures 
Appoints Stevenson 


Edward O. Stevenson has 
been appointed national sales 
manager of M & D Store Fix- 
tures, Inc., Chicago, Ill. 

Mr. Stevenson, who has 





EDWARD 0. STEVENSON 


been in the store fixture field 
for 18 years, was formerly 
vice-president of store fix- 
ture sales for Weber Show- 
case Co. 





Florida’s Friendly Stores Are Buying From 


Ace At Chicago; Aim 


A different approach to 
dealer-wholesaler supply re- 
lations has been set up by a 
chain of Florida retail hard- 
ware stores and a Chicago 
wholesaler. 

Friendly Hardware stores, 
Winter Haven, Fla., has en- 
tered into a supply arrange- 
ment with Ace Hardware 
Corp., Chicago wholesaler. 

Hardware will be delivered 
to the Florida stores from 
Chicago by common carrier 
truck. 

Friendly Hardware now 
has two stores in new shop- 
ping centers in Winter Haven 
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For Expansion In 1959 


and in Lakeland. The chain 
is to be expanded, G. V. 
Mead, president, has an- 
nounced, through ploughing 
back profits. Present plans 
indicate another store will be 
opened within a year, but 
location, in a coastal city 
or an inland city, has not 
been decided. 

New stores probably will 
be in shopping centers. Vol- 
ume will be built by catering 
to newcomers to Florida and 
to the natural trading area 
of the shopping center. 

The two stores will con- 

(Continued on page 126) 


How Dealers Can Benefit From Wholesaler 


Services Is Told In 


The services of a general 
line wholesaler can help a 
dealer make more money if 
the dealer will use these 
services. That is the message 
of a series of trade adver- 
tisements sponsored by the 
Geo. Worthington Co., Cleve- 
land wholesalers. 

The program undertaken 
by Worthington will serve 
two basic purposes. One is to 
show dealers how they can 
increase their store profits 
by making full use of the 


many services offered by 
Worthington. 
A second purpose is to 


demonstrate to manufactur- 
ers that distributors such as 
Worthington serve a_ vital 
role in hardware distribution 
and are alert to the needs of 
modern day retailing. 

The program will center 
on a series of advertisements 
to appear monthly in hard- 


Worthington Ad Series 


ware trade magazines. The 
first appeared in HARDWARE 
AGE, Oct. 23, p. 139. 

In addition to this adver- 
tising program, the 129-year- 
old wholesaler is also expand- 
ing the promotional services 
it offers to retailers. More 
handbills, mailers, banners, 
displays and store decoration 
supplies are planned for 1959 
than ever before, according 
to W. D. Campbell, Worth- 
ington vice-president and 
sales manager. 

The first advertisement 
was entitled, “What’s New,” 
and told how Worthington’s 
14 buyers work to keep deal- 
ers up to the minute on new 
merchandise. It also told that 
4244 new items were made 
available to the trade in the 
first 10 months of this year. 

Advertisements in the 
series wiil cover other phases 

(Continued on page 132) 





North & Judd Makes 
Top Sales Changes 


North & Judd Mfg. Co., 
New Britain, Conn., has made 
two changes in top sales po- 
sitions as part of a program 
of integration of operations 
with its Wilcox - Crittenden 
Div. 

Ivan 
elected 
charge 


lL. Smith has been 
vice - president in 
of all sales. He was 






IVAN L. SMITH 


vice-president and _ general 
sales manager. Mr. Smith 
has also been assistant gen- 
eral manager and manager 
of zipper and style product 
sales. 

Philip W. Brown has been 
promoted from style products 
sales manager to general 
sales manager. Mr. Brown 
has served as a salesman in 
New York City and as resi- 
dent manager in Atlanta, Ga. 





PHILIP W. BROWN 
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GRIFFIN-GRIP HINGE 
“IT LOCKS THE PIN IN” 


THE SECURITY HINGE 

THAT’S EASY TO INSTALL 
When the Griffin-Grip Hinge is 
closed, the hardened steel ball is 
locked into the groove in the hinge 


pin. Makes it impossible to remove 
the pin. 


EASY TO INSTALL. No more 
unscrewing and screwing easy-to-lose 
set screws. Doors are hung faster 
than with any standard non-remov- 
able pin hinge when you specify the 
new Griffin-Grip Hinge. 


New Griffin-Grip is available on all 
ball bearing and all template hinges 
4” and larger in all standard hard- 
ware finishes. Save your contractor- 
customers’ installation time. Sell 
Griffin-Grip hinges, ‘it locks the pin 
in.’ See your wholesaler or write, 


GRIFFIN MFG. CO. - ERIE, PA. 


_.. GRIFFIN’ 








Friendly Stores, Fia. 
Buy From Chicago's Ace 
(Continued from page 125) 


tinue to be operated under 
the Friendly Hardware name. 

The two Friendly Hard- 
ware stores were established 
within the past year by Mar- 
shall- Wells Co., hardware 
wholesaler then with head- 
quarters in Duluth, Minn., as 
a retail expansion in a fast- 
growing section of the coun- 
try. 

Mr. Mead resigned as 
president of Marshall-Wells 
(See HA, Oct. 23, p 195) 
when the company moved its 
home office to New York, and 
then took over the Marshall- 
Wells interest in Friendly 
Hardware. 

“We should adjust our 
thinking on distance to a new 
measure,” said Mr. Mead in 
explaining a Chicago source 
of supply for a Florida re- 
tail operation. 

“Distance can be measured 
in hours as well as by miles. 





News of the Trade— ~niesieeia 


We expect delivery of mer- 
chandise from Chicago with- 
in 10 days after an order is 
mailed.” 

As te seeking a source of 
supply in a distant market, 
Mr. Mead explained: 

“This wholesaler has a 
basic stock and an inventory 
control system that will help 
us set up merchandise lines 
for fast turnover.” 

Friendly Hardware stores 
are to be set up for three to 
four turns a year, Mr. Mead 
stated. 

“Our studies indicate,” he 
continued, “that most of Ace 
Hardware’s basic items are 
applicable to our Florida re- 
tail market. 


|. A. Rubin To Retire 


Isidor A. Rubin of Rubico 
Brush Manufacturers, Div. 
Osborn Mfg. Co., Inc., re- 
cently announced that he will 
retire as of Dec. 31. He was 
with the company for 44 
years and was in the brush 
industry for 61 years. 





Profitmaker Dealers 
Meet With M. S. Young 


(Continued from page 124) 


sale firm. A panel of dealers 
discussed basic stock lists, 
use of circulars, and benefits 
of the Profitmaker program. 

Panelists included mem- 
bers of the wholesaler’s 
Dealer Advisory Committee: 
George Barnet, Barnet & 
Walters; Robert Davis, New- 
town Hardware House, New- 


town, Pa.; and Donald Shea 
of Shipe’s Hardware, Pal- 
merton, Pa.; C. H. Gerhart 
of M. S. Young, acted as 
mederator. 

A drawing at the merchan- 
dise exhibit saw the follow- 
ing win expense paid trips to 
the Waldorf-Astoria, N. Y.: 
Wm. Miller, Wm. Miller & 
Sons, Easton, Pa.; R. A. Gra- 
ber, Beck-Wilhelm, Bethle- 
hem, Pa.; J. D. Shoemaker, 
Wind Gap, Cole & Lumber, 
Wind Gap, Pa. 





Gathered around the new Pro store sign are, on the left, members 
of the dealer advisory committee of M. S. Young & Co.; G. Barnet, 


Barnet & Walters; R. W. Davis, 


Newtown Hardware House: and 


D. Shea, Shipe’s Hardware. On the right are C. H. Gerhart, M. S. 


Young & Co.; P 
Young, M. S. Young & Co. 


. L. Cosgrave, Cosgrave & Associates; and R. E. 
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There’s nothing like a Porter-Cable franchise 


Our Salesmen help push your sales 


Your Porter-Cable salesman is always available 

for in-store demonstrations, training your personnel, 
and inventorying your stock. That’s just one of 

the advantages. Only Porter-Cable protects your full, 
legitimate markup on all tools, at prices that insure a fair 
profit while attracting customers. Dealers are 

carefully selected to protect you from unethical 
competition in your community. Only Porter-Cable 

offers cooperative advertising, with special merchandising 
timed for peak selling seasons, backed by national 
advertising. Displays are NRHA-approved, 

available without special “deals.” If you'd like to get 

into the act, write us today. 
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SAWS > BELT SANDERS: FINISHING SANDERS 
ROUTERS * DRILLS * PLANES 
PORTER-CABLE MACHINE CO., 804A Marcellus $t., Syracuse 4, New York 


in Canada: Write Porter-Cable Power Tools (Canada) Ltd., Box 5019, London, Ont. 
in Mexico: Write CIA General Distribuidora, $.A., San Antonio Abad 236 
Mexico City, D.F. 
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WHEN YOU 
BUY THIS 
LOW PRICED 
“PACKAGE” 
DEAL 


R42 x PKA-3 


CONSISTING OF 


KEY DUPLICATING 
MACHINE, MOTOR, 
ROTARY KEYBOARD 
plus 
1020 of the most 
popular | a 
KEY BLANKS jf) 


ba f if 


YOU CAN CUT Pa > 


CYLINDER AND a 
CAR KEYS 

QUICKLY AND 

ACCURATELY 


coe KEI 


AND TO HELP YOU SELL KEYS, YOU GET 


This Sign FREE! 

















KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 


R 42 x PKA-3 “Package’’ Deal plus FREE Key 
sign. 


Name 
Address 


City 





PLEASE PRINT 





Zone State 























Thirty Years of Selling 
Honors to Saleslady 
- a 


—News of the Trade —— 


Housewares Brings 


in Elyria, Ohio, Store 
‘Te | . = . = 


cd 
& 


Thirty years of service recognized by gift wrist watch to Miss Emma 
Fitzpatrick, right, at Day's Hordware in Elyria, Ohio. Houghton 
Wagner, store owner, left, made presentation, and Dorothy Wagner, 


center, admires the gift. 


The hardware industry is 
proud that many employees 


have served in retail stores 
many long, faithful years. 


Such an employee is Miss 
Emma Fitzpatrick. Recently 
Miss Fitzpatrick completed 
30 years of sales work at 
Day’s Hardware in Elyria, 
Ohio. The event was marked 
by presentation of a wrist 
watch, a corsage of red 
roses, and a store promo- 
tion as part of the “Honor 
Emma” days. 


The wrist watch was the 


gift of fellow-employees and 
presentation of the watch 


and the personal gift of 
roses was made by store 

owner Houghton Wagner. 
Miss Fitzpatrick helped 


set up the housewares and 
giftwares department when 
the store moved in 1928 to 
its present location at 365 
Broad St. She has served 
under three owners. Miss 
Fitzpatrick plans to continue 
at the store, setting new em- 
ployment records. 
Mr. and Mrs. 
bought Day’s Hardware in 
June, 1957, (see HA, Sept. 
12, 1957, p. 176). Mr. Wag- 
ner for five years had been 
manager of the store. 


In making the presenta- 
tion, Mr. Wagner praised 
Miss Fitzpatrick for her 
ever-present smile, gracious 
manner, and willingness to 
serve customers and the 
store. 


Wagner 





Marshallan Mfg. Co. 
Creates New Company 


Marshallan Mfg. Co., 
Cleveland, has formed a new 
company to be known as 
Apcoa, Inc. 

The new firm, located at 
1063 W. 11th St., Cleveland, 
will manufacture a complete 
line of TV and all-purpose 
metal and plastic snack ta- 
bles. Apcoa will be under the 
supervision of Dorsey, Mac- 
Donald & Newton, national 


merchandising consultants 


with home offices in Phila- 


delphia. 


Products made by the new 
firm will be shipped from 
FOB points, Los Angeles and 
Cleveland. The consultant 
firm has appointed a number 


of agents to represent Apcoa 
nationally. These are listed in 
the Manufacturers’ Agents 
column of this issue. 


Plastic Steel 


In a feature article in the 
Sept. 11 issue of HARDWARE 
AGE (pp. 57) entitled “Radio 
can move goods if you use 
it right,” an error was made 
concerning a product of the 
Devcon Corp., Danvers, Mass. 


The article referred to 
“ ..a brand of plastic steel.” 
Plastic Steel is a registered 
trademark of the Devcon 
Corp., covering its metallic 
molding and filling compound. 
It is not a generic term as 
indicated in the HA article. 
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BUT BASIL SELLING IS 
NOT JUNGLE WARFARE! 
WE USE THE STEELMARK 





























To CAPTURE CUSTOMERS. 
























Lightens 
your work 


Brightens 
your leisure 


Widens 
your world 

























































































Selling may not be jungle warfare, but sometimes it 
sure seems like some kind of warfare! Today, you have 


to hit the consumer hard—and often—with a really 
booming message. And that, U.S. Steel is helping you 
do! U.S. Steel’s Steelmark Program is an all-out, sell- 
packed, year-round advertising and merchandising 
attack on the American consumer. It reaches 47 million 
people every month of the year with full-color, two-page 
spreads in SATURDAY EVENING POST and TIME 

















and commercials on U. S. STEEL HOUR Network 
Television. ‘This kind of impact makes consumers want 
products of steel that are easy to use and tailored 
perfectly for modern living. It prompts them to look 
for stores and the products that display the Steelmark. 
Get them to your store! Tie-in! Send for free Steelmark 
displays, merchandise tags and service banners today! 
Steelmark Program, United States Steel, Pittsburgh 


30, Pennsylvania. USS is a registered trademark 


OVER 12,000 RETAILERS ARE NOW SELLING WITH THE STEELMARK! HAVE YOU SENT FOR YOUR FREE KIT? 
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United States Steel 


SAFETY 


... the right hook 
=... for new Sales Punch 





““Pre-Vent”’ 
Gas Wall Heater 


with exclusive 


eramiclad E\* 
doy 


oe - ails — oa — a » ‘eS \ cael 
S ERS ee ee 3c Sa 
_ 


* Requires no chimney, 
No recessing! 
* AGA approved for 











Pe 


3 


:% e 
I. / == 


_— 
*Trade Mark Registration Pending 


@ Safe and clean as the air it “breathes”! 
No oxygen taken from room air! Temco's ‘‘snorkel-like’’ 
thru-the-wall vent pulls in fresh air for combustion and ex- 
hausts all combustion products directly outdoors. 


A marvel at modernizing! 
Low enough to be mounted under most windows! Gleaming 


cabinet of neutral tan perfectly matches your customer's 
designs for modern living! 


Inexpensive to operate! 

Provides warm-air blanket over outer walls ... prevents 
costly loss of heated room air. Automatic self-energized 
control eliminates cold discomforts even during power failure. 


Easy to install! 
installs by cutting 8-inch hole through wall, connecting to pre- 
engineered vent and gas line. 


Backed by 20-year written warranty on exclusive 
Ceramiclad* Heat Exchanger! 

Temco's exclusive porcelain enamel finish that will never 
rust out—never burn out! 


TO ANSWER YOUR INCREASED CUSTOMER 
DEMAND FOR SAFETY 


Write now, for detailed information! 


ROOM HEATERS © FLOOR FURMACES © WALL HEATERS + UNIT HEATERS * WARM AIR FURNACES + AIR CONDITIONING + GAS WATER HEATERS 
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—_— News of the Trade. 





brief reports of 


MANUFACTURERS SALESMEN 


@ Stanley Tools Div., Stanley Works, New Britain, Conn. 
—Roger Cross from Texas to Chicago and Milwaukee 
areas. Edward A. Petty to Chicago, Gary, Ind., and Wis- 
consin, excluding Milwaukee, Ashland, Eau Claire and La 
Cross; Kenneth L. Dane will cover Texas. 


| @ Gries Reproducer Corp., New Rochelle, N. Y.—Arron 


Kostman to West Virginia and western 
A. Walt Runglin Co. to western states. 
zona, California, Idaho, Montana, 
Washington; also Vancouver, B. C. 


Pennsylvania: 
Ari- 
and 


States are: 
Nevada, Oregon 


@ John H. Graham & Co., Inc., New York—Joseph Henry 
to West Virginia, eastern Ohio and western Pennsylvania. 
Will headquarter in Pittsburgh, Pa. 


@ Kalamazoo Furniture Co., Kalamazoo, Mich.—Guy Moss 
and James Moss to Chicago. Both have wide experience 
and many years in the furniture industry. 


@ Enterprise Mfg. Co., Akron, Ohio—Don E. Reaver to 
assistant sales manager for Ohio, Indiana, Illinois and 
Michigan. He replaces William N. Witt. 


@ Bissell Carpet Sweeper Co., Grand Rapids, Mich.—Mel- 
vin J. Riebert to Chicago district sales manager; Clyde J. 
Dregger to Chicago area sales representative, Dexter G. 
Allen to New England sales manager. 


e Standard Can Corp., Leetsdale, Pa——Henry B. Stevens 
to Wisconsin and Illinois, including Chicago. Mr. Stevens 
is a former executive of Montgomery Ward & Co. 


@ Lawn-Boy Div., Outboard Marine Corp., Lamar, Mo.— 


| Isaac M. Bussells of Richmond, Va.. to eight southeastern 


| States from Virginia to Florida. He was with Williams & Co. 
| agents. 


| @ Stanley-Judd Div., The Stanley Works, New Britain, 


| Conn.—Thomas R. Walton of Chattanooga to Georgia and 
| Florida. 





| news in brief of 


MANUFACTURERS’ AGENTS 


_@ Apcoa, Inc., Cleveland—this newly formed company has 
| appointed these agents to cover their respective areas: Ted 
_ Mack Co., Portland, Ore.; Kenneth J. Dahm, Denver; John 
| Tarter & Co., Fort Worth; Ralph I. McBath, Pittsburgh; 
| R. L. Davis, San Francisco; Stan Evans Co., Minneapolis; 
| Harry R. Joelson, Toledo; Nelson Alred, Morton, Pa.; Henry 
| A. Lauer Co., Los Angeles; Meskill-Sweeney, Kansas City; 
| Osear F. Grey & Assoc., Detroit; Louis B. Kessler Co., New 
| York; Louis Y. Perkins 


Co., Boston; and Rutherford- 


Sanders, Atlanta. 


| @ Ardmore Specialties Co., Ardmore, Pa. — Northeastern 


states to General Products, Rutherford, N. J.; Illinois, Wis- 
consin, Michigan, Indiana, Ohio and Kentucky to Brett Os- 
borne & Ken Pickering, Geneva, Ill., and W. S. Ashman. 
Territory of Don Ibsen & Associates is expanded to include 
all of the 11 Western states. 


@ Lou Braden, Pittsburgh representative, has moved Jack 
Kilty from New York to make his headquarters in Pitts- 
burgh and appointed Ed Shaw, former sales manager of 
Chapin Sprayer Co., Batavia, N. Y., to work out of 
Rochester, N. Y. 


@ Boice-Crane Co., Toledo—Texas, Oklahoma and Arkansas 
to R. M. Johnson, Dallas representative. 


HARDWARE AGE, NOVEMBER 6, 1958 
























THERMOMETER 


... use anywhere . . . guaranteed accuracy! 








An excellent, moderately priced meat 
thermometer for use in oven, on rotisserie 

and outdoor grill. Extremely accurate 

with rustless metal stem and frame, easy-to- 
read aluminum dial protected by extra 

heavy glass. Dial is marked with recommended 
temperatures for roasting all popular 

meats and poultry. Carded. Enjoy 

big profits! Order now! 

















(PD suggested Retail 


$1.98 









OVEN THERMOMETER 


... perfect oven cooking NO. 
every time! 2 


A very fine oven thermometer designed 
and built to give exact oven temperatures 
for all oven cooking. Rust resistant 

with genuine porcelain enamel 

dial and chrome trim. Registers 


Suggested Retail 


up to 600° F. 234” high. $1.00 
yh 
as REFRIGERATOR-FREEZER 
THERMOMETER 
N ... Stands or hangs 


in refrigerator or freezer! 


For highest efficiency and food 

safety, every refrigerator and freezer 
should contain a Cooper Refrigerator- 
Freezer Thermometer. Baked white 
enamel dial reads to —30° F. 


1.00 25%” high, attractively carded. 


. LO- extremely attractive % 
Clipper “SS nautical design! oe 
WALL THERMOMETER , 


Really handsome, yet inexpensive. 
Completely finished in lustrous brass 9 
with temperature range of —40° F. 

to +120” F. Traditional eight 

spoke ships wheel frame, unbreakable 
crystal, concealed wall hanger. 
Attractively carded. 





Suggested Retail 






Suggested Retail $1.29 
The Leader In Temperature Measuring Devices Since 1885! 


THE COOPER THERMOMETER COMPANY 
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STILL TIME 





TO ORDER 


CAL-DAK 





Work-Saving Quality Housewares 


FOR PROFITABLE 
CHRISTMAS SALES! 





Leading jobbers in every major city 
and Cal-Dak’s four factories are 
ready to fill your orders. 


Be ready to meet the demand 
\, for nationally-advertised 
CAL-DAK 
TRAY TABLE SETS 
HOSTESSCARTS 
COFFEE TABLES 
LAUNDRY CARTS 
IRONING CADDIES 
PERSONAL HAMPERS 
HOSE REELS 










Work-Saving Quality Housewares 


FOUR FACTORIES 
Lancaster, Pa. ¢ Chicago, Ill. ¢ Little Rock, Ark. « Colton, Calif. 














door 


“jewelry” = 
TULIP design 
Cylinder Entrance Lockset 


ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 


STANDARD design 
Cylinder Entrance Lockset 
{Aiso, matching interior sets) — 


z 


' | kinson and his 
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Worthington Ad Series 
Tells About Services 


(Continued from page 125) 


of Worthington’s service to 
retailers, including how to 
improve turnover, and the 
value of a prompt service of 


| supply on a wide assortment 
of merchandise. 


Trade sources attach much 


| significance to this promotion 
| program of 
| Wholesalers have for 
| time been resentful of sug- 
| gestions by uninformed per- 
| sons that they are no longer 
| important in hardware dis- 
| tribution and are slowly be- 


Worthington. 
some 





ing outmoded. The facts, to 
those who know the trade, it 
is stated, prove the contrary. 

The Worthington series of 
ads represents one of the first 
steps taken by a major gen- 
eral line wholesaler to dem- 
onstrate that wholesalers are 
important and provide many 
services that are not fully 
understood by manufacturers 
and dealers. 

A mid-Western wholesaler, 
commenting on the Worth- 
ington program, said, “I hope 
this is the first gun in a real 
all-out attack on the ‘experts’ 
who have been busy burying 
the wholesale trade for the 
past 10 years.” 





Wholesale Hardware 
Training Conference 


Wilkinson Associates, man- 
agement consultants in 


| wholesale hardware, will con- 
| duct a three-day “Profit De- 
| | velopment” conference from 
| top 
|| salers from 


management of whole- 
the United 
States and Canada. The ses- 
sions will be held at Prince- 


| ton, N. J. Nov. 19, 20 and 21. 


Dr. George D. Wilkinson, 


a leading authority on hard- 


ware wholesaling, will con- 
duct the meetings. Dr. Wil- 
staff have 


: | served as consultants to over 


Decorative Escutcheon 





Entrance Set Cylinder Lockset [| 


Screen & Combination Apartment 


Door Lockset 


NATIONAL HARDWARE 


CORPORATION 





100 wholesalers throughout 
the country, many of them 


under the auspices of five na- 
tional trade associations. 

They are: The Southern 
Wholesale Hardware Assn., 
National Builders’ Hardware 
Assn., American Institute of 
Supply Assvis., National In- 
dustrial Distributors’ Assn., 
and the Southern Industrial 
Distributors’ Assn. 

Dr. Wilkinson’s§ surveys 
and reports have been pub- 
lished as manuals which have 
been restricted to the mem- 
bers of these associations. 

This conference 
limited to 30 executives of 
wholesale hardware firms. 
Fee for the sessions will be 
$125. 


will be 





News About Dealers: 





(Continued from page 124) 


filer Hardware near Ray- 
town. The Repps will con- 
tinue to operate the furni- 
ture store which is part of 
the Dixon business. 





Barrington, /ll. — SUPER 
ACE HARDWARE STORE, 142 S. 
Northwest Highway, was 
opened recently. The store 
has 12,000 sq ft of space on 
two floors, a fenced in lot 60 
x 135 ft for an outdoor gar- 
den shop, and a 22 x 60 ft 
lean-to for fertilizers and 
bulk merchandise. 


Mayor Martin Schrieber of Barrington, Ill., cuts the ribbon at the 
recent grand opening of the Super Ace Hardware Store in 
Barrington. Richard Hesse (center), president of the Ace Hard- 


ware Corp. and store owner Art 
ceremony. 


Grindle (left) participate in the 
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CONVENIENT 
CUP HANDLE 


























ews ie 


VS) 


SELIUE 


THE SNOW WHITE PLASTIC IN A TUBE 


Vs 
TUB and TILE! Nes 
CAULK 


PROVEN MILLION 


' 
TIMES 
\ 
FREE SAMPLE—Jobber inquiries invited -- aa N 
Ug 


DE WITT PRODUCTS CO. (rye 
5858 PLUMER ST. » DETROIT 9, MICH, “uu 












SMO MD em 









+ 55 50R 


P wil . gift Res Bie 
for ~ i shoppers. 












YLLASR SUAEERETY RVG 


Unusual, decorative, eminently useful, this 

“junior” anvil is 8” long, 34” high, weighs 8 
lbs. — the gift shopper's answer for people 
who have everything! Ideal for the home work- 
shop . . as a door stop . . . or conversation 
piece. Sell in pairs for book ends with a touch 
of early Americana! Available in assortments 
of 6 brilliant colors . . . gift packaged for 
Christmas. Call, wire or write TODAY! 


YETTER MANUFACTURING CO., Inc., COLCHESTER, ILL 
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MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! 





This unique “silent salesman” tells customer instantly 
the motor he needs... eliminates indecision, stimu- 
lates customer to buy now. 





Makes It Easy For You To Sell 





MOTORS 





Here's Why!... 


@ Exclusive Design Features 
© Complete Line 
@ Self-Selling Motor Display 


® Motor Tags, Highlighting 
Motor Features 


@ National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 
SELECTOR GUIDE TODAY 


2 
ee ee 
THE EMERSON ELECTRIC MFG. CO., Dept. M-187 
ST. LOUIS 21, MO. FY 
Send me a Free motor Selector Guide. 


Name 





Camnany 
- = - 





Street 





City Zone 









‘ek cetees 
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EMERSON-ELECTRIC 


of St. Lovis 





S & O Committee Sets 
Up Private Label Plan 
(Continued from page 124) 


Stores program of Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler.) 

This advisory group, made 
up of S & Q Store owners, 
also made plans for expanded 
and aggressive advertising 
and promotion of hardware 
and Janney Best paints in 
1959. 

B. J. Case, president of 
Janney’s; L. M. Hatfield, 
first vice-president; R. M. 
Fleming, vice-president; A. 
E. Cox, vice-president and 
H. G. Dungan, Stores Div. 
Mgr., met with the commit- 
tee during the three-day ses- 
sion in Minneapolis. 

Some private labe] names 
were chosen for several lines. 
The first quality power tool 
line will be called ‘“Tool- 
King.” Lawn care equipment 
will be known as “Lawn- 
King.” The Janney Best 
paint label will now include 
paint brushes. The firm is 
awaiting clearance on a name 
for its first quality sports 
equipment line. Competitive- 
ly priced lawn and garden 
equipment will be called 
“Glenwood.” 

Members of the Planning 
Committee include: Arvid 
Benson, Moorhead, Minn.; 
Victor Clark, Wichita, Kan.; 
Bill Kyle, Idaho Falls, Ida.; 
Bernard Matzke, Lewiston, 


Minn.; Joe Meyer, Golden, 
Colo.; Melvin Olson, Dwight, 
Ill.; Harold Pittz, Dodgeville, 
Wis.; Les Robson, Sioux 
Falls, S. D.; and Eldon Wat- 
ters, Lake City, lowa. 

Guests at the meeting 
were: Wayne MeMillen, 
Kansas City, Mo., and Dick 
Davis, Sandstone, Minn. Both 
are S & Q Stores dealers. 


Gould-Mersereau Names 
General Sales Manager 


Ben W. Binford, Jr., has 
been appointed general sales 
manager of Gould-Mersereau 
Co., Inc., New York. He was 
sales manager of the firm. 


BEN W. BINFORD, JR. 


Mr. Binford is in charge 
of all national sales, includ- 
ing the activities of associate 
companies—Gould- Mersereau 
California and Gould-Merse 
reau Illinois. 





Krylon Holds First National Sales Meeting 


Krylon, Inc. held its first national sales meeting at its Norristown, 
Pa., headquarters last month. Previously, meetings were held in 
each sales region. Highlights of the meeting included talks by 
J. W. Bampton (shown), president, Richard C. Newbold, vice-presi- 
dent of sales, and Elmore E. Kayser, sales promotion and adver- 
tising manager. Another high point of the meeting was the tour of 
Krylon's brand new loading plant, warehouse and office facilities. 
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OBITUARIES 





Gus Momsen 


Gus Momsen, 64, president, 
Momsen-Dunnegan-Ryan Co., 
El Paso wholesaler, died Oct. 


GUS MOMSEN 


2 of a heart attack in a 


hotel in New York City while 
on a business trip. He had 
been with the firm for 51 
years and had been its presi- 
dent since 1948. Survivors 
include his son, active in the 
firm, and a brother, Reuben 
F. Momsen, vice - president 
and treasurer of the com- 
pany. 


Eimer G. Lande 


Elmer G. Lande, retired 
assistant treasurer of Jan- 
ney, Semple, Hill & Co., 
Minneapolis wholesaler, died 
recently. Mr. Lande retired 
two years ago, serving the 
company for 44 years. He 
started as stockboy in 1912 
and moved into sales in Mon- 
tana in 1929. Mr. Lande later 
became buyer of builders’ 
hardware in 1934 and re- 
mained in those duties until 
retirement. He was also 
elected assistant treasurer in 
1947 and a company director 
in 1949. 


Raymond W. Alling 


Raymond W. Alling, 36, rep- 
resentative for Stanley-Judd 
Div., Stanley Works, Wal- 
lingford, Conn., in Georgia 
and Florida, died Sept. 14 at 
Pompano Beach, Fla. after a 
short illness. 


Frank B. Faust 


Frank B. Faust, 55, sales 
supervisor of the Home Gar- 
den Div., Associated Seed 


Growers, Inc., died recently 
at an Atlanta, Ga., hospital. 
He joined the Asgrow com- 
pany in 1932 as sales man- 
ager of its Atlanta office. 


Joe M. Jonas 


Joe M. Jonas, 58, person- 
nel and public relations man- 
ager of Our Own Hardware 
Co., dealer owned wholesaler 
at Minneapolis, died at his 
home Oct. 17 of a heart at- 
tack. Mr. Jonas joined Our 
Own in 1944 after serving as 
Minneapolis chief of police 
for two years. He was affili- 
ated with the Northwest 
Hardware club. 


Joseph Little Burr 


Joseph Little Burr, 85, a 
former president and general 
manager of Semmes Hard- 
ware Co., Savannah, Ga. 
wholesaler, died recently at 
his home in Chattanooga. 


Mrs. Edwin F. Fiato 


Mrs. Edwin F. Flato, a di- 
rector of Corpus Christi 
Hardware Co., Corpus 
Christi, Tex. wholesaler, died 
in a Corpus Christi hospital 
Oct. 9. 


Elmer O. Heath 


Elmer O. Heath, 71, Mid- 
dleburg, Ohio, hardware and 
building materials dealer, 
died recently following a long 
period of ill health. 


Ednyfed H. Williams 


Ednyfed H. Williams, vice- 
president and _ corporation 
counsel of Kester Solder Co., 
Chicago, died Sept. 20 at the 
age of 76. 


ira Whiddon 


Ira Whiddon, 66, retired 
member of the firm of Mc- 
Williams Hardware & Furni- 
ture Co., El Dorado, La., died 
recently in that town. 


Adam E. Koeln 

Adam E. Koeln, 77, retired 
St. Louis hardware mer- 
chant, died Sept. 15 at the 
John J. Cochran Veterans 
Hospital, St. Louis. 
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H. HENRY MARTENS 


Stanley-Judd Division 
Names Henry Martens 


H. Henry Martens has 
been appointed general man- 
ager of Stanley-Judd, a divi- 
sion of the Stanley Works, 
Wallingford, Conn. He suc- 
ceeds Erwin T. Clark who 
has been named works man- 
ager of Stanley Chemica! 
Co., East Berlin, Conn., a 
subsidiary of Stanley. 

Mr. Martens has been gen- 
eral sales manager of Stan- 
ley-Judd since 1957. Before 
that he was vice-president of 
Proctor Electric Co., Phila- 
delphia. In addition, Mr. 


Martens has been general 
sales manager at National 
Enameling & Stamping Co., 
Inc., Milwaukee and sales 
manager of special products 
at Remington Rand, Inc. 


Chicago Lawn, Garden 
Show Planned for 1959 


Frank M. Yeager, man- 
aging director, Lawn, Garden 
& Outdoor Living Trade 
Show-Chicago, has an- 
nounced that the show, open 
to the trade oniy, will be held 
Oct. 18-21, 1959 in the Am- 
phitheatre in Chicago. Floor 
plans, etc., may be obtained 
by writing Lawn, Garden & 
Outdoor Living Trade Show, 
331 Madison Ave., New York 
c7, ee ae 


K. F. Cline Co. Elects 


J. Brenner Procter was 
recently elected vice-presi- 
dent and sales manager of 
K. F. Cline Co., Dickson, 
Tenn., subsidiary of Diebold, 
Inc. He had previously been 
general manager of Penco 
Metal Products for which 
firm he initiated a new plant. 





Handreds of Dealers Shoot For Extra 5% 
Through Using the Lure of Layaway Sales 


Hundreds of dealers are 
making fuller use of lay- 
away to build sales volume 
in the last quarter of 1958. 
A low cost kit of materials 
has been the reason for a 
big increase in dealers’ lay- 
away activity. 

“How to get an extra 5 
percent” was the title of an 
article which recently ap- 
peared in HARDWARE AGE 
(Sept. 11, p. 53). It has 
brought a heavy mail re- 
sponse from dealers nation- 
wide. 

Apparently, hundreds of 
dealers and some wholesal- 
ers, too, have a great deal 
of interest in_ increasing 
sales by 5 percent or more. 
The layaway article has re- 
sulted in sales of some 63,- 
000 layaway tickets, plus 
thousands of layaway post- 
ers and store-trim spinners. 
We're on a repeat printing 
of tickets. 

“A down to earth mer- 
chandising idea. Can’t un- 
derstand why it wasn’t of- 
fered a long time ago,” said 
a mid-western dealer who 
bought two layaway kits. 


“TI could have been in the 
layaway business years ago 
if your kit had been avail- 
able. Great idea,’ was the 
comment of the proprietor 
of a small chain of hard- 
ware stores. 

“We'll make your lay- 
away materials available to 
our dealers as a_ sales 
booster,” said one of several 
wholesalers who bought 
tags, posters, and spinners 
in quantity. 

How about you? There’s 
still time to order Layaway 
Kits for additional sales vol- 
ume between now and Christ- 
mas. And layaway is good 
after Christmas, for it’s a 
year round salesmaker. 

The HA Layaway Kit has 
111 pieces: 100 layaway 
tickets, 5 display posters 
and 6 spinners for store or 
window trim. The kit costs 
$2.40, postpaid. The sepa- 
rate items are also available, 
but you save by buying 
them in kit form. 

Send cash or money order 
to: HA Reader Service 
Dept., HARDWARE AGE, Chest- 
nut & 56th Sts., Philadelphia 
39, Pa. 
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Baltimore Ad Tax Invalid; City To Refund 
$1.5-Million Collected from Retail Firms 


Baltimore must refund a 
total of at least $1,500,000 
to retail advertisers, includ- 
ing hardware and lumber 
dealers, who bought space in 
local newspapers or time on 
local radio-TV stations this 
year. 

The refunds are due as the 
result of a unanimous ruling 
by the Court of Appeals 
which held that Baltimore’s 
advertising taxes are invalid 
because they violate freedoms 
of speech and the press. 

The controversial taxes, in 
effect since last January, cost 
each advertiser four percent 
of the price of his newspaper 
or radio-TV promotion. The 
papers and stations accepting 
the ads were assessed another 
two percent. 

Opposition to the taxes 
mounted early in the year. 
Trade groups, including the 
Baltimore Retail Hardware 
Association, which has as 
members more than 150 of 
the city’s hardware dealers, 
entered formal protests. 

This opposition generated 
so much heat that the state 
legislature this year passed 
a law forbidding any future 
tax aimed specifically at ad- 
vertising. At about the same 
time the city administration 
announced it would recom- 
mend repeal of the tax at 
the end of this year. 

Meanwhile, however, Balti- 
more merchants, both indi- 
vidually and through associa- 
tions, had joined newspaper 
and radio-TV interests in a 
suit to challenge the valid- 


ity of the tax. They won, 
first in the Baltimore Circuit 
Court, and now in the Court 
of Appeals. 

With a hefty $1.5-million 
at stake there was no dispo- 
sition on the part of Balti- 
more merchants to call off 
the fight on the basis of 
the mayor’s promise the tax 
would last for only one year. 
The total, by some estimates 
could reach $1,680,000 by the 
end of the year. 

Mike Kennedy, president of 
the Baltimore Retail Hard- 
ware Association, explains 
that while that group did 
not become an active party 
to the law suits, because of 
the very great expense in- 
volved, it pledged full sup- 
port to the action. Mr. Ken- 
nedy hailed the court decision 
as a substantial victory for 
independent hardware men. 

Advertisers, especially 
smaller retailers and neigh- 
borhood stores, were obliged 
to curtail ad budgets. 

Several other cities, des- 
perate for increased revenue, 
seriously considered an ad- 
vertising tax early last 
spring. The Baltimore tax 
decision, however, proved to 
be the handwriting on the 
wall and other cities dropped 
the ad tax idea. 

The City of Baltimore 
could, of course, appeal to 
the U. S. Spreme Court, but 
most observers in that city 
think the merits in this case 
are so cut-and-dried that 
such action is unlikely. 








LEIGH F. STEINMAN 


National Brush Co. 
Names L. F. Steinman 


Leigh F. Steinman, former 
housewares buyer for John 
Pritzlaff Hardware Co., for- 
mer Milwaukee wholesaler, 


has been named sales pro- 
motion manager of National 
Brush Co., Aurora, IIl. 

Before joining Pritzlaff, 
Mr. Steinman was district 
sales manager for E. R. 
Wagner Mfg. Co., also of 
Milwaukee. 


Donald McClellan Now 
Panef Sales Manager 


Panef Mfg. Co., Inc., Mil- 
waukee, has named Donald 
McClellan sales and promo- 
tion manager. | 

He was formerly a vice- 
president and account execu- 
tive of Ken Seitz & Associ- 
ates Agency, and had been 
servicing the Panef adver- 
tising account. 
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Classified Opportunities Section 


CLASSIFIED ADVERTISING RATES 


Help Wanted, Accounts Wanted BOXED DISPLAY AD RATES note: Samples of merchandise, literature. 
° a catalogs, etc., will not be forwarded te bo 
Business Opportunities $8.00 per column inch number advertisers, unless accompanied 7 
Representatives Wanted, cic. of 4: 
5%, discount allowed for 4 or more con- 





sufficient postage for remailing. 
Set solid, maximum 50 words 
ch additional word..... 


Positions Wanted 
(Special Rate) set solid, maximum 


50 words 


5 
Allow Seven Words for Keyed Address 
or Your Address 





secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


Thursday. 


No ogency commission allowed. 
HARDWARE AGE is published every other 
Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 








| 
Representatives Wanted 





FACTORY 
REPRESENTATIVES 
WANTED 


We have an ideal opportunity for manufactur- 
ers, agents, or representatives with exclusive 
territory. We ore an old, established manufac- 
turer in our field and are expanding our mar- 
kets. We need representation in many creas to 
present our merchandise and program and 
establish key dealers and maintain contacts. 
The market is wide open with high earning 
potential. Good contacts with hardware and 
garden trade dealers desirable. 


Write P. O. Box 378 
Oshkosh, Wisconsin 











SALES REPRESENTATIVES 


One of America’s largest wholesalers of Plumb- 
ing Specialties, housewares, and garden goods 
has territories open. Line competitively priced. 
Many leads available in open territories. Apply 
—Listing lines handled, experience and terri- 
tory covered. 

INC. 


GROSS PLUMBING & RUBBER CO., 
Dept. 69, 135 So. 2nd Street, Philadelphia 6, Pa. 


























SALESMAN 


To call on RETAIL paint, hardware, and building 
supply dealers. Our product is masonry paint—the 
best made—and is nationally advertised. If you can 
sell, this is an exceptional opportunity to build a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4i, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 


| sale to plumbing supply 


| 8 out of 10 on first call. 
ef Harpware Ace, Chestnut & 56th Sts., 
| delphia 39, Pa. 














HARDWARE SALESMEN WITH FOLLOW- 
ING, calling on Hardware, Mason, Lumber and 
Garden supply dealers. Territories open in Con- 
necticut, iladelphia and Eastern 
area. Well known jobber stocking best 
mason tool and garden lines. Excellent oppor- 
tunity for experienc men. ess: Box M-24, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


ennsylvania | 
tool, | 


Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa. 








WANTED 


MANUFACTURERS’ REPS. AND DISTRIBUTORS 
Brand new line of Aluminum Door Hardware 
and Thresholds; absolutely lowest priced quality 
line on the market: eliminates all competition. 
For porticulors write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street, Philadelphia 6, Pa. 

















WE ARE LOOKING FOR MANUFACTUR- 
ER’S AGENTS now calling EXCLUSIVELY 
on the Retail Hardware and Retail Lumber 
Yard Trade in the midwestern, southwestern 
and northwestern states to sell a complete 
line of fasteners. We offer a good proposition 
at 15% commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 














EXCLUSIVE PROTECTED TERRITORIES 


| open for nationally distributed unique water re- 


placement plumbing mg nll Paes ee bo 
‘ w 

Unique demonstration sells 

Address: Box A-22, care 

Phila- 


utors and retailers. 





MANUFACTURER OF A HIGH QUALITY 


_ and Competitive Line of Cabinet Hardware wishes 
| representation in the following areas: 


Louisiana, 


Kentucky, Tennessee, Indiana. Men who are 
calling on the retail lumber dealers, contract 
hardwares and kitchen cabinet manufacturers 
send us all rticulars and lines you are now 
handling in the first letter. Address: Box K-22, 
care of Harpware Ace, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 








MANUFACTURERS REPRESENTATIVES 
WANTED for all territories, calling on Hardware 
Stores to introduce new patent pending item. New 
York City test proved it can definitely be sold 
to all dealers on first call. Counter card, displa 
dispenser furnished at no cost to dealers vith 
first order. Commission basis. Address: Box M-20, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








EXPERIENCED HARDWARE SALESMEN | 


WANTED on exclusive basis to call on RETAIL 
outlets with imported tools, screw products, build- 
ers’ hardware. Attractive commission and good 
pe argent ins for the right man. Full particulars 

ut your activities in first letter. i 
much in demand. Address: 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
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| manufacturers 
ad paint brushes of ever 


Our lines are | 
Box M-15, care of | 


SALESMEN to handle imported and domestic 
and Tools and Cabinet Builders Supply for 
the DO-IT-YOURSELF Trade, Hardware Stores 
and Lumber Yards (side line considered). Pro- 


tected territories in Upstate New York, South | 


ersey, Pennsylvania, Maryland, Connecticut, 
assachusetts. Commission basis. Address: 
K-36, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





LOOKING FOR A PROFITABLE PAINT | 
own national 


BRUSH LINE? We are well 
of high quality, competitively 
description; pure 
ristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
full particulars in first letter. All replies confiden- 
tial. Address: Box J-11, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Box 
| WARE AGE, 
| 39, Pa 


' calling on 
| wanted 


| counts being 


| AMERICA, 





STAINLESS FLATWARE 
SALES REPRESENTATIVES WANTED 


for the following four territories: 
(1) MO.-KANS.-IOWA-NEB. Territory 

(2) WASH.-ORE. Territory 

(3) EASTERN PA.-N.J.-DEL.-MD.-D.C. Territory 
(4) MICHIGAN 


by old, established nationally known 
brand name stainless flatware manufac- 
turer who is re-arranging these territories. 
No missionary work necessary because 
line well known in these 100°% protected 
territories. Liberal commission basis. 
Address: Box M-18, care of HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39. Pa. 

















FRANCHISE AVAILABLE 


Products never before offered on the market, te be 
sold te the construction, trucking, and autemetive 
industry. All territeries are new available. Give 
a complete resume of your background and territory 
you are interested in. 


HUDSON T. MARSDEN MFG. CO., INC. 
645 Bechan Road, Rochester !!, New York 








BB AIR RIFLE SHOT MANUFACTURER 


Monufacturer of air rifle shot, steel cop- 
per coated BB's wants representation. 
Most territories open. 








Address Box C-20, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














CORD SHORTENERS. Representatives Wanted 
for Cord Shorteners. State lines now carried. 
Address: Box E-38, care of Harpware AGz, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES. 
Manufacturer of builders hardware including tubu- 
lar locks, glass and brass doer knobs, extension 
closet rods, letter drops, hand trucks, etc. needs 
sales representatives in Eastern U. S. to call on 
lumber yards, wholesalers and jobber and large 
dealers. Address: Box M-12, care ef Harpware 
Acs, Chestnut & 56th Sts., Philadelphia 39, Pa. 





SPECIALTY ITEMS. Several terri- 
Address: Box H-20, care of Harp- 
Chestnut & 56th Sts., Philadelphia 


FARM 


tories open. 





MANUFACTURERS REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
Hardware distributors ind jobbers 

to handle line of polyethylene flexible 
Reply giving territory covered, number of 
men working, number of wholesale ac- 
Most territories open. Reply: 

E OMPANY "OF 
Avenue, Akron, Ohio. 


pipe. 
held 


sold. 
CONSOL IDATED PIP 
1066 Home 
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Accounts Wanted 


Help Wanted 





Business Opportunities 








“BETTER REPRESENTATION" 
“LET YOUR $ TILL $ TELL THE TALE” 


A good line deserves the best, let us 
represent you. Covering E. Penna., So. 
Jersey and Delaware all or part. Full 
details 


Address Bex M-i7, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 











| Good working conditions. 
| fidence. 
Ace, Chestnut & 56th Sts., 


HOUSEWARES BUYER FOR LARGE DIS- | 


TRIBUTOR. Young and vigorous 


. with proven 
judgment. 


Must have current experience in buy- 


| ing, pricing and merchandising large housewares 


department. Compensation comparable to ability. 
Replies treated in con- 
M-23, care of Harpware 


Address: Box } 
Philadelphia 39, Pa. 





Business Opportunities 








CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rie, P.O. Box Ne. 4095, Havana, Cuba 














Consistent, Conscientious, 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES | 


814 Broadway, New York 3, New York 
(We get results) 








A vt | 





Concentrated cover- | 


FOR SALE 


Wholesale general hardware and building material 
business. Doing close to million dollar volume in 
rapidly expanding West Coast of Florida territory. 
Steady growth these past years—financially sound. 
Owners have other interests. Will invite investigation. 


Address Box M-10. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 








RETAIL EXPERIENCE NEEDED 


Hardware firm needs tor with retail hardware 
experience to furnish about 25% of the capital necessary 
to set-up retail operation in Louisiana. You will be 
the General Manager. we will furnish 75% of the 
capital, etc. Experience in Louisiana very desira- 
ble. We have excellent location, and ready to build. 


Address Box M-22, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Loeuis- 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCOQ Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








Sell Florida Hardware Store 


Located rapidly expanding southern East coast 
waterfront area of Florida. Long lease or 
purchase option on valuable building. Middle 
tive figure. Same location over fifteen years. 
No broker fee. 


Address Box M-19, care of HARDWARE AGE 
Chestnut & S6th Sts., Philadeiphia 39, Pa. 














PHILA., DEL., DEL. COUNTY, CHESTER 
COUNTY. Twe aggressive young salesmen in- 
terested in additional Hardware and Housewares 


lines. Will give complete coverage to all hard- 
ware, dept. stores, variety stores and jobbers. 
Please write to Address: Box M-25, care of 

Philadel- 


HARDWARE at Chestnut & 56th Sts., 
39, : 


phia 





ATTENTION LAWN MOWER MANUFAC. 

TURERS. A live manufacturers agent covering | 
the six New England states travelling five sales- 
men wants at once competitive lawn mower line. 
1958 sales $152,000.00 to chains, department hard- 
ware, implement and lawn mower jobbers and 
dealers. Address Box M-29, care of Harpware 
Acs, Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED NEW AND UNUSUAL MAIL. 
order items, priced between $1.00 and $5.00. | 
Light in weight, easy to package and ship. Bar- | 
gains invited, sold only by top rated manufac- 
turers. Send details and all descriptive literature | 
to: Dubow’s Enterprises, 1503 South Sierra Bonita 
Ave., Los Angeles 19, California. 





MANUFACTURER’S AGENT NEEDS ONE 
LINE to sell the Wholesale Hardware Trade in 
Eastern Pennsylvania, Delaware, and Southern 
New Jersey. Thorough and regular coverage given. 


FOR SALE 


Good small irrigation supply and light hard- 
ware business in Southern California. Town 
of approximately 20,000. Finest climate in 
. 8S. A. Reason for selling—-want to retire 
and enjoy it. Inventory approximately $25,- 
000. Building $15,000. Will sell or lease 
building. 
Address Box — 35, care of HARDWARE AGE 

& 56th Sts., Philadelphia 39, Pa. 








| key 
| any number. 
| also contains 





ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposition 
for you to sell a complete fastener line that 
will fit in with your present operation. Write 


“SHARON BOLT & SCREW CO. INC. 
NORWOOD. MASS. 


ENDICOTT ST., 





ONE OF THE SOUTHWEST'S LARGEST 
RETAIL HARDWARE STORES 


Grossing more than $500,000.00 Annually. Owner 
wants to retire. Will take $200,000.00 to handle. 


Address Box K-28, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















CLOSE-OUT SALE VENDING MACHINE 
OPERATION. 25 5¢ slot candy vendors, 25 5¢ 
slot chewing gum or mint vendors. Five hun- 
dred dollars cash . Birmingham, Ala. will 
buy. Original cost three thousand dollars. All 
in good, usable condition. Address: Box M-16, 
care of Haroware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





NO EXTRA CHARGE to have your name 
and address beautifully embossed on 117 different 
blanks. Order as few as three dozen of 
Write for bulletin No. 858, which 
19 comparative number lists and 
automobile number chart. HAZELTON CHAIN 





CO., 81 Kemble St., Roxbury 19, Mass. 
SHOWCARDS for hardware dealers by mail 
order. Save over 50%. xample—7” x 11” only 


| 15¢ each. Price cards 35¢ per 100. Fast service. 


| We pay postage. 


| Chestnut & 56th Sts., 


Send for free samples and price 
list. Our customers reach from coast to coast. 
KALANE SPECIALTIES, 348 San Fidel, La 
Puente, Calif. 





FOR SALE: Very active small Hardware Store 
handling hardware paint, housewares, and sport- 
ing goods. downtown location Jamestown, 
N. Y., the shopping center of the Chautauqua 
Lake region. Will sell complete, or just the 3 
year old fixtures. Very favorable lease available. 
Address: Box M-21, care of Harpware Acz, 
Philadelphia 39, Pa. 





Positions Wanted 











The Wholesale building material trade is also | 
called on regularly. Sutphin, 3 Orchard | 
Way, Yardley, Penna. | 

WHOLESALE HARDWARE MAN WITH 


30 years experience wishes manufacturers line 
in South territory. Address: 
Harpware Ace, Chestnut & 56th Sts., 


Philadel- | 
phia 39, Pa. 





EXPERIENCED HARDWARE SALES 
AGENCY desirous of obtaining additional lines | 
with sales potential to the Hardware and Build- | 
ing Supply wholesalers in OHIO and KEN- 
TUCKY. Travelling two men. Financially re- 
sponsible. Will furnish top references from _lead- 
ing buyers in this territory. Address: Box M-11, 


Philadelphia 39, Pa. 
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SHOPPING CENTER 


Box M-27, care of | N 


care of Harpware Ace, Chestnut & 56th Sts., | Box 
| 


IF YOU SELL PET SUPPLIES 


and pet equipment, you can profit by subscrib- 
ing to THE PET DEALERS, the largest busi- 


ness magazine for pet shops and pet supply 
depts. Special Introductory Offer: Send $3 
for 1 year subscription (12 issues). Complete 


refund if you cancel within 3 months 


THE PET DEALERS 
Dept. H, 9 East 38th Street, New York 16, N. Y. 














HARDWARE-APPLIANCE retail store. 
lished for over 40 years. Located in central 
Calif. in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran- 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost due to age and ill health. 
For details Address: Box M-26, care of Harp- 
» Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 








Estab- | 








WHOLESALE EXECUTIVE 


1 am interested in taking on responsibility for 
complete management of wholesale operation. 
More than 32 years experience in all phases of 
management for a firm doing $10 to $!2 Mil- 
lion. Excellent recommendations. 


Address Box K-13, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALES MANAGER looking for change. 
35. Excellent wholesale hardware connections 
coast to coast. Many years merchandising ex- 
perience with retail hardware, lumber yard and 
builders hardware outlets. Presently have 31 
man sales and service staff working nation wide. 
Willing to relocate. For further information 
write to Address: Box M-13, care of Harpware 


Age 


| Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE BUSINESS LOCATED IN) 


—Northwest Florida City 
of approximately 35,000. Near the World’s most 
beautiful beaches. New business started last 
ovember, new merchandise, new fixtures. Busi- 
ness growing. Lease on building with option to 
renew. Stock and fixtures approximately $25,000.00 


| consists of hardware, houseware, sporting goods 


and paint. For particulars Address: Box K-30, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


FOR 





SALE—Going hardware store, continu- 
| ously in business for 35 years. Has large gift 
shop—excellent downtown location in Northwest 
b amg 2 city. $280.00 in stock. Address: 

M-28, care of Harpware Acer, Chestnut & 
56th ag ’ Philadelphia 39, Pa. 


| graduate, 





32 YEARS OF AGE college 
family man, i « for greater op- 
portunity in selling field. years’ experience 
with proven sales record; 2 RB years’ specialty 
and promotion salesman with leadin 0 
manufacturer. 4% years with cutaadine hard- 
ware jobber, excellent references, presently em- 
ployed. Prefer Florida. Will consider others. 
Address: Box K-31, care of Harpware Acoe, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


AMBITIOUS, 





MANAGER OF HARDWARE STORE, de- 
sires change, 45 years of age, Managing and Buy- 
ing for hardware, housewares and paint stores, 
over 20 years. Willing to relocate, salary and 
bonus or percentage. Address: Box M-14, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 
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No. 346 


BALL CATCH 


Pa 
ace Piate 2's 


7 eae Sia. 
oe Pilate | 3 


o t Bore 7s 


No. 346 — for louvered, bi-fold- 
ing, accordian, wardrobe and 
service doors. The perfect catch 
to use with dummy trim. 


@@ Adjustable threaded barrel 
compensates for various clear- 
ances of doors. 


No. 345 — for cupboards and 
small interior doors. 


Adjustable spring 
No. 346 only. 


tension — No. 345-346 mode in wrought 


brass, hand polished in standard 
finishes. 


Free rolling ball insures 
smooth, positive, trouble-free 
operation. 


ROLLER CATCH 
No. 333 


Heavy duty Roller Catch for wardrobe 

and interior doors. 

® Easily installed on thin doors — nar- 
row %"' face plate. 

® Quick mortising of strike because of 
new strike design. 

® Smooth positive latching action insured 
by powerful conical spring. 

® Nylon Roller — durable, 
action. 

® Quiet operation — special rubber 
washer cushions return of Nylon roller. 


Made in w t steel, burnished — also wrought brass face plate and 
strike, hand polished in standard finishes. 


THE H. B. IVES COMPANY 
NEW HAVEN, CONN 


No. 333 


Face Plate 2%" x %” 
Bore %”" diam. x 15%” 
Strike 2%" x 1%" 


uniform 
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HYPONX 


PLANT FOOD 


, NATIONALLY ADVERTISED 


Now demanded - millions for houseplants, flowers, v 
rous, beautiful growth in all plants quickly. Pays 
aegis Fs! ay penne for display. 

ssolves instantly in water for use 

a ones “9 the liquid plant food. 


IST SELLING 


ce bier 


Also packed in 10-Ib., 














yO ' 
i MUNG x 


ables, lawns, 


Does not deter- 


ao oe , a 
> Guaranteed ronteed by 
Good Heuschooping 
sovennate ET 


25-Ib., 50-Ib. and 100-ib. drums 
lf your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., 


Inc., Copley, Ohio, U.S.A. 
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STAIR 
TREADS 














All weights—all sizes 
Solid or Marble Colors 





Curved Nose or Full Riser 





RUBBER COMPANY 
Fremont, Ohio 
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“It’s been smolderin’ ever since we started 
suggesting ‘“ScotcH’ Brand Masking Tape 
with every paint sale!” 














NEW 





A NEW SOURCE OF BUSINESS! 9% 


You can increase 
your sales volume 
and net profits with 









TARPAULIN SALES PROGRAM 
for WHOLESALE DISTRIBUTORS 





Here’s How 

You Get: 

1. A suggested Stock of 5 
Popular Sizes that repre- 
sent 90% of Tarp Sales 

2. Low $ Investment 

3. 35% Increase in 
Sales 


Torp 


» 





Tarpaulin & Canvas Goods Co., Inc. 
1302-10 W. Washington St. 
Indianapolis 6, Indiana 
Telephone: MElrose 2-945] 


. 25% Net Profit 
5. Fast Turn Over 
. Customer Satisfaction 


Guaranteed 


. Complete selling and merchan- 


dising aids 





HOOSIER Tarpaulin & Canvas 
Goods Co., Inc 

P. ©. Box 574, Indianapolis 6, Ind. 
Plecse send me your New Tarpaulins 
Scales Program for Wholescle Dis- 


tributors 

Pa ic nscinncttcciiningsetines::  Caeeabieinanion 
SE een ee 
Street Address.................... iaesaiiinilnaned 
i iad Zone State 


aenwrcw a we ow = oe 
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MARSHALLTOWN TROWEL COMPANY MARSHALLTOWN, IOWA 





Kenberry GADGETS From the makers of DURO Plastic Aluminum another 


ARE PROFITABLE | gee ee | | | GREAT NEW PRODUCT, GREAT NEW PACK 
Sell Fast, Use Sp gr aS 5 : 
Little Space . i 





Display as a family of icy Zl 
gadgets in one ~ at ia | faubseoee 
on peg boards or 

counter bins for fastest soe sta 


ca C nto SOY 
self service sales. 8 a ly oh CH EMSTEEL 
Serving Tongs in many ' tanadea r i >. ~ > 


sizes, styles. Cheese + Pos a Unquestionably the world’s fin- 
Slicers. Jar Wrenches. “= AD Bs BE | , ase est filler and adhesive. DURO 
Deluxe Chromium Roast ’ j ne a ) = E-POX-E CHEMSTEEL chemic- 
Rack. Skewers in all Dol i | ally welds, seals, solders, fills 
sizes. Lacing Pins. Plate - — metal. Beautifully packaged, na- 
Hangers. Potato Bake 4 a > | tionally promoted ... and great- 
Rack. Broom Clips. i? os i. Ss. “f : er value. Two sizes retail at $1 
Food Mixers. Beaters. ee | : ; and $1.89 


Many other gadgets. Lacing Pins « Skewers Churn Beater WOODHILL CHEMICAL co 
More than 50 


JOHN CLARK BROWN xc. 1390 E. 34th Street * Cleveland 14, Ohio 
Ack oo a ONE MONTGOMERY ST “Originators and World's Largest Mfrs. of Plastic Aluminum" 
or write for list. BELLEVILLE 9Q, NJ. enberry GADGETS 











PALS & OF THE ROLLER SKATES 
at \ 


These sleck, high-speed ball bearing beauties 
really sell! Their gleaming good looks and 
° " superb roller action puts them way out in 
“SECRET SERVICE PADLOCK .ee No. U front. Exclusive “Shaped to the shoe” comfort 
Powerful, lasting protection! Genuine ‘ is an extra feature no other skate offers. A 
brass cylinder, pin-tumbler security .. . model for every market, and every market is 
tenn Manage te see ve case . 3 extra yours when you sell Speed King! Sce 
eavy brass locking lever ... hardened our jobber toda 
shackle . . . precision cut brass keys. THE SKATE WITH Lehi ’ 
1 3/16” laminated steel case, 3/16” shac- THE 

kle diameter, 9/16” vertical clearance, 


$1.25 Retail practically unlimited key changes. 500 MILE Ki 
; Order from your wholesaler ng 


Master Jock Company. Milwaukee 45. Wis. oF zx EXCLUSIVE “SHAPED TO THE SHOE” COMPORT 


- Ly 4 > of 4 vee) HUSTLER CORPORATION 
Ww anztd 3 "aesi t“adto Ve 4, ah PATEL TS 
ip Ee d QAatalter Wau £4 CORE? bali STERLING, ILLINOIS 











Chang eS New products and new trade names are constantly being added to the listings for 
the next Directory Number of HARDWARE AGE °* Therefore, if you do not 4 A R DW A R c AG 
find in the current issue of the Directory Number the product you are in- 

terested in, write to the "Who Makes It” Editor. He'll be glad to serve you. Cnn. 39, Pa 














REMCO .. . Bakelite Furniture Rests.and Caster Caps 


REMCO 
Rests 








Makers of World Famous 
DOMES OF SILENCE 








Ask your jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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When it comes to 
WwooD SCRAPERS... 


Everybody reaches for 
* 


The Red Devil scraper line covers all your customers: the “pros,” 

the home craftsmen, the buy-minded do-it-yourself trade. Sell Red Devil 

scrapers including the famous Hook and Big Hand lines and new Dragon-Skin— 

you give ‘em exactly what they’re after ... in blades, in handles, in “feel,” and in price. 


With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
packaging, and national advertising. Plus the profit protection of Red Devil’s 
full 40% discount. 


Don't miss out! Cover those ‘‘dead spots‘ on your peg-boards with real “live ones’’— 
money-making Red Devil tools. Check your jobber, today! 


Red Dewil Taos. union. new sersey. u.s.a. 


455? World's Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 





® Your Atkins wholesaler can do a lot more than 
give you a fine selection of quality cutting equip- 
ment. He knows a lot about saws—but more im- 
portant, he knows a lot about sales. 

Your Atkins wholesaler salesman has a fine 
background—knowledge, training and experience 
with saws and saw uses. On top of that, he has the 
merchandising experience—and he knows saw 
users—to help you increase your sales. Ask him 
for advice on window and counter displays. Let 





(1) No. 65 Perfection hand saw. (2) No. 75 Jun- 
ior Mechanic. (3) No. 2 back saw. (4) No. 25 
dovetail saw. (5) No. 20 curved pruner. (6) No. 
37 combination saw. (7) No. 36 nest of saws. 
(8) No. 38 compass saw. (9) No. 9 compass saw. 
(10) No. 50 coping saw. (11) Silver Steel files. 
(12) A-3 hacksaw blade assortment. 











him tell you how others have set up saw displays. 
Follow his suggestions on combination sales and 
special seasonal promotions—watch your saw vol- 
ume climb. 

Depend on your Atkins wholesaler for merchan- 
dising and sales help. And standardize with his 
Silver Steel line for complete coverage, fast sales, 


repeat business and customer goodwill. 


r 





ALWAYS SELL 7 
ATKINS 
—A CUT ABOVE 
THE REST! 











AKINS 


INDIANAPOLIS 9, INDIANA 


BRANCHES: Chattanooga + Philadelphia 
Chicago + Los Angeles + Portland, Oregon 


EXPORT: Borg-Warner International, 36 S. Wabash Ave., Chicago 3, lil. 


*’Sharpie” is a Trade Mark of Borg-Warner Corporation 





